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Each Grit in Its Own Box 


(All Boxes the Same Size and 
Thickness) 
No. 00—100 sheets No. 1%—50 sheets 
No. O—-100 sheets No. 2—50 sheets 
1%—100 sheets No. 2%—50 sheets 
No. 1 75 sheets No. 3—25 sheets 


T- Stutt ” 


Originator 


of the Unit Box—tthe 100-count—the Display Case 


‘Doing it First” is a matter of Order from Your Jobber 
pride with the makers of “Ruff- . 





Stock is carried in 

neat boxes. box 

for each grit, plainly 
labeled. 

No more curling or 
spoilage. 





e 


Stuff.” Specify plainly that you must 
This applies not merely to have 

packaging and to counter displays, “Ruff-Stuff”’ 

but to better-ways-of-doing things In Unit Boxes 

in the sandpaper factory. 
This is why Ruff-Stuff Accept no substitutes. 
1. Lies flat. Also order a Counter Display 
2. Is plainly printed. Case and a 480 sheet assortment 
3. More evenly-sized grits. to fill it. 
4. More flexible. If your jobber hasn't the line, 
5. Last longer in use. write us 





Display Case 





qusa Abrasives ¥ opus stt” 


Now in 18,000 stores 
lee Wausau Wisconsin 
and selling sandpaper Branches Houses WAUSAU ABRASIVES CO. Flint Paper 
at a record-breaking Chicago—612 West Adams St. Cleveland—1235 St. Clair Ave. : 
St. Louis—2110 Pine St. New York—45 Warren St. ) » fete : : 
at ' Philadelphia—154 N. 7th Street > For the friends it will 
rate. Los Angeles—-Sprake Sales Co., American Bank Bldg. make with vour trade 


San Francisco—Sprake Sales Co., Postal Telegraph Bldg. 
Portland, Ore.—Sprake Sales Co., 53 Fourth St. 


Two Sections—Section One 
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— Just what your business Needs... 
~~ BOO Spring Tonic Pep of a New 
Idea in Silverware M erchandising. 


Now Treasure Island can be located 
right in your Store 


~ Pieces oF 8” is a fresh, sparkling, new idea we offer to you (free of all cost) adver- 
in silverware merchandising. tising and selling helps that will help you 
cash in on the idea. 
. . newspaper advertising that fairly 
sparkles with news interest. 
..a window display that will tell 


" d th the story. 
sixes are not enoug -.-. and that tweives sa folders illustrating ‘“PIECES OF 8” 


are sometimes too many for the average 
family . . . thousands of housewives told us 
so... they said “PIECES OF 8” were just right. 


Moreover, this new idea was created by 
your Own customers ... by the house- 
wives in your own neighborhood .. . 


. . . for our investigation proved that 


set for you to send to your 
customers. 
Write today to the Sales Promotion De- 
Your customers suggested the idea... partment, International Silver Co., Meriden, 
we created it. . now we sponsorit..now Conn., for the material you need to make 
we are nationally advertising it...and the most ot 


‘1547 ROGERS BROS; 


SILVEA PLATE 


=. INTERNATIONAL SILVER CO -_ | 
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clnce matter May 22, 1913, at the Post Office at New York, under the Act of March 3. 1879. (Printed in U. S. A.). $3.00 per year. Single copies 
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Advertising Index, Page 121. Editorial Index, Page 25. 
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Quality counts in fine tools and nowhere is quality = 
so evident as in these two V & B thoroughbreds. Se 
V & B hammers are made from the special V & B a 
formula vanadium steel, and the handles are of the Ear \ 
best, selected second growth, white hickory. ee 
V & B planes are drop forged—not cast. They won’t ‘sg 


snap from a fall as ordinary cast iron planes will. The patented Vaughan’s Expansion 
Wedge firmly locks the handle tight— 


Workmen appreciate good tools. That’s why hard- and is positive assurance of a tight head 
ware dealers find V & B tools big sellers. at all times. 


VAUGHAN & BUSHNELL 
MANUFACTURING COMPANY 


CHa zs Of Fire Toots 
2114 Carroll Ave.~ ~ Chicago, Ill. U. S.A. 

















4 HARDWARE AGE _ May 6, 1926 


NG \\ \ va Asien \\ A\ 
Ui Wik OJNe | \Y lees), 


Glass Cutt (te 


SS 


4 “NN Dy 
svt 
WS Mi /// NY iis vy 7 Y\\ Mt * 2 ; 
FS SHY; A ' Dit i ne 


BIG 














AT ett ery he 
em’. ..':*Sbeen- * 
7 Us Sites." _ ane 










Wily 


\ 


ANNI, 
iy \ 


\ 





No Flaking 
No Breaking 


SATISFACTION! 


SK the man who already uses a Red Devil Glass Cut- 

ter why it is the best cutter and he will tell you the 

WHY is in the WHEEL. Ask the man who is 

buying his first glass cutter why he wants a Red 

Devil Cutter and he will probably say — “Saw it Adver- 
tised.” 


— 











Red Devil ADVERTISING makes new customers—Supe- 
rior QUALITY holds them. There you have the reasons 
why Red Devil Glass Cutters are sold in every hardware 
store. Quick Sales! Liberal Profits! SATISFACTION! 


LANDON P. SMITH, INC. 
100 COIT STREET . . IRVINGTON, N. J. 


Successor to Smith & Hemenway Co., Inc., (Glass Cutter) Business 


Stall inthe wheal” 


RED DEVIL+ 


“Fei . tf — “ 


RED DEVIL 
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RMSTRONG BROS. Tools 


give the most for the money 
in Service and Satisfaction. 


Once a mechanic buys an ARMSTRONG 
BROS. Pipe Tool from you, he will quickly 
buy the Complete Line. That is why wise 
dealers znclude the whole line in their stocks. 
They reap-the profits from the demand that is 
growing steadily. | 

Your customers know that the ARM- 
STRONG BROS. Trade Mark on a Tool is 
a Recognized Guarantee of the Highest Qual- 
ity obtainable. 


"* ‘ 
‘ 


Armstrong Bros. Stocks .and Dies By making us your source of 


Make more net profit by 


handling the line of 
RECOGNIZED QUALITY! 


" Standard Pipe, Cutter 


eros 


Body, handle and cutter holder are 
Certified Malleable Iron finished in 
black lacquer. Parts interchangeable 
with parts of other standard makes. 


3-Wheel Pipe Cutter 


Indispensable where cutter cannot 
be revolved entirely around pipe. 
Outter wheels made from special 
Alloy Tool Steel, hardened and heat 
treated. 


All-Steel Pipe Wrenches 


Our All-Steel Pipe Wrenches are 
particularly noted for their strength, 
durability and perfect balance. Made 
in all the wanted sizes. 


ARMSTRONG BROS. Pipe Dies 
have relieved or “backed off’ chasers 
made from special alloy Tool Steel which 
makes them easy cutting and long lasting. 
The stocks are certified malleable iron 
of improved design. 








Adjustable 





supply, you get benefit of freight 
allowances on 200 pound ship- 
ments or better 


Standard Pipe Vise 


These Vises are of improved design 
and superior workmanship. They are 
automatic locking and combine con- 
venient weight with 
strength and quick 
action. The Frame 
and Base are made 
of Certified Malle- 
able Iron. The Jaws 
are Tool Steel care- 
fully milled, hard- 
bh ened, tempered and 
> tested. 





Extremely compact, 
convenient and quick 
in action. Drop vy 
forged steel — hard- OO R= 
ened jaws. Combines }—™—«_;- 
maximum strength = = Onl 
with minimum 
Especially 

outside 





aa 


handy for 





Write for Your Copy of Pipe Tool Catalog 


Armstrong Bros. Tool Co. 


“The Tool Holder People” 
314. N. Francisco Ave. CHICAGO, U. S. A. 
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Helps You Sell 
Socket Wrench 
Sets 


With this Blackhawk Display Cabinet, ‘sets 
of “Q.D.” socket wrenches are easily sold. 
You make them up for each individual car— 
and every sale runs into real money. 


Blackhawk Wrenches are built for “hard 
boiled” service. The tough steel sockets are 
broached to precisely 1/64 inch oversize. The 
husky handles have just the right reach and 
leverage. Finished in satiny black enamel 
baked on to stay. 

With our “Q.D.” steel cabinet, and our Sales 
Boards of solid wrenches, real volume on 
wrenches is easily reached. Write for catalog 
of complete line today. 









~~ . , 2 
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Sell Sets 


in Cases 


Socket wrench sets for 
all cars are easily made 
up and sold from the 
Blackhawk Cabinet. Put 
up each set in a Black- 
hawk steel case—and ring 
up a real sale! 


Blackhawk 
Mfg. Co. 


Dept. E 
Milwaukee, Wis. 





Blackhawk Rest-A-Foot Throttle. 
Motorists want it. Model ‘“F’’ 
for Fords, $3.00. 








v7 Blackhawk MigCo. heen 
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The “Chief” 
Blackhawk water pumps for Fords 
are sales winners. 








BLACKHAWK 
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STANLEY MERCHANDISING HINTS 
SUBJECT No. 1 


Snappy Catch “210 
for Screen Doors 


1. Neat design. 


2. Rubber rollers with steel bush- 
ings turn easily and distribute 
the wear. 


3. Working parts are enclosed. No 
projections to tear clothing. 


va | Phosphor bronze spring will not 
rust and insures long service. 















i STANLEY & 
nappy Catch 
‘THERE is a wide market for gy ere h 
, . nappy Catc 
Snappy Catches in your community display carton 


1. Every screen door is a prospect for this 
convenient and serviceable catch. 





2. It holds screen doors firmly closed and 
thus prevents warping of the doors. 





This display will sell Reet Catches 
for you. Packed with screws to match 


3. There are many other uses for this catch. and directions for applying. Made in 





: . ae : wrought steel and solid brass and fur- 
It will hold in place built-in ironing boards nished in the standard finishes. 
and makes a good broom holder. Other 
; Stanley makes a complete line of 
uses will be suggested to your customers wrought hardware of the highest quality 
when they see the attractive display on KEEP A CLEAN CUT STOCK 
cmareee reese SELL THE LINE 


This trade-mark is a means of identification 


THE STANLEY WORKS, NEW BRITAIN, CONN. 


New York Chicago SanFrancisco LosAngeles Seattle [ ST A N LEY be 
(Sw) 
V4 


STANLEY HARDWARE 


————, 
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TYROD lasts a lifetime and 
every good mechanic wants one 


The customer who buys a TYROD Hammer or 
Hatchet may never come in for another—him- 
self! For the one he buys will last him for a 
lifetime of hard use. 
However it is on this very basis that TYROD is 
a quantity seller. It is such an unusual value 
for the money and such a practical, well made 
piece of equipment that every mechanic who 
sees it will want one. 
It’s all in TYROD construction. The steel tie 
rod or “backbone” running through the handle 
binds head and handle together as one inde- 
structible unit. 
TYROD handles alone are a feature of master 
construction. Two pieces of selected second 
growth white hickory are double dove- 
tailed together with the grain opposed 
and set with waterproof casein glue. 
Even a deliberate effort will fail to 
open this seam. 
With TYROD the 
stress when pulling a 


natl «as lengthwise 
through the handle. 





TYROD heads are drop forged and heat treated 


in three stages to give strength to the claw, 
toughness to the eye and hardness to the face. 


Pick up a TYROD. It has balance. It has that 
feel that makes you want to put it to work. It 
has that “built-for-banging” sturdiness that 
wins your customers on the spot. 


TYRODS cost no more than the best of ordinary 
types. That’s surprising—but not half as sur- 
prising as the way they sell. 


Let us show you how TYROD TOOLS have 


become fast selling items. Write today 
for particulars about our attractive discounts 
and merchandising aids. 


THE AMERICAN HAMMER 
CORPORATION 


715 East 138th St., New York City 


This eliminates the 
usual point of break 
immediately back of 
the head. 








TYROD 


the 


hammer with @ 


hackbone 

















dove-tailed white 
hichory handle 


take-up nut 


tie rod 


drop forged head 
anchored on 
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Year “Round Profits From 
U. §. Poultry Fence 


U. S. Poultry Fence really knows no selling season. Because of its 
wide variety of uses it is in demand the year round. 


U. S. Poultry Fence is as versatile as it is unique. It alone fulfills 










Made and every requirement and meets every demand be it for poultry parks, 
Stretches tennis courts, stucco reinforcement or the score or more of other uses 
Like Farm to which it can be put. 

Fence Every day brings new uses for this superior netting. The dealer 






who discovers these varied avenues of distribution and recommends U. S. 
realizes profits accordingly. 
Below are a few of the many uses for U. S. Poultry Fence. You 
may know of many others. 



















Poultry Parks Tree Guards 
Pigeon Pens Vine Trellises 
Rabbit Hutches _ Tennis Courts 
Animal Cages Baseball Backstops 
Dog Kennels Factory Partitions 
Flower Bed Guards Machinery Guards 





Stucco Reinforcement 






Representative jobbers all over the country maintain complete stocks. If 
you do not know the U.S. jobber in your territory, write us for his name. 


Indiana Steel & Wire Company 


Muncie, : : Indiana 
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Molybdenum Socket Wrenches to wrench combinations can be 
meet car owners’ and mechanics’ quickly and easily assembled to 
every day needs. — 


meet all requirements. — - . 
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FRANK MOSSBERG CORP. 3 =—=— 
| ; LAMB STREET, ATTLEBORO, MASS. — 
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of use he got’ ' 

anew Jaw 
‘just for looks" 


HIRTY-ODD years of hard work had bent his 

STILLSON’S jaw a little (an engineer wrote us). The 
wrench still had the same old bite and the same trouble- 
killing power to make a pipe behave, but the appearance 
“annoyed” him. So we sent him a new jaw, “just for 
looks.” 

Every STILLSON we make is drop-forged out of the 
same fine steel, machined with the same hair-line accu- 
racy, and heat-toughened to stand up under strains which 
would break many a wrench in two. 


Dan Stillson designed the first STILLSON for his own 
use as an expert mechanic. He made it in one of the 
Walworth shops where these wrenches have been made 
ever since. 

Mechanics need the STILLSON today in all sizes from 6 
to 48 inches. Keep stocked on all sizes. You'll find that 
one helps to sell another. 








WALWORTH 


STILLSON* 


WALWORTH COMPANY, Boston, Mass. 


Distributors in Principal Cities of the World—Plants at Boston, 


Greensburg, Pa., Kewanee, Ill., and Attalla, Ala. 


HARDWARE AGE 





Il 








STILLSON* 


(like Walworth) is a 
trademark and refgis- 
tered by its owner, 
the Walworth Com- 
pany, in the U. S. 
Patent Office, in the 
several States and in 
foreign countries. 


WALWORTH 
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From Raw Materials to Finished Products 


The above is a Sample Display of WICKWIRE 
BROTHERS Products, each product being made in its 
entirety—from raw material to finished goods by our 
own workmen—in our own plant—under our personal 
supervision. Open hearth steel used exclusively. 


This assures an unvarying quality which has char- 
acterized WICKWIRE BROTHERS Brands of Wire 
Goods for over 50 years. 


Special attention is directed to WICKWIRE 
BROTHERS Poultry Netting and Fencing made in 
three styles: Hexagon, Graduated and “W. W.” All 
three are furnished galvanized after or galvanized be- 
fore weaving. 


_ We suggest that you obtain these goods from your 
jobber, who is authorized to stand back of every trans- 
action whether you order a single roll or a hundred. 
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Champion 


Screw Drivers 





You Cannot 
Praise Them 


Too Highly AKG, 






a a 





ELECTRICIAN 
REGULAR 













CABINET 


——— — le 


MACHINIST 





SPECIAL 


HARDWARE COMPANY 


Reg. U. 8. Pat. Off. 


TORRINGTON, CONN., U. S. A. 
New York Office: 151 Chambers Street 





INCORPORATED 1864 


ESTABLISHED 1854 
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MILLER 





REG.U.S.PAT.OFF. 


PADLOCKS 


Those iilustrated here 
are only a few of the 
popular and profitable No. 86 

















No. 44CS ; 

b ; ° . Cast bronze 

a numbers in the line. case,1% inch. 
Hardened, 


forged steel 
shackle. Price 
$1.50 each. 


ratchet shackle. 
Price $1.25 each. 







This Counter Display 
Carton contains one 
dozen No. 44CS Cast 
Brass Padlocks. There 
is no Charge for carton. 


No. 19 
Wro’t. steel case, 
134 inch. Malleable 
iron shackle. Price 
$0.25 each. 


No. 44CS Counter Display 


No. 41 
Cast brass case, 
1% inch. Wrought Miller Padlocks can be 


steel shackle. Price 


$0.75 each. stocked with confidence. They 


are ready sellers and will pro- 
duce good profits as they all repre- 
sent good values. 

The Miller Padlock line covers a wide 
variety of sizes and metals. It includes 
every type of key mechanism with the ex- 
No. 88 ception of the pin-tumbler. The numbers sus- 
Weo't. eves! nee. ceptible to master keying cover a comprehensive 
1%inch. Mallea- range and will satisfy all requirements for locks in 
~ “4 ——— their respective classes. Miller padlocks are carried 

a en / in stock by jobbers everywhere. 


Miller Metal Display Panels mounted with an assort- 
ment of Miller padlocks will increase sales. They can be 
furnished with various assortments. Ask the jobber’s salesman. 


The prices appearing on 


No. 1“Champion” this page are suggested 
Gun metal case, retail prices. 


2% inch. Brass 
shackle. Price, 
$1.50 each. 


Miller Lock Works 
of 
oo The Yale & Towne Mfg. Co. 


Cast brass case. Frankford, Philadelphia, Pa. No. 975 Assortment 
Y, Steel panel, green led, 9 21 
steel shackle. Price in. ountinn 8S oadices. 5 Sot 








$0.80 each. prices range from $0.25 to $1.50 each. 
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Samson Trade Mark 





Phoenix Trade Mark 





Bu ers 
catalog 
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Sell Good Sash Cord 
NOT 


IMITATION 


Our advertising is pointing out that 


“There is a Difference in Sash Cord” 


Architects, builders, carpenters, and owners of buildings and 
homes have learned, some by sad experience, that it doesn’t 
pay to use ordinary cheap Sash Cord, because much of it is 
loaded and stiff in addition to being roughly braided and 
uneven in quality. 


To be sure of not getting cord with a loaded centre or other- 
wise adulterated, buy the following well known brands: 


Samson Spot Sash Cord 





Mf Trade Mark Reg. U. S. Pat. Of. 


the most durable and economical. Made of extra quality stock, 
carefully inspected, and guaranteed free from imperfections 


of braid or finish. 


Phoenix Sash Cord 





A good cord at a moderate price. Firmly braided, smoothly 
finished, and uniform in size and quality. 














We make all kinds of braided cord, including other sash cords, 
clothes line, awning line, masons’ line, shade cord, dumb- 


waiter rope, etc.; also cotton twine. 


Send for samples and catalogue 


% SamsonCordageWorks, 


Boston, Mass. 
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Machine Screws 
Stove Bolts 
Tire Bolts 


American Screw Co. 


PROVIDENCE , RI. 


WESTERN DEPOT 
225 WEST RANDOLPH ST., CHICAGO, ILL. 
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DON’T stop when you sell your 
customers the screen, hinges or 
fasteners for their screen-doors. 
Here is an item that will interest 
every single one of them—and sell 
to most of them. Sargent Door 
Closer “520”—a small, inexpensive 
closer that’s guaranteed to close 
screen-doors guietly and surely and 
keep them shut. 

Remind these people of the nerve- 
frazzling slamming and banging 
they had to put up with last summer. 
Ask them if they think it’s worth 
enduring when relief is so easily 
gotten at such little cost. Point 
out the saving this closer effects 
in wear and tear on the door. 


The big-profit number 
in screen-door hardware 


Show them how powerful it is, 
how untiring in operation, and how 
simple it is to attach because of the 
clear diagram in every box. 

You'll find that q great many 
will want the “520,” especially 
when they realize that it can be 
transferred to the storm-door or to 
some important light door inside 
the house when screen-door time is 
gone. You will find this Sargent 
closer one of the most profitable 
items in your whole screen-door 
accessory kit. Push it. Now! Cards 
for window displays and folders 
for mailing and counter use free. 
Ask also for our Co-operative 
Advertising Service Booklet. 


SARGENT & COMPANY, Aardware Manufacturers 
NEW HAVEN, CONN. 


New York: 92-98 Centre Street 


Chicago: 221-223 W. Randolph Street 


NEW 1926 CATALOG READY—lI? not received, copy on request 
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The Saw Test 


The hack saw cannot cut through 
these powerful bronze locking bolts. 
The secret is in the revolving inserts 
of hardened steel inside the bolts, 
ge will foil any attempt at saw 
ne 


Absolutely jimmy-proof. 




















Copyright, 1925, by 
Francis Keil & Son, Inc. 
¢ 






















































ys FB KE] a 
i, ie 4 PROOF 
Ler oe ee 
, / si —~ represents the last word in security for 
—— homes, offices, shops and warehouses. 
=—= The crook of the underworld knows the 
=r folly of attempting to get beyond a 
KEIL Lock, and for that reason he 
doesn’t even try. 


For greater sales, profits and satisfaction to 
your customer, investigate the KEIL Jimmy- 
Proof Lock. Ask for particulars. 


7 Francis Keil & Son, Inc. 


401-425 East 163rd Street 
New York, N. Y. 


Established 1876 
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REVERE REVERE REVERE 
CORDS “R” TREAD BALLOON 
CHIGH PKESSURE) CLINCHER CORDS CORDS 
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REVERE 
HEAVY SERVICE 
CORDS 
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A Few Things the Revere Dealer 
Knows About His Tire Line 


HE KNOWS he has a line of tires worthy HE KNOWS that economy is of tremendous 
to sell side by side with the very best brands importance to modern business and that 
of other merchandise he carries. such a tire as Revere could never reach his 


HE KNOWS that economy extends, too, into shop for the price it does, except through 
the realms of distribution, for jobbers atstra- improved methods of manufacture, large 
temic points the country ever forma a-syetem scale production, and elimination of all 
which gets the Revere to the dealer with siemens 
minimum cost for the service performed. HE KNOWS he can trust the Revere to keep 


HE KNOWS there is a great deal in handling the general excellence of his merchandise 
established goods and established brands. oe ye panes mind over a long 
Even the customer who has never bought period Of fait SETVICE. 

Revere knows them to be established tires HE KNOWS finally that he has a complete 











of proven worth and which have given 
satisfactory service to other car owners 
throughout the nation. 


REVERE RUBBER COMPANY 


line, a tire for every customer need, for 
every type of vehicle and every type of 
service. 


1790 Broadway, New York City 
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The Triumph 


Genuine Timken Roller Bearings 
The World’s Finest 


LAWN MOWER 







Without An Equal In Quality, Design or Construction 


Extra Long Wheel Base—Train of Triple Gears on 
Each Side—Easy Running, Exceedingly 
Close and Smooth Cutting— 


For expert gardeners and owners of fine lawns who demand 
absolutely the very best and a smooth velvety cut. Precision 
fitted throughout as finely as any automobile, insuring noiseless 
operation and durability not possessed in any other lawn mower. 
Dust proof gear case, and dust proof spring oilers. 


TIMKEN 


PBPered 
ROLLER BEARINGS 


—equipped with F. & N. patented self adjusting device, 
assuring positive alignment of the revolving blades and a per- 
fection in lawn mower construction and durability never here- 
tofore attained. he elimination of annoyance and repair 
expenses alone, will soon save the first cost. 

The Triumph is 


\ THE F &N LAWN MOWER CO. 2r2ce. 


RICHMOND, INDIANA, U. S.A. breepeiapieg yy prna 
THE WORLD'S LARGEST LAWN MOWER MANUFACTURER 
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Making Profits for 
25,000 Dealers 


When you sell any of the brands of American Steel & Wire 
Company Fence and Posts—you have many valuable sales levers 














working for you. 

l Well Known. For twenty-six years the products of 
this company have been well and favorably known to 
farmers. 

2 Positive Guarantee. Every rod is guaranteed to 








equal or outlast in service any fence made of same size 
wires and used under same conditions. 


3 Full Weight and Length. Every American Steel & 
Wire Company Fence is guaranteed full length and 
full weight with a placard showing the specifications in 
the roll. 


4. National Advertising is continually selling the farmer 
on American Steel & Wire Company Fence and Posts. 








5 Retail Advertising Help in the form of newspaper 
ads, store signs, letters, etc., are furnished dealers free. 





6 Quick Service. Mills and warehouses conveniently 
located—completely stocked. 


7 Freight Saving. Variety of products can be in- 


cluded in mixed car shipments. 








Zine {nsulated 


AMERICAN, ROYAL, ANTHONY 
U. S. NATIONAL, MONITOR 
and PRAIRIE 


Dealers Wanted Everywhere—W rite for Sales Plans 











Sales Offices: 


CHICAGO NEW YORK BOSTON CLEVELAND WORCESTER PHILADELPHIA PITTSBURGH 
BUFFALO DETROIT CINCINNATI BALTIMORE WILKES-BARRE ST. LOUIS 
ANSAS CITY ST.PAUL OKLAHOMACITY BIRMINGHAM MEMPHIS 
DALLAS ATLANTA DENVER SALT LAKE CITY 





Export Representatives: U. S. Steel Products Co., New York 
Pacific Coast Representative: U. S. Steel Products Co. 
} San Francisco, Los Angeles, Portland, Seattle. 


AMERICAN STEEL & WIRE 


Company 
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A $23,000 Annual 
De Laval Business 
With 24 Turnovers 


Here is a good example of what the De Laval Agency in the hands of a live-wire 
dealer will produce: 


A certain dealer inthe Middle West sold $23,023.14 
worth of De Laval Separators, Milkers, Equipment, Parts 
and Oil during the past year. He turned his De Laval 
stock twenty-four times and had an average investment 
of less than $1000.00 in his De Laval stocK. Healso 


took advantage of all cash discounts. 


This gives an idea of the profit he made on capital in- 
vested in De Laval goods. Does any branch of your 
business return such a profit on invested capital? 


This is making the least amount of invested capital yield the most profit, just as the De 


Laval Separator gets the most butter-fat from the milk. 
Any dealer in any community where cows are milked who will push the De Laval Line 


and cooperate with us, can do as well—because: 


(1) Rapid Turnover. De Laval Separators and MilkKers can be sold every 
weeKinthe year. Money invested in De Laval Products works 
fast and little is required, as quick shipments can be made from 
conveniently located warehouses. 

(2) Easier to Sell. De Laval was the first separator; there are more in 
use; they do better work and give greater satisfaction; are better 
Known and more widely advertised. 

(3) Greater Sales Possibilities. There are greater sales possibilities at the 
present time for De Laval Separators and MilKkKers than ever 
before. It has been estimated that more thantwo million cream 
separators which are wasting butter-fat and time must be re- 
Placed during the next five years. Most ofthis business will go 
to De Laval Agents. The De Laval Milker business is developing 
rapidly, has enormous possibilities, and the De Laval is already 
recognized as the best milker. ; 


Aside, however, from direct profit in the sale of separators and milkers many merchants 
consider the indirect profit from the De Laval Agency of even greater value, because: 

(1) De Laval brings prestige to a merchant’s business, makes satis- 
fied users and brings more customers to his store. 

(2) De Laval encourages dairying, the largest and most Profitable 
branch of agriculture. Dairy cows bring in a steady cash in- 
come the year round. 

(3) De Laval creates greater buying power—it makes the merchant 
more and better customers. 


We are always looking for live, aggressive agents. If you think there is a possibility of 
increasing the De Laval business in your locality, get in touch with us. 


The De Laval Separator Company 


NEW YORK CHICAGO SAN FRANCISCO 
165 Broadway 600 Jackson Bivd. 61 Beale St. 
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With PREMAX 
eel Tent Stakes and Poles 


HE demand for steel tent stakes and col- 

lapsible poles has grown by leaps and 
bounds in the past several seasons, since tour- 
ists and campers have learned the greater ser- 
vice and convenience of these modern acces- 
sories. 


Wooden stakes and poles will not stand the 
strain of the daily erection and tearing-down 
to which today’s tourist subjects his camping 
outfit. It requires steel to give service, with 
security. 


That is why many leading tent manufacturers 
now furnish Premax Rustless Steel Stakes and 
Poles as standard equipment with their outfits. 
Premax Stakes are made in three lengths, 
packed in handy cloth bags of 12 for easy sell- 
ing. Premax Poles come in two sizes—2-sec- 
tion, adjustable to 66”; 3-section, to 9’7”— 


both fully telescoping and adjustable at any 


point by the unique Premax clamping device. 
Poles packed one pair to the bag. Both stakes 
and poles are Parkerized—really rust-proof— 
not just enameled. 


Get a stock of these tourist necessities, display’ 


them this season—and cash in on Premax 
popularity—as others are doing. 


Niagara Metal Stamping Corp. 


Dept. & Niagara Falls, N. Y. 


Please send us: 
Bags PREMAX Tent Stakes, 9” length, List Price $15.00 dozen bags. 


——_—_—-Bags PREMAX Tent Stakes, 12” length, List Price $18.00 dozen bags. 
—_—_—-Bags PREMAX Tent Stakes, 15” length, List Price $21.00 dozen bags. 
—____—Pairs PREMAX Tent Poles, 2-Section, List Price $36.00 dozen pairs. 
———Pairs PREMAX Tent Poles, 3-Section, List Price $45.60 dozen pairs. 
Less regular trade discount—with FREE Display Cards and Circulars 





METAL CAP 
“WONT CUT 
CANVAS 














PREMAX 
CLAMPING DEVICE 
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FORMED 


METAL CAP 


FLOOR OF TENT 





Three-Section Size 
Premax Tent Pole 


eoe--------------== USE THIS ORDER BLANK -----2"---"-"""""""" 


NIAGARA METAL STAMPING CORP., Dept. 8, Niagara Falls, N. Y. 
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Mr. HAPPY MAN 
SAYS— 


“Speaking of SAWS— 
‘Silver Steel’ is true 
steel. Its shining qual- 
ity began under 
ground, with the ore. 
The ore is its character, 
and it takes virgin ore 
to make Silver Steel 
Saws. That's why they 
can be abused and ill 
treated, but their true 
character asserts itself 
by performance that 
proves that they are 


a 
‘The Finest 
59 
on Earth 
¢ 
E.C.ATKINS €;5.CC. 
ESTABLISHED 1857 THE SILVER STEEL SAW PEOPLE 
Canadian Factory, Hamilton Ontario - 
Machine lieite Puctery, Lancaster N.Y. that will help you sell more 
Branches Carrying Complete Stocks In The Following Cities: . 
paneetn ve Orteuze  SanFranciece Atkins Saws. 
a New York City ae. ance 


Portiand,Ore. Vancouver, B.C. 


ATKINS 
Jha SAWS 


Minneapolis 




















Founded 1855 
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Your trade paper may be com- 


pared to a signpost on the road to 
success. It discusses and helps in 
the solution of the numerous prob- 
lems confronting merchants. 
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OU MAY NOW OUTFIT an entire house from ground 
to roof with genuine McKinney Forged Iron 
Hardware; (1) at a surprisingly reasonable cost; (2) with 
every piece authentic of the best in the art; (3) with 
the assurance of satisfactory wear; (4) with the certainty 
that each piece will fit accurately in place. 


The use of Forged Iron Hardware has been broadened 
by the advent of McKinney’s fine line plus McKinney’s 
method of merchandising. All sales are made through 
the hardware merchant. All pieces can be stocked and 
the consumer makes his sclection from the actual 
hardware. 


To make this possible a thorough knowledge of 
builders’ hardware requirements was necessary—the 
artistic had to be combined with the practical. 


In McKinney Forged Iron Hardware four master 
designs are available, known as the Curley Lock pattern, 
the Tulip, Heart and Etruscan. All of these have their 








inspiration in the earlier 
examples of handiwork 
now so soughtafter by col- 
lectors and connoisseurs. 
Exceptthe Etruscan, they 
are Colonial in motif. The 
Etruscanis anadaptation 
of the finest in Southern 
European iron work of 
years ago. It is particu- 
larly appropriate for houses of the Spanish and Italian 
type. The completeness of each pattern makes possible 
a consistency of treatment throughout. 





One further point ought to be stressed about 
McKinney Forged Iron; it is rustproofed and completed 
in three different finishes: Dead Black Iron, Relieved 


Iron, Rusty Iron. 


Full-page advertisements in the “Saturday Evening 
Post,” “‘House and Garden,” “American Builder” and 
the Architectural magazines are making McKinney 
Forged Iron Hardware known to millions of buyers. 
A Builders’ Hardware Department is no longer complete 
without representative samples of this much-desired 
Forged Iron Hardware. Send for catalog today. 


Forge Division 
McKinney ManuFactTurinc COMPANY 
Pittsburgh, Pennsylvania 


McKINNEY 
FORGED IRON 
HARDWARE 


MAIL THIS COUPON 











Forge Division, McKinney ManuFacturinG Company, Pittsburgh, Pa. 
Please send catalog entitled “Forged Iron Hardware by McKinney” to 


Name 





Address 








H. A. 
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BY LLEW S. SOULE 








Boys’ Week 
and Business 


Unfortunate 


Babbling 


A Tip From 
the Railroads 


M** first to May eighth is Boys’ Week, a week dedicated to the future 
manhood of this country. 

During that week cities will have boy mayors and boy officials. Boys 
will handle newspapers, conduct hotels and operate factories; they will manage 
department stores and superintend all types of business activities. 

Boys’ Week is not set for the exploitation of the boy, or as a means of 
wheedling money from the public to further boyish aims. Its sole purpose is 
to bring home to the hearts of the people the great truth that all the hopes of 
tomorrow are vested in the boyhood of today; and to bring to the boys a realiza- 
tion of their future place in the world’s affairs. 

In the United States alone more than three million boys will take part in 
the activities of the 1926 Boys’ Week. Another million will take part in 1927, 
and as the movement grows it bids fair to develop a better citizenship. Like- 
wise, it foretells a better understanding of business and business problems by 
the burden bearers of tomorrow. 


USSYFOOT Johnson says that he lied, drank and used bribery to put over 
prohibition in America. 

It is an unfortunate statement—one that will be seized upon as a lever in 
the attempt to repeal the prohibition laws. It will be used to discredit honest, 
conscientious people who labored lawfully to stop the manufacture and sale of 
intoxicating liquor: 

As a matter of fact, the statement of Pussyfoot amounts to nothing at 
this time. It has no direct bearing on prohibition itself. It is merely a sad 
commentary on a single individual. 

But it may do a great deal of harm. 


N arranging to attend a recent convention, I had planned to use a certain 

railroad. I fully intended to walk up to the ticket agent of that road, plank 

down my money and take my ticket, but a real merchandiser changed my 
plans for me. | 

One day, well in advance of the starting date, a pleasant faced gentleman 
called at my office. He came to assist me in getting my transportation to and 
from that convention. He knew I was busy and hated the details of looking 
up trains, reserving pullman space, etc. 

He brought time tables with him, in which he had carefully marked the 
convenient trains, going and returning. He handed me a slip on which were 
typed the rates. He offered to secure tickets and pullman space, and deliver 
them to my Office. 

That man is a real merchandiser. I was in the market for transportation. 
He had it for sale, and he made it very easy for me to buy. My convention 
trip was over his line, and it is very probable that many future trips will follow 


that route. 
And yet—some merchants say that it doesn't pay to go out after business. 
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$6,000,000 to Keep 
CHICKENS AT HOME 


By Elmer T. Wible 
Article Five 
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“agricultural” pursuits that have extensively invaded the back yards and 


Poultry raising and gardening are the two 
vacant lots in towns and cities. They result in the sale of large quantities of both poultry and lawn fences every year 


fence volume seem more reasonable. In the first place, 
poultry fence is used both to keep in and keep out 

total volume of fence business. On first thought poultry; that is, it is also used for gardens, orchards, 
this seems unlikely because the average farm has an etc., to keep out chickens, rabbits and other animals, 
acre or less devoted to poultry, and a field inclosed so the poultry fence inclosures on many farms total 


with farm fence usually comprises many acres. several acres. 
On second thought, however, there are several facts Another point to keep in mind is the proportionately 


which make this ratio of poultry fence to the total larger amount of fence required to inclose small plots 


HE retail sales of poultry fence in the United 
States make up almost 25 per cent of the grand 






































: - 20 Rods | 20 Rods od 40 Rods 80 Rods 
o s 214 Acres 3 
- “a Acres 80 Rods © 
1 Acre = S Fence §| 10Acres 2 
50 Rods 10 ft. |~- 1Acre |e 1 Acre ——— a 160 Rods Fence © 
Fence Required |= 52 Rods 2 3 56 Rods 3 = fares Required 
x Fence Required a 120 Rods Fence - 
~ © Fence oa Required ™ 
_-y-wewer~y wwe & Required & 40 Rods ®B 40 Acres = 
12 Rods 10 ft. 9 in. 80 Rods 3 320 Rods Fence Required x 
10 Rods 3 20 Acres © 
——y | 240 Rods Fence = 
8 Rods 3 Required * 
Y% Mile yy Mile 
160 Rods 
16 Rods 22 Rods 
bs 3 80 Acres = 
2 Acres 2 a 3A - 480 Rods Fence Required “ 
72-Rods 2 2 — 2 ~ 
Fence Required q 88 Rods Fence Reauired 
1% Mile 





























These charts indicate the relatively larger amount of fence that is required to enclose small plots of ground such 
as are commonly found in poultry runs, gardens and orchards than in the case of larger fields 
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There are very few farms where you will not find at least a few chickens. Poultry raising is probably our most 
universal activity 


of ground. For example it requires about 52 rods of 
fence to fully inclose one acre, whereas it requires only 
240 rods to inclose twenty acres. 

The chief factor contributing to the large propor- 
tionate volume of poultry fence business is the uni- 
versality of poultry raising. Poultry raising is proba- 
bly our most universal agricultural activity. Forty 
States each have more than a million chickens, some 
running as high as twenty-eight millions, all of the 
feathered variety. It follows that the value of poultry 
products also ranks high as indicated by the following 


Poultry raising 








ranges all the way 
from a minor and 
incidental side line 
to a highly organi- 
zed part of the 
farm production. 
Poultry fences are 
needed in all cases, 
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figures for the eight leading agricultural activities in 
the United States. The figures are for 1925. 


Dairy products ............ $2,750,000,000 
ANE hog eM ok wk tah 0 1-40: i 2,175,000,000 
Cotton and seed ............ 1,650,000,000 
ee a a aan os eal ee 1,520,000,000 
A ei 2h a kde da chp lori is Mae 1,400,000,000 
*Poultry products ........... 1,120,000,000 
SE aN ee a 1,000,000,000 
i oa ee ks ee wees 1,000,000,000 
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States. The natives are proud of the fact, and 

do not hesitate to show their pride as they point 
out the “oldest house,” and “old city gates” and the 
moat around “old Fort Marion.” 

There is a bunch of narrow streets and some left 
over architecture that traces back to Spanish origin. 
In fact, history peers at you from every angle. How- 
ever, you can take it from me that outside of those 
narrow streets and the historical places, St. Augustine 
has a 1926 atmosphere. 

They say Ponce de Leon came to St. Augustine first 


S: AUGUSTINE is the oldest city in the United 


looking for a fountain of youth. That was before the 


days of monkey glands, and pure water was supposed 
to grow hair on bald heads, and bring back the days 
of bare feet and sand burrs. He picked out a likely 
looking spring and almost drank himself to death, 
but rumor has it that he didn’t even get rid of his 
rheumatism. 


Old, but New 


Be that as it may, the spring is still there, and it 
surely has done things to the ancient city. St. Augus- 
tine may be old, but it has many ideas. 

If you don’t believe it, just come down and cast your 
eyes over the water front. Less than a year ago you 
would have seen a stretch of open water, a few small 
islands, a marsh, and then the open ocean. Today 
the marsh is gone, and in its place is Davis Shores, a 
big stretch of sandy island which has been pumped 
out of the bay. On it they are paving streets, putting 
in water mains and laying sewers. They are making 
new lots where no lots were before, and making a 
good job of it. 

There are three hardware stores in St. Augustine, 
the Howatt Hardware Co., C. F. Hamblen, Inc., and 
J. H. Bowling. The Bowling store formerly carried 
quite a line of hardware, but is now devoted mainly 
to paint. In fact it is considered a paint store rather 
than a hardware establishment. 

The Howatt Hardware Co. is in a new store, nicely 
equipped and caters to shelf hardware, radio, sporting 
goods, paint and similar lines. He likewise says that 
business is good. 

Mr. Howatt drove me out over Davis Shores and to 
the beach. If that beach could be moved some place 
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An OLD City 
With NEW Ideas 


Second Article on the Southeast by the Editor of 
HarpWwaRE AGE, Who is Now Making an Exten- 
sive Tour of the Hardware Stores in the South 


By Llew S. Soule 


near New York it would put Atlantic City out of 
business. It is undeveloped as yet, but new roads are 
being built to nearby towns, and some day in the near 
future it will be a beach among beaches. 

Next we drove around the city, with its wonderful 
hotels and beautiful homes. St. Augustine is a city of 
homes—a place to live. It is clean, attractive—and 
homelike. In the winter season it bustles like a bee- 
hive. If you have missed seeing St. Augustine you 
have something to look forward to. 

I made the trip from Jacksonville to St. Augustine 
by bus. The bus was good, but the road was—well, 
the less said about it the better. They are building a 
new one, and, as the driver remarked, “we don’t call 
this trip a ‘tour,’ we call it a ‘de tour’.” 

The trip back to Jacksonville was dusty and event- 
ful. We turned out for a stalled truck and found our 
big bus hub deep in sand. Everybody got out- and 
pushed, but it wouldn’t budge. Finally a friendly truck 
pulled us out after a forty minute delay that almost 
caused me to miss a train for points farther south. 
I’ll tell you about them later. 

Confidentially, I drank some of that famous St. 
Augustine spring water, but my hair is still gray. 

Yours for more Springs and Old Cities with young 
ideas, LLEW S. SOULE, 

The Man Behind the Counter. 
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The Phillip Gross Hardware Co., Milwaukee, has discovered that there are some nice profits to be had from the 
other fellow’s dog. At the present rate of business the firm expects to turn its stock eight times this year 


Getting Profits trom the Canine Pets 


ID you ever try to count the dogs in your 
[| ) com: Unless you are a dog lover yourself, 

you probably have a general idea that there 
are altogether too many of them, and let it go at that. 
But anyone who owns a dog can tell you that that 
dog is pretty much a regular member of the family, 
and as such his comfort and well-being are carefully 
catered to. 

The Phillip Gross Hardware Company, of Milwau- 
kee, recently discovered that there were real profits to 
be had from the other fellow’s dog. Of course, like 
most hardware stores, they had always carried a small 
stock of dog collars and leads, but no effort was made 
to display them, and consequently sales were not heavy. 


a 


® 


Last November it was decided to go into dog supplies 
more extensively, and about 10 feet each of wall and 
floor cases, located near the sporting goods depart- 
ment, were given over to the new venture. 

A stock of blankets, sweaters, brushes, combs and 
particularly of dog foods and remedies to the amount 
of about $800 was purchased. The newspaper ads 
of the firm called attention to the merchandise, and 
at the time of the annual dog show space was taken at 
it and a display arranged. Results were almost imme- 
diate. During the two days of the dog show the 
booth there sold about $50 worth of goods, and dur- 
ing the same time dog owners bought $220 worth at 
the store. 





Last November a full line of dog supplies was installed by the Gross company. Newspaper advertisements were 
used to call attention to the new line and show space was arranged at the annual dog show 
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The Parable of the Prodigal Son 


By Saunders Norvell 


ing of Heywood Broun, Morley and other 

writers, are forming a club to select a new 
book every month and send it to the members of this 
club. A council of literary gents will pick out the 
book and it will cost the member from $1 to $3 per 
shot. I have been asked to become a charter member. 
I would be glad to join, but unfortunately, I am way 
behind on the course in modern literature which I 
am taking at Columbia University—I mean my 
daughter’s course! So far she has bought about $60 
worth of books and it will take me a whole summer 
of hard reading to catch up. 

% % * 

Besides that, recently from time to time I have 
been reading the Bible and I find it so modern and 
interesting that I just haven’t time for any of this 
realistic literature. The other night, late at night, 
after a hectic day, I picked up the Bible and it fell 
open at the 15th chapter of “LUKE,” at the Parable 
of the Prodigal Son. I must admit I had not read 
this parable for years, but as I read it again in one 
of the top floors of the Hotel Shelton, while I paused 
from time to time and glanced out of the window at 
the glittering lights of New York, my mind went back 
to the simple pastoral days of the parable. 

% *& + 

I thought of the Arabs in their picturesque turbans 
and long, flowing robes I had seen tending their flocks 
on the edge of the Desert of Sahara. These Arabs 
were living just as the Hebrews lived in the days of 
the Prodigal Son. I will never forget one evening 
seeing a tall shepherd with a pointed beard following 
his sheep and carrying a little lamb in his arms. He 
reminded me of the Parable of the Lost Sheep, in the 
15th chapter of “LUKE,” 4th verse: “What man of 
you, having an hundred sheep, if he lose one of them, 
doth not leave the ninety and nine in the wilderness, 


and go after that which is lost, until he find it?” 
* * * 


(CY) ine of literary critics in New York, consist- 


The other night I saw a play in New York called 
“The Wisdom Tooth.” The hero of the play started 
out as a fine, sturdy, courageous boy, but this boy 
got lost in the shuffle of life. How many of us have 
got lost, sometimes not all of ourselves, but only a 
part? What rejoicing there would be if we could re- 
cover this lost part of ourselves! Maybe we have lost 
the joy of living—the happiness of little things. If 
we have, let us go out into the highways and the by- 
ways and see if we cannot find it again. 

% % * 
Now, read with me and think with me about this 
Parable of the Prodigal Son: 
“11. And he said, A certain man had two sons: 
12. And the younger of them said to his father, 
Father, give me the portion of goods that falleth 
to me. And he divided unto them his living. 


13. And not many days after, the younger son 
gathered all together, and took his journey into 
a far country, and there wasted his substance 
with riotous living.” 
* % * 


Then we are told about the famine that arose in 
that land; how the Prodigal Son fell into want and 
became a swineherd, the very lowest character of 
work that a Hebrew could perform. After his day 
of music, dancing, eating and drinking; after the 
disillusion that comes with false lovers when the purse 
is empty, the Prodigal Son cooled off his blood with his 


swine and had time to think things over! 
* * % 


Read this: 

“16 And he would fain have filled his belly with the 
husks that the swine did eat; and no man gave 
unto him. 

17. And when he came to himself, he said, How 
many hired servants of my father’s have bread 
enough, and to spare, and I perish with hunger!” 

How well I remember standing in a dungeon in a 

chateau in Southern France and reading the words 

cut by a prisoner in the soft stone wall of his cell: 

“Sorrow’s crown or sorrow is in remembering happier 

days!” ; 

“20. And he arose, and came to his father. But when 
he was yet a great way off, his father saw him, 
and had compassion, and ran, and fell on his 
neck, and kissed him.” 

* * 


In all literature, is there a more touching picture 
than this? It has stirred the hearts of millions of 
fathers and millions of sons since all the publicans 
and sinners drew near to hear this parable. Please 
note in the 1st verse of the chapter that this: parable 
was told to sinners. Please also note: 

“ 2. And the Pharisees and :acribes murmured, say- 
ing, This man receiveth sinners, and eateth with 
them.” 


ty 


* % *% 


Then let us see what happened. 

“99, But the father said to his servants, Bring forth 
the best robe, and put it on him; and put a ring 
on his hand, and shoes on his feet: 

23. And bring hither the fatted calf, and kill it; and 
let us eat, and be merry: 

24. For this my son was dead, and is alive again; 
he was lost, and is found. And they began to 


be merry.” 
% * ¥* 

Please note that they “began” to be merry. This 
suggests that it was only a start. It must have been 
an all-night party. The old gentleman must have been 
a brick because when he gave a party, he gave a real 
one. He did not stop at trifles. Please note it was 
the best robe and there was a ring and there were 
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shoes 4peyesput on his son’s feet. ‘Also note that the 

calf to*be*eatén was the special fatted calf that they 

had been feeding and preparing for a great feast! 
* * * 

“25. Now his elder son was in the field; and as he 
came and drew nigh to the house, he heard music 
and dancing.” 

I have an idea it must have been in the evening. The 

sun had gone down. The house was all lighted up. 

There were lights in all the windows. The elder 

son must have stood out in the darkness and you can 

imagine his surprise when he heard the music and the 
dancing, because it is clearly implied that a party was 
something unusual in this house! 

“26. And he called one of the servants, and asked 
what these things meant. 

27. And he said unto him, Thy brother is come; and 
thy father hath killed the fatted calf, because 
he hath received him safe and sound. 

28. And he was angry, and would not go in: there- 
fore came his father out, and entreated him.” 

Score one more for the old man. No doubt he had 

also put on his best Sunday-go-to-meeting clothes. 

He possibly had flowers in his hair. Can’t you see 

him with his long, white hair and his flowing beard 

as, with eyes full of happiness, he went out to meet 
the older son and asked him to join in the celebration? 
* * *% 


“29. And he answering said to his father, Lo, these 
many years do I serve thee, neither transgressed 
I at any time thy commandment: and yet thou 
never gavest me a kid, that I might make merry 
with my friends:” 
Now I wonder if this older son had ever asked for the 
kid to make merry with his friends. Somehow, I doubt 
it. I have an idea the older son was a sort of chartered 
public accountant who set up reserves against every- 
thing, so when you get through and look over his bal- 
ance sheet, there isn’t anything present to get merry 
about! 





* *% *% 


But listen to what else he has to say to his father. 
He was certainly a kill-joy. 

“30. But as soon as this thy son was come, which hath 
devoured thy living with harlots, thou hast killed 
for him the fatted calf.” 

How often in families we sit and listen to the self- 
righteous when they pin medals on themselves and 
tell of all the evil doing of their relatives! Sometimes 
I think it takes a really religious person to develop a 
killing hate. All of us are made up of contrasts. Ex- 
tremes always meet. In the passionate kiss of love 
there is often the poison of death. Some of the most 
affectionate, loving persons I have ever known have 
cherished the longest grudges! Once, in a small town, 
when I attempted to sell two dealers who stores faced 
each other, I asked why it was there was so much 
hatred in a small place. Another traveling salesman 
replied—“That’s easy. In small places they have so 


much more time to hate.” 
; x * x 


Then the father answers his older son: 
“21. And he said unto him, Son, thou art ever with 
me, and all that I have is thine.” 
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Well, that is ~« tly where I think the shoe ‘pinched. 
The older son jUst about felt he had a mortgage on the 
entire place. He was waiting for the old man to pass 
out so he could own everything. The younger son 
was out of the way. He had gone into a far country. 
He had disgraced himself but here he was back again 
wearing the best robe, with the ring on his finger, 
teaching the assembled party the latest Charleston 
step! No-doubt this younger son had learned these 
steps from the harlots to whom the older brother ob- 
jected! I have an idea that this younger son was 
very handsome and that he had charm of manner—- 
in fact—that he would be an interesting and joyful 
companion at any time and any place! 
* * * 


Then the father says: 

“32. It was meet that we should make merry and be 
glad; for this thy brother was dead, and is alive 
again; and was lost, and is found,” 

Here the parable ends. We do not know whether the 

older brother joined the merry-makers or not. I 

have an idea that he did not, but if he did, he stood 

up against the wall with a superior manner and made 


everybody present feel uncomfortable. 
* * * 


But of all the characters in this parable, the one 
who interests me most is the old man. He was a 
good sport. I have an idea that when he himself 
was young, he danced and made merry. The chances 
are that he, too, took a few trips into a far country and 
possibly in later life, under the starlit skies of Judea, 
told some of his old cronies, with a chuckle, of these 
journeys into a far country! 

* % * 

I also gather the idea that the older son was a bore. 
I am sure he bored the old man. He was one of those 
people who are always right and of all bores in the 
world, such people are the most tiresome. The older 
son was not the real son of his father. I am sure he 
must have taken after his mother or he was a kick 
back to some mean branch of the family. However, 
the younger son, the Prodigal, was a chip off the old 
block. How many evenings the old man must have 
sat aione, bored to death by the self-righteous talk 
of the older son, while his heart grieved for his miss- 
ing boy! How he must have wondered what was 
happening to this joyous, merry, full-blooded, care- 
less son of his old age! 

* * * 


Is it surprising to read: 

“90. But when he was yet a great way off, his father 
saw him, and had compassion, and ran, and fell 
on his neck, and kissed him ?”’ 

Somehow, I believe it was not entirely compassion on 

the father’s part. He was glad to have this charming, 

wayward boy back home again. He knew there would 
be something doing. He was tired of the monotony of 


existence. 
%* % *& 


Now, instead of saying to his Prodigal Son—“You 
are tired out. You are dirty. What you need is a 
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Pettee Apologizes to Customers for 
Selling Cheap Merchandise 


YB NHIRTY-SEVEN years of square dealing has 
been the boast of Pettee’s big hardware store in 
Oklahoma City, Okla. It is one of the outstand- 

ing American hardware stores, known from coast to 

coast and respected by seller and buyer alike. Price 
cutting, cheap goods appeal and kindred practices were 
unknown at this store. 

Along came a regular spasm of chain stores offering 
cheap goods at cheap prices. Instead of sitting by 
with hands folded, crying over this outside encroach- 
men W. J. Pettee & Co. went into the lower priced 
goods field and obtained a full share of this business 
which might otherwise have been lost. In doing so 
however the firm felt it necessary to apologize, and it’s 
apology will always stand out in the annals of real 
hardware merchandising. We will let F. S. Lamb, 
secretary tell the rest of the story. He says; 


Spasm of Chain Stores 


“In our city we are having a regular spasm of chain 
stores. Instead of sitting by with our hands folded, 
we are trying to get some of this business and these 
pictures are along the line of our activities. 

“In the first place, we have, for some time past, 
been buying different lines of merchandise such as are 
carried in these stores. This covers cheap house fur- 
nishings, tools, cabinet hardware, table ware, electrical 
sundries and certain lines of toys and luggage. By 
hard work we have found where these goods can be 
purchased and in quantities that the average merchant 


can handle. Most of the lines bear a good profit, even 


at the prices for which they are sold. 
“The main thing in a first class store is that these 
goods bring other trade and counteract the idea that 


you have nothing for sale except the highest priced 
merchandise and that the customer is forced to go 
to the chain stores for the cheaper grades. 

“Our window was filled with items from these 
different lines and full sheet signs placed at each 
end of the window. These signs read as follows: 

For 37 years Pettee’s have held the theory that “The 
recollection of quality remains long after the price is 
forgotten.” 

On this basis Pettee’s apologize for the merchandise 
shown in this window which is sold on price only 
and has no other merit. 


An Apology 


“The business which resulted from this window 
was very satisfactory. We kept close track of it and 
found that many people were in the store who we 
do not believe had ever visited us before. 

“The tables as shown in the three pictures are 
placed in the aisles on the first floor. They are 
blocked up at one end in order that the customer may 
get a good view of them coming in the door. 

“Most of these tables are 2814 wide by 72 in. long. 
The small bins are 5 in. x 5 in. Each bin has a ticket 
with the price of the goods, just as the chain stores 
do. 

“The result is that these tables are silent salesmen 
and they have proved their value many times over. 
There is scarcely any time in the day but what some 
customer is waiting on himself from these tables and 
the number of small items which we have sold, par- 
ticularly in cabinet hardware, tools and electrical 
sundries, has made a very satisfactory increase for 
us in these lines. 
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homa City, Okla. They are 
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with the oak finish regular 
fixtures. These white tables 
contain the low price mer- 
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a price card. Read this 
story — Pettees have met 
chain store competition in 
a masterful way. 
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The Installment Selling Plan 
—Wise or Unwise. 


of Ottawa, IIll., together with my comments there- 
upon, and if you think it worth publishing, use it. 
“Ottawa, Ill., March 13, 1926. 
“Mr. Hamp Williams, 
“Hot Springs, Ark. 
“Dear Mr. Williams: 

“We are faithful readers of the articles which you 
are constantly writing in the ‘HARDWARE AGE.’ 

“There is a great deal of truth in many of them. 
The last:one comes fresh to our minds in regard to 
the installment features of the country, in selling on 
the installment plan. 

“Just recently, we have started in the selling of 
washing machines on the installment plan. We have 
sold fifteen machines, of which about 60 or 65 per cent 
have been sold on the time basis, and the balance 
for cash. 

“Tt looks as if the whole country were mortgaging 
its income to possess articles for which they cannot 
pay in the long run. 

“It has always been a problem with us to decide 
whether this installment selling plan had any economic 
soundness in it. 

“In your articles you say that you wish everybody 
would quit selling on the installment plan. 

“This would be ideal. But how are we going 
about to prevent the other fellow from selling on the 
installment plan? 

“We will lose out on the business. Or are we all 
going together when the crash comes and take our 
medicine? 

“Or if the crash does not come are we going to get 
along without the installment selling plan? That 
is until such a time when everyone will go into 
bankruptcy including the banks, the merchants and 
the people themselves. 

“We are uncertain whether to go on selling on the 
installment plan or to do less business and do it for 
cash. 

“We shall be glad to hear from you on the above 
matter. 


[*: inclosing herewith a letter from David Refior 


“Yours truly, 
“(Signed) DAviID REFIOR.”’ 
Fellow hardware dealers, this is what I call results. 


Mr. Refior wants the installment plan of selling dis- 


cussed. He compliments my articles and I like that. 
It gives me encouragement and pays me for whatever 
time and labor I give in trying to help someone else. 
Even the broadcasting stations beg you to write, wire 
or phone their artists. 

I work for hours to get up something of interest, 
send it to a hardware journal, the Editor plays it up 
in his journal, puts my picture along the side of it 
and that helps me, but not the journal, and then I 
begin to wonder if anybody reads that article, and if 


“There are two sides 
to installment selling 
—inside and outside. 
Those who make 
money must defend 
it, while those who 
sell for cash only are 
naturally against it.” 
Hamp WILLIAMS 





they did how they liked it. My articles are always 
the first I read, then I have my wife to read them out 
so I can hear them; then she compliments them. She 
knows better than not to. I then take them over to 
the store and read them to the boys, and they say 
they are fine, and that is what they must say if they 
want to hold their jobs, but there it ends. I never 
hear anything else. Maybe ten thousand or more 
merchants have had a chance to read them. Those 
who did never say a word; they must become speech- 
less. 

There are two sides to the installment selling plan 
inside and outside. The fellow who is making money 
selling on the installment plan must defend it. Those 
who sell for cash are necessarily against it and there 
you are, but why don’t you speak and say something? 
This ¢ondition is better illustrated by a story of the 
old negro man ninety years of age. On his deathbed 
he called his fourteen sons together to receive his 
death bed message, a secret which had been kept from 
them, and that was that he and their mother had never 
been married. After profound silence had prevailed 
for several minutes a little kinky-headed negro broke 
the silence by saying: “Why don’t some of you big 
bastards speak?” ae To ‘. 

The reader of this article can take this reference as 
he likes. He can pursue the course of the fourteen 
sons of Arab, or he can speak up and give his opinion. 

The installment selling is an important subject 
and needs to be discussed by men in the business. 
Bankers, Brokers, manufacturers, wholesalers, re- 
tailers, and everybody who are a part of the program 
or plan. 

I believe that installment selling will continue unless 
the dealers abuse the plan until it becomes a nuisance 
and legislation becomes necessary to check the un- 
scrupulous money hogs who have no regard for the 
rights of others. | 
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Manufacturers Exhibit and Participate 
Actively with Supply and 
Machinery Distributors 


Thirty Manufacturers Attend Twenty-first Annual Convention of National Supply and 
Machinery Distributors’ Association as Associate Members, Atlantic City, April 26 
to 28.. President B. H. Ackles and All Other Officers Reelected 


vention of the National Supply and Machinery Distributors’ Asso- 


OS vention new features were apparent at the twenty-first annual con- 


ciation, Atlantic City, N. J., April 26, 27 and 28. One of these was 
visible immediately upon entering the convention premises at the Am- 
bassador Hotel. Some thirty or more manufacturers who have recently 
become associate members of the association, attested their interest in 
the meeting by placing their latest products on exhibition. These ranged 
from bronze bushings and other castings, wrenches, torches, pulleys and 
transmission machinery, chucks, saws, etc., to portable electric ma- 
chinery. 

All officers were reelected for another-year. These are B. H. Ackles, 
T. B. Rayl Co., Detroit, Mich., as president; T. W. Carlisle, Strong, Car- 
lisle & Hammond, Cleveland, Ohio, as first vice-president, and E. P. 
Secretary-Treasurer George 


Welles, Chicago, as second vice-president. 


A. Fernley and Advisory Secretary T. James Fernley, both of Phila- 


delphia, were also reelected. 


Much of the morning session on Mon- 
day was devoted to routine business, 
but included the annual address of B. 
H. Ackles, president, and also the report 
of the secretary, George H. Fernley. 
This report covered a great variety of 
subjects of interest both to manufac- 
turer and distributor, brought again to 
the attention of members decisions of 
various courts on the subject of prices 
before voicing what appears to be a 
much discussed subject recently, viz.: 
Much thought should be given to volume 
and every energy bent toward securing 
a net profit. This thought was touched 
on by other speakers during the day. 


Emphasis was laid by Secretary 
Fernley on the need of cooperation be- 
tween manufacturers and their best cus- 
tomers, the distributers. Competition 
between them should be eliminated as 
unethical and expensive. 

The importance of furthering simpli- 
fication programs in cooperation with 
the Department of Commerce was em- 
phasized in the report as being of dis- 
tinct benefit in the interest of economy. 

“The time has arrived in American 
business,” Mr. Fernley went on, “when 
less thought should be given to volume. 
Every energy should be bent toward 
obtaining a net profit. “The produc- 


tive capacity of the industry has been 
increased far in excess of the consump- 
tive ability of the country, and the 
competition of manufacturers’ with 
their customers, the distributers, has 
also been injurious.” 

A resolution favoring passage of the 
Ke]lly-Capper bill by Congress giving 
manufacturers the right definitely to 
set the resale price of their goods was 
adopted. 

In an address before the annual 
banquet G. A. O'Reilly, vice-presi- 
dent of the’ Irving Bank-Columbia 
Trust Company, New York City, dwelt 
on the trend of modern business to- 
ward development of scientific prin- 
ciples. “Business has been cluttered 
by unessentials,” he said, “and these 
are being eliminated.” 

The secretary outlined a service per- 
formed by the association’s office which 
is rather unusual. This is the collec- 
tion of delinquent accounts, which is 
done without charge to the members— 
35 members last year submitted 384 ac- 
counts totaling about $32,000, about 75 
per cent of which was collected. 

At the Monday afternoon session the 
first talk was by W. L. Chandler, secre- 
tary National Association of Purchas- 
ing Agents. The purchaser should be 
willing to allow the seller a fair profit, 
he said, and cooperate with the seller, 
but the cooperation should not all be 
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one-sided. Cost of -salesmen’s visits 
should be reduced, as the buyer pays 
for all unnecessary costs. The speaker 
claimed that 25 per cent of the sales- 
man’s calls are useless expense, as he 
calls on many concerns who could not 
possibly use the product he sells. This 
saving would also save much time for 
the buyer in addition to making a direct 
cost saving. Visits from salesmen have 
increased about 20 per cent per year 
and the average day’s interviews for a 
purchasing agent number 30. If sales- 
men were better informed that would 
be a real step in cooperation. The Na- 
tional Association of Purchasing Agents 
is working toward a goal of a four- 
year course in the study of purchasing. 


Catalog Page Standardization 


Mr. Chandler also stated that there 
has been established largely through 
the instrumentality of that association 
a standardized bill for national use sim- 
ilar to that now used by railroads. This 
is in addition to the standard size for 
printed matter or catalogs of 7% in. 
by 10% in., which was recommended 
several years ago. Mr. Chandler also 
suggested that until simplified sizes are 
adopted and excess sizes eliminated, in 
accordance with simplified practice rec- 
ommendations, the simplified sizes be 
cataloged in bold face type. 

C. D. Garretson, president Electric 
Hose & Rubber Co., Wilmington, Del., 
said the reason his company sold exclu- 
sively through distributers was that it 
was more economical to do so. Fur- 
ther, that the service of distribution 
should receive a fair profit. It is just 
as unethical, he said, to place too low 
a valuation on that service as one too 
high. 

The plan followed by the Electric 
Hose & Rubber Co. is to pay to its 
stockholders a certain percentage of 
the earnings, based on sales, which are 
maintained at a one-price level; then an 
equal amount is paid to the employee 
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as a bonus: Each customer (the dis- 
tributer) also receives in cash at the 
end of the year a return of part of the 
profit his business made possible, This 
is figured on the basis of his orders. 
Thus the distributer receives really an 
extra discount. 

The Tuesday morning session was 
opened by distribution of a chart pre- 
pared by Secretary Fernley covering a 
research on overhead expense, turnover 
and gross margin. There was consid- 
erable discussion of ways and means 
of increasing the net profit. W. L. Rod- 
gers, Pittsburgh Gage & Supply Co., 
stated that one way to get a profit on 
all articles handled, was to stop han- 
dling those articles that do not show 
sufficient profit. Frequently a_ profit 
could be made if the seller, through 
fear that the price would be higher 
than the buyer would pay, would not 
compete with himself and quote so low 
a price that he would secure no profit. 
Another source of profit losses, said 
Mr. Rodgers, was in small orders. In- 
vestigation showed that as much as 10 
per cent of orders received by his com- 
pany called for less than $2 each. C. C. 
Bond, of Charles Bond Co., said he be- 
lieved the salesman was frequently at 
fault as the reason for many of the 
small orders. If he would explain to 
the buyer that it cost as much to de- 
liver 25 pieces as 200, the probability 
is that many buyers would make their 
purchases accordingly in larger quan- 
tities. Other suggestions were made, 
from a service charge idea to intimat- 
ing over the telephone that the small 
order would be ready when called for. 


Salesman as Customer’s Buyer 


George Puchta, the Queen City Sup- 
ply Co., in referring to the salesman’s 
influence on the size of orders received, 
quoted an old friend of his in Cincin- 
nati, who once said: “You men are not 
salesmen, you are buyers for the cus- 
tomers.” That too frequently seems to 
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be the part taken by the salesmanz 

Felix H. Levy, special counsel, De- 
partment of Justice, said that Secre- 
tary Hoover’s statement of the general 
prosperity of the country was based 
more on the general employment situ- 
ation rather than on general profit 
making. That the Sherman law and 
Clayton act hindered profit making. 
The good and welfare of the country 
are more important than the Sherman 
law. The good and welfare of the 
country, said the speaker, cannot be at 
their best unless industry has fair re- 
muneration. The price cutter is a dis- 
honest man, doing an immoral act, and 
not only militates against the industry 
in which he is engaged but against 
prosperity generally. Mr. Levy then 
went on to cite some recent rulings of 
various courts, among them the Su- 
preme Court ruling that the manufac- 
turer can control the sales price on his 
product, in that he can refuse to sell 
to a jobber who does not maintain the 
retail price on that product. 

W. T. Todd, of Somers, Filter & Todd 
Co., voiced as his opinion that one rea- 
son for profits being low, was that en- 
gineering time and service were infre- 
quently charged for. 

A very interesting address at the 
afternoon session was by W. C. Weth- 
erill, National Metals Utilization Com- 
mittee, Washington, on “The Work Be- 
ing Done Under the Direction of Sec- 
retary Hoover, by the Division of Sim- 
plified Practice.” Lantern slides were 
shown. 

A paper to have been presented by 
Victor Wilmot, Dodge Manufacturing 
Corporation, on “Direct vs. Dealer Dis- 
tribution,” was read by E. S. Grant, 
of that company. 

Wednesday’s sessions were largely of 
a routine nature and finished with the 
reelection of all officers for another 
term, this bringing the convention to 
a close. 





ECENTLY I had a long talk with a young man 
behind the counter who told me frankly that he 
He had had about eight 
years of hardware experience, four of which he had 
been working at his present job, but, it seems, that 
the things about it that he hated were tapping barrels, 
handling nails, and doing the different odd jobs 
required of a young man in a small hardware store. 
As for the selling end, he is really quite a com- 
In fact, I would 
say that he actually was in love with the hardware 
business, because if he didn’t like it, he certainly 
would not read HARDWARE AGE from cover to cover 
every week and contemplate subscribing to other hard- 
ware journals; yet, he told me this and said that he 


hated the hardware business. 


petent salesman and likes to sell. 


was gaining a lot by his reading. 
Hate the business? 


I should say not! 


Misplacements 


but his trouble lies in the fact that he is misplaced; in 
a store too small for him. He has had experience 
enough and truly is a good enough salesman to do 
nothing but sell, but the store he is working in is too 
small to ever allow for any advancement, if he stays 
there all his life he will still have the odd jobs to do, 
and I believe that as long as he stays he will continue 
to “hate” the hardware business. 

My advice to this fellow and to others who are mis- 
placed, is to look for larger fields to conquer and then 
move on; not hastily, but wisely. However, if the 
store is large enough to allow for advancement, my 
advice is, to remember that the fellow above you had 
to “serve his time” at your job before he rose to his 
present position. 


“A rolling stone gathers no moss, nor does a setting 


He loves it, 


hen lay any eggs.” 
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dull all his life. 


A man named Saw had two sons. 
The one that stayed at home remained 
The other who went 
to college turned out be a “rip” 


a 
‘| 
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Saw. 








“See that smooth blonde over there?” 
“Yes. What about her?” 


“Well, she’s 
woman, but I tell you this. 
marry her on a bet!” 

“Just what the devil do you mean? 
That girl is my sister!” 

“‘Why—a—the fact is, you see, I 


never bet.” 
—Cornell Widow. 


* * + 


“I told Tom that the average 
woman’s clothing only weighs eight 
ounces.” 

“And what did he say?” 

“He thought it was a shame they had 
to wear such heavy shoes.” 

—Princeton Tiger. 


x* * * 


a mighty popular 
I wouldn’t 


Sam—“Say, Mose, what am you all 
doin’ now?” 
Mose—“I’se an exporter.” 
Sam—“An exporter?” 
Mose—“Yep, the Pullman Company 
dey done fire me.” 
—Railway Life. 


* * * 


There was a young man from Chicago 
Who had not seen a Disston buzz saw 
£0, 
So he put down his face 
Very close to the place, 
Then he said: “Oh, my! Where did 
my jaw go?” 
—Disston Sawdust. 
* * og 


Kid gloves are made of lambskin. 

Turkish baths are unknown in Tur- 
key. 

Irish stew does not exist in Ireland. 

Catgut is really sheepgut. 

There is no lead in lead pencils. 

Camel’s hair brushes are made of 
squirrel hair. 

Java coffee comes from South Africa. 

Egyptian cigars contain Turkish 
tobacco. 

Brussels carpets never come from 
Brussels. 

There is no wax in sealing wax. 


—Tex. Util. News. 
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Pondoland, South Africa.—The prac- 
tice of buying wives on credit is about 
to cease. It has been found that the 
cash-and-carry system is best. 

—Daily Palo Alto. 


* ** + 


Ardent Lover: “Speak, oh, speak 
just those few words that will mean 
heaven to me.” 

The flapper: 
self!” 


“Go and shoot your- 
* oa ” 


Something to think about: “Even 
a fish wouldn’t get caught if it kept 
its mouth shut.” 

—Chicago Tribune. 





First Kid: “Betcha my old man is 
stronger than yourn.” 

Second Kid: “Aw! don’t be a sliced 
cucumber, didn’t he get canned from 
the last joint where he worked ’cause 
he lifted too much stuff?” 





A man left home for a trip. On 
arriving at his destination he dis- 
covered that he had forgotten to bring 
extra underclothing. Whereupon he 
wired. his wife: “S. O. S., B. V. D.s, 
‘jo eo F RG” 

—Kansas Sour Owl. 


* * * 


During the convention in Denver in 
January, a hardware man from out 
in the sticks thought to avail himself 
of the opportunity for a good time, so 
declared the Volstead act inoperative 
for the period of his visit. He made 
it known to a few of his cronies that 
he intended to “throw a party” in his 
room on the second night of the meet- 
ings. Just before dinner time he ran 
across one of the bunch that he had 
invited on the previous day. 

“Are you coming up to my party 
tonight?” he asked. 

“IT don’t believe so,” was the re- 
joinder. “I’ve got a case of laryn- 
gitis.” 

“Oh, bring it along,” said the host, 
“the boys will drink anything.” 

—Mountain States Hardware. 


* aK x 
Farmer: “Have all the cows been 
milked?” 
Dairymaid: “All but the American 
one.” 
Farmer: “Which do you call the 
American one?” 
Dairymaid: “The one that’s gone 
dry.” 
* * * 
Hotel Clerk: “Have you a reserva- 
tion?” 


Inexperienced Lady Traveler: “Do 
I look like an Indian?” 


* * * 


Black—Nigguh, how much you git- 
tin’ for workin’ here? 

Tan—tTen dollars per. 

Black—What? Ten dollars per day? 

Tan—Naw—perhaps. 
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Just a quick glimpse at those attending the Hardware Boosters’ Beefsteak Party, April 28. An hour later, with an 
estimated consumption of one ton of beef, the camera would probably be too small to include everybody 


Hardware Boosters’ Beefsteak Party 
an Event in Metropolitan District 


Junior Chief Chas. Pincus with Bert Conner and Fred Hinchman Make 
Party at Cavanaugh’s, April 28, a Real Success—Plenty of Beefsteak 


and Plenty of Entertainment—Prominent Dealers Participate 


trict took place at Cavanaugh’s, West Twenty- 

third Street, April 28. It was the Hardware 
Boosters’ Big Beefsteak Party with emphasis on the 
beefsteak, for there was plenty of it for the mem- 
bers and their guests. About 100 hardware men 
with caps and aprons took their seats and went to 
it. Music and specialty entertainment features were 
furnished by the Clef Club. 

Junior Chief Booster Charles Pincus was chair- 
man of the entertainment committee, assisted by 
Fred Hinchman and Past Chief Booster Bert Con- 
ner. The committee did a real good job and put 
over a party which everyone enjoyed. Chief Booster 
Robert Taylor turned the party over to Mr. Pincus 
immediately after the dinner. 

Roy F. Soule, editor, Hardware Dealers’ Maga- 
zine, gave a humorous monolog flavored with some 
hardware atmosphere. Grant Kimball, from the 
Keith Circuit, sang a collection of lyrics and bal- 
lads, the only bad feature of which was that he 
couldn’t stay at the party all night. Mr. Kimball is 
a real singer with a most entertaining dramatic 
style. 

Home talent had it’s fling when Past Chief Boos- 
ters Bert Conner and Dick Scobell put on a two-man 
act with some quips at the expense of prominent 
hardware men who were present. Their “stuff” was 
in parody form based largely on news items in re- 
cent issues of HARDWARE AGE. They kidded those 
whose pictures had appeared and twisted the news 


A event of importance in the Metropolitan dis- 


stories to fit the occasion. Al Cornell was the vic- 
tim of several quips, but he came back with a good 
one on Bert Conner. 

The Local Dealers’ Associations were well repre- 
sented by officers and prominent active members. 
Among the dealers present were R. J. Atkinson, di- 
rector of the N. R. H. A.; H. A. Cornell, president, 
Metropolitan Hardware Association; Edward Fer- 
guson, president, Manhattan and Bronx Association; 
Edward F. Daily, president, Brooklyn Hardware As- 
sociation; Al B. Birkenmeier, president, North Jer- 
sey Association; Joseph Ringler, treasurer, and C. H. 
Tilson, secretary, of Manhattan and Bronx; Fred 
Horn, director New York State Association; Henry 
Rohlfs and Morris Miller, very active in the Brook- 
lyn and Jersey Associations, respectively. John 
Shann, vice-president, Chas. J. Smith & Co., and A. 
Deichelman, secretary, Masback Hardware Co., were 
also present. 

It was reported that many hardware men went in 
training two days before the party. If they did it 
was good logic, for the dinner was one which drove 
all thoughts of hunger away for a good stretch. 

At odd times one of the Clef Club members would 
lead off for singing old favorites in which the party 
joined en masse. This included such songs as the 
immortal “Sweet Adeline,” “Sidewalks of New York,” 
etc. 

When the party broke up rather late there were 
plenty of compliments for the committee, Messrs. 
Pincus, Hinchman and Conner. 
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C. J. Whipple New President—Frank Hibbard 


Chairman—Hibbard, Spencer, Bartlett & Co. 


Board of Directors in Session at Chicago Recently Also Select Frank 
H. Warren and F. G. Russell as Vice-Presidents—C. J. Whipple, 
New President Succeeds the Late John J. Charles 


bard, Spencer, Bartlett & Co., steel and hardware jobbers, Chicago. 


gener HIBBARD has been elected chairman of the board of Hib- 


C. J. Whipple has been elected president, to succeed John J. 
Charles, who died April 6. F. G. Russell and Frank H. Warren have been 


elected vice-presidents, Mr. Warren being also a director. 


Mr. Hibbard, 


who was born in Chicago in 1873, is a son of William Gold Hibbard, 
founder of the company. He entered the employ of the company in 
1895, serving in various capacities and becoming a vice-president in 


1903. 


Mr. Hibbard is_also a director of the Continental and Commercial 
National Bank, vestryman of Grace Episcopal Church and trustee of St. 


Luke’s Hospital. 


Mr. Whipple, the new president, was 
born in Chicago in 1885, and gradu- 
ated from the University of Michigan 
in 1907. He is the son of C. B. 
Whipple, who served as secretary of 
the company until retirement on ac- 
count of ill health, in 1912. He was 
born in Chicago in 1885 and received 
his early education in the _ public 
schools, later graduating in engineer- 


All three positions were formerly held by his father. 








ber of the Industrial Club, University 
Club, Flossmoor Country Club and 
South Shore Country Club. 

Mr. Warren, elected to a vice-presi- 
dency, was born at St. Joseph, Mo., in 
1878, his father being engaged in the 
retail hardware business in that city. 
The family moved to Chicago in 1891 
and Mr. Warren was educated in the 








C.J. Whipple 








Frank Hibbard 








ing from the University of Michigan. 
He spent the next year in the employ 
of the Western Electric Company and 
in 1908 started his career with Hib- 
bard, Spencer, Bartlett and Company, 
as order clerk. Later he was transfer- 
red to the sales department, where he 
remained for five years, a portion of 
this time as a traveling salesman. In 
1912 he was put in charge of the oper- 
ating department of the company and 
three years later was elected assistant 
secretary, was made a director in 1917 
and a vice-president in 1920. Last 
year he was given full charge of the 
plans and construction of the com- 
pany’s new building, now practically 
completed, at 211 East North Water 
St., Chicago. Mr. Whipple is a mem- 





public schools and in 1899 graduated 
from Yale University. In the same 
year he entered the employ of Hib- 
bard, Spencer, Bartlett and Company 
as stock clerk. After working in sev- 
eral departments, he was made man- 
ager of the railway supply department 
in 1919 and became a director of the 
company in 1920. Mr. Warren’s father 
was also associated with Hibbard, 
Spencer, Bartlett and Company as a 
buyer and was a director of the com- 
pany at the time of his death, some 
years ago. 

F. G. Russell, also a vice-president, 
was born in Aylmer, Ontario, in 1881. 
Later his family moved to Flint, Mich. 
He received his education in the public 
schools of that city. In 1897 he came 
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to Chicago and entered the gun order 
department of Hibbard, Spencer, Bart- 
lett and Company, and later worked, 
in the order named, in the city buying 
department, the hardware order de- 
partment and the manufacturing sales 
department. In 1900 he was sent to 
Utah as general salesman and the fol- 
lowing year took charge of the sales 
at Great Falls, Mont. In 1910 he re- 
turned to Chicago to become assistant 
to the secretary and general sales man- 
ager. Six years later, Mr. Russell was 
given charge of the manufacturing 
sales department and in 1918 was 
made manager of the city sales depart- 
ment. 





Hardware Boosters Plan 
Future Activities 


Plans for future activities dominated 
the discussions at the regular monthly 
meeting of the Hardware _ Boosters 
held at the Hardware Club, 253 Broad- 
way, New York City, on Saturday, 
April 24. Chief Booster Robert Tay- 
lor, Star Expansion Bolt Co., presided. 
Secretary Roy C. Schmidt, Stanley 
Works, read minutes of the last meet- 
ing and communications received in 
the interim. 

Junior Chief Booster Charles Pincus, 
Stanley Works, gave his report as 
chairman of the entertainment com- 
mittee, which has in charge the big 
beefsteak party. He is being assisted 
by Past Chief Booster Bert Conner, 
Pike Mfg. Co., and Booster Fred 
Hinchman, John Russell Cutlery Co. 
Brother Pincus told the members of 
his recent attendance, with Secretary 
Schmidt, at a meeting of the Hard- 
ware and Supply Association of the 
Manhattan & Bronx Boroughs, Ince. 
Past Chief Booster Conner then told of 
an invitation extended Boosters by 
Ed. Ferguson, president of the Man- 
hattan and Bronx Association. Mr. 


|Ferguson has always been a_ good 
| friend of the Boosters and, as Mr. Con- 


ner explained it, the Boosters should 


back up his efforts to give the city 
Boosters 


will have an opportunity to demon- 


‘strate their 


lines. Arrangements 


should be made with Ed. Ferguson, 





Tremont Hardware Co. 





United Toys, Inc., Organized 
in Ohio 

The United Toys, Inc., Cleveland, has 
been organized to acquire the plant of 
the Perfection Coaster & Mfg. Co., 
located on Settlement Road, Brook 
Park. The company has been engaged 
in the manufacture of toy vehicles, but 
the new organization plans to add the 
manufacture of velocipedes and other 
children’s wheeled vehicles. The com- 
pany has a capital stock of $125,000 in 
preferred stock and 600 no par com- 
mon shares. The officers are Alfred 
L. Hohlfelder, president and _ treas- 
urer, Walter L. Krewson, vice-presi- 
dent and P. B. Graham, secretary. 
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Seventh Annual Party | 


of Supplee-Biddle Co. 


Affair Held in Elks’ Auditorium, 
Philadelphia April 23 Proves 
a Big Drawing Card— 
Diversified Program 


All records in hardware circles were 
broken by the attendance of 3450 
people at the Seventh Annual Enter- 
tainment and Dance of the Supplee- 
Biddle Hardware Company’s Q. Q. M. 
Club, held in the Elks’ auditorium, 
Philadelphia, April 23. It is said that 
the assembly was the largest of any 
kind ever held by a commercial con- 
cern. 

The large turnout was handled with 
remarkable smoothness by members of 
the club who were appointed ushers, 
and the Q. Q. M. spirit involving 
“Quality, Quantity and Mode of con- 
duct”—dominated the place, the pro- 
gram and the people. 

The program was broadcast through 
Station WLIT, Philadelphia, and it is 
evident from letters received that hard- 
ware men throughout the country 
joined those present in the pleasure of 
listening to the Shuster-Welzel Orches- 
tra, Adelphia Double Male Quartette, 
with Miss Babe Shay; Wilfred Glenn 
of Station WEAF, New York City; 
The Parodians, Walter Wroe’s (Rose) 
Buds, Betsy Ayres of Station WEAF, 
Pamahasika’s Pets, Lipkin String 
Quartette, The Hegemann String Band 
and Taylor & Smith’s Orchestra. 

Following the entertainment’ the 
thousands of chairs were quickly 
cleared away without confusion and 
then, led by two orchestras, the happy 
throng glided over the well polished 
floor until long after midnight. The 
HARDWARE AGE representative who was 
present during the entire celebration, 
noted the prevailing cordiality of good 
fellowship and heard many praise- 
worthy remarks directed to the excel- 
lent management of the committee con- 
sisting of Gilbert Knapp, Wm. J. Galli- 
gan, H. H. Hespen, Edw. Louder, J. J. 
McLaughlin, R. R. Seagraves, John H. 
Whitfield, Bruce B. Kircher, Wm. A. 
Price and Frank S. Rush. 

The Q. Q. M. Club has brought about 
a close relationship among the workers 
in the Supplee-Biddle Company. Meet- 
ings are held once each month in their 
club rooms, when nationally known 
leaders address the members on educa- 
tional and commercial matters. The 
present officers are George W. Ellis, 
president; Clayton A. Raven, vice- 
president; G. A. Crudden, secretary; 
H. W. Barber, treasurer. 


Duff Mfg. Co. Appoints 
A. Roberts and G. Watts 
The Duff Mfg. Co., manufacturer of 
jacks, Pittsburgh, Pa., announces the 


appointment of Albert Roberts as 
southern district manager, with offices 
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J.M. Thurber 








and headquarters in the Candler Bldg., 
Atlanta, Ga. 

Mr. Roberts was formerly associated 
with the Grip Nut Co., Chicago, having 
served in the capacity of sales and ser- 
vice engineer in the southern territory 
over a period of twelve years. Prior 
to this connection he was connected 
with the mechanical department of the 
N. C. and St. Louis Railroad, at Nash- 
ville, Tenn. 

The Duff company also announces 
the appointment of George E. Watts 
as special representative in the South, 
with offices in the same building. Mr. 
Watts has been identified with the Duff 
company for many years and under- 
takes special duties in the southern, 
as well other districts. 





Hardware Specialties Firm 
Organized at Canton, Ohio 


The Hardware Specialty Mfg. Co., 
118 Seventh Street, Southwest, Canton, 
Ohio, recently incorporated with a 
capital stock of $20,000, will manufac- 
ture hardware specialties. 

It has recently purchased the build- 
ing formerly occupied by the F. J. 
Shively Co., manufacturer of cutlery. 
The firm plans the erection of a mod- 
ern new factory building some time 
this year. 

The new plant will be a one-story 
structure, 50 by 100 feet in size, ac- 
cording to H. S. Ernst, the general 
manager of the company. 





Pullman Surcharges Again 
Under Fire 


An attack of the continuation of the 
Pullman surcharge was made April 22 
before the Senate Interstate Com- 
merce Committee by Arthur M. Loeb, 
associate counsel for the National 
Council of Traveling Salesmen. 

Directing his testimony to assertions 
alleged previously to have been made 
by Alfred P. Thom, counsel for the rail- 
roads, the witness charged that the 
latter wanted to make the committee 
believe that the Interstate Commerce 
Commission refused to remove the sur- 
charge after an investigation of a year 





|and one-half. 
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J. M. Thurber, Veteran 
Hardware Man, Retires 


Treasurer of Buhl Sons Co., De- 
troit, Said to Be Oldest Active 
Hardware Man—6/7 Years 
of Service 


Jefferson M. Thurber, treasurer, 
Buhl Sons Co., hardware jobbers, De- 
troit, Mich., retired from active busi- 
ness on May 1, after 67 years actively 
engaged in the hardware business. 

Mr. Thurber entered the hardware 
business when he was hired as a mere 
lad of 15 by William M. Boyd of Mon- 
roe, Mich. He worked for that concern 
for four years and then joined the 
forces of Buhl Sons Co., or rather 
Buhl & Du Charme, as it was then 
known. He took up his work with this 
company on Feb. 1, 1862, and since 
that time has never been out of the 
employ of what is now the wholesale 
hardware house of Buhl Sons Company 
of Detroit. 

He was 19 years old when he went 
to Detroit from Monroe, hung up his 
coat and went to work in the stock 
room of the Buhl store. He was known 
as a “stock chaser,” and the young 
stripling slept in quarters above the 
store. Mr. Thurber worked up from 
the bottom, advancing to the position 
of treasurer. 

In February, 1924, when Mr. Thur- 
ber celebrated his sixty-second year of 
affiliation with Buhl Sons Company, 








he was given a testimonial banquet by 
his associates. The cover of the menu 
used on that occasion carried this 
legend, “Commemorating Sixty-two 
years of Fidelity and Service by Jef- 
ferson M. Thurber.” Fidelity and Ser- 
vice have been the keynotes of this 
man’s business life and to so express 
the ideals of his life was a tribute in- 
deed. 

Mr. Thurber’s hobby is fishing. His 
annual vacation is always spent in en- 
joying this sport and anyone with a 
hobby like that can’t help but keep 
young. It is also interesting to note 
that his brother, Henry T. Thurber, 
was private secretary to Grover Cleve- 
land and another brother was for many 
years pastor of the American Church 
in Paris. 


Robb Transferred to Boston by 
Westinghouse 


F. H. Robb, formerly automotive ser- 
vice superintendent Westinghouse Elec- 
tric & Mfg. Co., at Springfield, Mass., 
has been appointed New England ser- 
vice sales division manager with head- 
quarters at Boston. Mr. Robb, who is a 
Pennsylvanian, has been associated 
with the Westinghouse company since 
1919, first as a field engineer in charge 
of the Chicago district of the automo- 
tive service department and later as 





_automotive service superintendent. 
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_ Mathias F. Seib Dies 


Pioneer Hardware Man and Man- 
ufacturer Passes Away at His 
Home in Monroe, Mich., at 


Advanced Age of 87 





Mathias F. Seib, aged 87, pioneer 
manufacturer and merchant of Monroe, 
Mich., died at his home in that city 
recently, following a long illness. 

For thirty years he was closely 
identified with the hardware business. 
In 1890 he was instrumental in launch- 
ing the Monroe Foundry and Furnace 
Co., and was made treasurer of that 
organization. About 20 years ago he 
retired from active participation in the 
hardware business. 

Born in Wurtemberg, Germany, Mr. 
Seib immigrated to America at the age 
of 11 years. In a sailing vessel he 
landed in Monroe with his parents 
from Buffalo. 

He was one of the charter members 
of the Monroe Yacht Club, a member 
of the Workingmen’s Society and a 
member of the Trinity Lutheran 
Church of Monroe, holding a varied 
number of church offices during his 
lifetime. 





Dual Meeting of Mill Supply 


Makers and Distributors 


The Hotel Statler, St. Louis, is to be 
headquarters for a meeting of the deal- 
ers and the manufacturers of the 
Southern Supply and Machinery Deal- 
ers’ Association and the American 
Supply and Machinery Maunfacturers’ 
Association who are engaged in supply- 
ing mills with their machinery and sup- 
plies. The meetings, arranged for May 
18, 19 and 20, will, each morning, get 
the dealers and manufacturers together 
in separate sessions, but each afternoon 
will get them together in joint sessions. 

The topics to be discussed have al- 
ready been announced, and will include 
subjects of general interest to the allied 
trades. 

N. A. Gladding, vice-president of E. 
C. Wilkins & Co., Indianapolis, Ind., 
will conduct the first joint session in 
which Kirke H. Taylor, vice-president 
of the National Association of Pur- 
chasing Agents, Inc., will give the first 
talk. 

Ideas are to be presented on the 
opening and other days by John F. 
Hazen of the Pittsburgh Steel Co., 
Pittsburgh, Pa.; B. F. Brown, of the 
Sabine Supply Co., Orange, Tex.; S. A. 
Ellicson, of the Chicago Pulley & 
Shafting Co., Chicago; David C. Jones, 
of the Lunkenheimer Co., Cincinnati, 
Ohio; K. G. Merrill, of the M. B. Skin- 
ner Co., Chicago, and others, including 
D. D. Peden of the Peden Iron & Steel 
Co., Houston, Tex. 

Present indications are that the at- 
tendance will exceed six hundred exec- 
utives, many accompanied by ladies, for 
whom the St. Louis local committee is 
arranging appropriate entertainments. 
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New Four-Story Building 
for Large British Jobber 


Above is a reproduction of the new 
quarters of the firm of L. J. Hydleman 
& Co., tools, hardware and metals, at 
12 Chapel St., in the heart of the city 


of London, England. 

The new quarters of this progressive 
English firm consist of a modern four- 
story building containing over 6000 
square feet of floor space and also 
providing ample accommodations for 
offices, show rooms and warehouse 
facilities. 

In the new establishment there has 
been placed on permanent display a 
full range of many of the leading lines 
of tools and general hardware for 
which the firm of L. J. Hydleman & 
Co., is the sole selling agent. 








Winchester Arms 
Reports Net Loss 


The Winchester Repeating Arms 
Company and subsidiaries report a net 
loss of $366,215 for 1925, including 
extraordinary charges amounting to 
$255,551. Sales for the year were $13,- 
961,365, against $12,497,261 in 1924. 

Consolidated income account for 1925 
compares as follows: 


1925 1924 

Net sales ..... $13,961,365 $12,497,261 
Expenses and 

depre ....... 13,217,498 12,981,357 
Balance .... 743,867 *484,096 
Interest, etc. .. 854,532 926,207 
Other deduc. .. 255,550 3,418,567 
BNEEED. < oe.weses 366,215 4,828,870 

*Loss. t+Includes $121,561 loss on 


obsolete and discontinued lines of mer- 
chandise, $39,696 loss on sale of equip- 
ment, $73,607 plant rearrangement and 
$20,686 fire loss at Roanoke. 





W. W. Gilbaugh to Open Store 
at Bingham, Neb. 


W. W. Gilbaugh is planning to es- 
tablish a retail hardware store in the 
Howell Building, Bingham, Neb., about 
June 1, and is anxious to receive cata- 
logs and price lists from manufacturers 
and jobbers of general hardware lines. 
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W. B. Laufman Dies 


Formerly Active in Sheet and Tin 
Plate Business and Hardware 
Merchant of Pittsburgh Passes 
Away at His Home 





W. B. Laufman, active in the sheet 
metal and tin plate business until the 
company in which he was interested 
was absorbed by the American Sheet 
Steel Co., twenty-five years ago, died 
suddenly at his home in Pittsburgh, 
Pa., on April 28. 

Mr. Laufman was born in Pittsburgh 
seventy-seven years ago and graduated 
from the Western University of Pitts- 
burgh (University of Pittsburgh). 

In early life he was engaged with his 
father, P. H. Laufman, in the hard- 
ware business in that city. In 1876, in 
association with his father he organ- 
ized the firm of P. H. Laufman & Co., 
which operated a sheet mill at Apollo, 
Pa. Still later the firm started plants 
at Freeport and Saltsburg, Pa., all be- 
ing aquired by the American Sheet 
Steel, Co., in 1920. 





Four Star Card Planned for 
Manhattan & Bronx Meet- 
ing on May 18 

Edward Ferguson, president of the 
Hardware and Supply Dealers’ Asso- 
ciation of the Manhattan and Bronx 
Boroughs, Inc., announces a four star 
program for the next meeting which 
will be on Tuesday, May 18, at the New 
York Turn Hall, Lexington Avenue 
and East Eighty-fifth Street. The hour 
is eight o’clock sharp. The feature of 
the program will consist of four fifteen 
minute talks and demonstrations by 
representatives of hardware manufac- 
turers. Those scheduled for May 18 
are Bert Conner, New York manager 
Pike Mfg. Co.; T. M. Heath, Millers 
Falls Co.; Fred Hinchman, New York 
manager John Russell Cutlery Co., and 
O. E. Watts of E. C. Atkins & Co. 

These four will explain their lines, 
offer merchandising ideas on their 
wares and answer informally any ques- 
tions asked by members. 


Nutmeggers Seeking 
New Members 


The Nutmeggers, an organization 
open to salesmen covering any part of 
the State of Connecticut selling hard- 
ware and allied lines or services, is out 
after new members. Monthly meet- 
ings are held at the Hotel Burritt, 
New Britain, Conn. Sessions consist 
of the association matters and one or 
two prominent hardware men are in- 
vited as guest-speakers. Each meeting 
one Nutmegger member gives a short 
talk on his own line. Men who are 
eligible and desire to associate with a 
good bunch of fellows each month 
should communicate with secretary, W. 
L. Bennett, Baeder, Adamson Co., Post 
Office Box 259, Hartford, Conn. 
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ERCHANDISER L. Houghtaling with Houghtaling and Coult, Fair- 


mont, Minn., is another early bird who sent in a postal card story. 


The treasurer of HARDWARE AGE has sent Mr. Houghtaling one 
dollar. He has a check for you, too, so send in your postal story. 


Use this sample as your guide. Write us a postal on any subject connected 
with hardware merchandising. Let it be an idea or a method, that has 
been or could be used successfully by a hardware merchant. Your story 
may be written with pen and ink or may be typewritten, but it must be 
complete on a post card. 











Somebody once said that any short story ever told could be boiled down and 
completely written on a post card. Write your story on a post card. Send it to 
HARDWARE AGE and receive one dollar if it is published. 
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Kelly-Capper Price Standardization Bill May 


Not Be Reported in Present Session of Congress 


By L. W. Moffett 


(Washington Bureau of HARDWARE AGE) 
NDICATIONS are that the Kelly-Capper price standardization 
bill will not be reported to either branch of Congress at the 
present session. This means that at least so far as the present 
is concerned the measure once more in all probability has been laid 
aside. 

The actual situation compels this statement. Despite the merit 
of the measure, it is evident that the House Committee on Inter- 
state and Foreign Commerce has a majority which is opposed to it. 
This fact seemed plain during the hearing held on the bill on April 
22-23. The witnesses against it made a particularly formidable 
showing and unquestionably made a real impression on the mem- 
bers of the committee. The title of the bill itself is held by many 
to injure it because of the pyschology that leads the average con- 
sumer perhaps to imagine the bill means price fixing mstead of vir- 
tually the opposite—price stabilization, a balancing of markets that 
avoids inflations and deflation and that inevitably works out to the 
advantage of the producer, distributor and consumer alike, a fact 
truly reflected in industrial and economic history. It is reflected 
both positively by results from a stabilized market and negatively 
by vicious results from sharp inflation and deflation. The idea is a 





difficult one to sell to the average buyer nevertheless. 


A specially vigorous attack was made 
on the bill by representatives of large 
department and chain stores and farm 
organizations. The showing for the 
bill, it must be conceded, did not equal 
in aggressiveness that made against it. 
At the same time the campaign waged 
by the American Fair Trade League 
has been an intelligent, zealous one and 
it has been equally as vigorous for the 
bill as its opponents have been against 
it, but appears not to have obtained the 
united support that opponents did. 

The opening day was given over to 
those favoring the bill. They told the 
committee that chain stores and de- 
partment stores are forming a distrib- 
uters’ monopoly which is menacing the 
small manufacturer and retailer. Cut- 
price merchants were alluded to as 
thieves preying upon the small manu- 
facturer by W. H. Crighton Clarke, 
counsel for the American Fair Trade 
League. 

“They want to punch a hole in the 
good-will tank of the manufacturers of 
trade-marked goods,” said Mr. Clarke, 
“and drain it into their own advertis- 
ing.” 

William H. Ingersoll, Maplewood, 
N. J., said that chain stores create a 
false impression of value and do not on 
the whole sell their products cheaper 
than the individual merchant. Mr. In- 
gersoll was merchandising manager of 
the company which formerly manufac- 
tured Ingersoll watches. 

“In New York, Philadelphia and the 


ee 








other large centers,’”’ said Mr. Inger- 
soll, “you cannot get your goods before 
the public unless you have the interest 
of two or three large chain stores. It 
is a new and dangerous kind of monop- 
oly. There are now 1300 systems of 
chain grocery stores in the 1279 chain 
drug store systems, and 1058 dry goods 
and millinery chains. 

“This bill would enable a manufac- 
turer to compel his products to be sold 
at a certain price and to bring an in- 
junction against a cut price merchant. 
The producer’s business would not be 
injured because at least 98 per cent of 
the merchants favor a bill such as this. 

“This is a trade-mark issue. There 
is discrimination against the trade 
mark under our present system. When 
the producer sells a trade-marked ar- 
ticle, he sells more than the physical 
commodity—he sells his good will. He 
has helped the merchant sell the prod- 
uct because he has created a demand. 
He has a right to insist that his trade 
shall not be injured by cut price mer- 
chants.” 

Frank Collins, representing the To- 
ledo Pipe Threading Machine Co., To- 
ledo, Ohio, said among other meritori- 
ous features of the bill was that it 
would clarify the rights of manufac- 
turers. 

Typical of the strong opposition to 
the measure was that expressed by A. 
M. Loomis, appearing on behalf of Dr. 
T. C. Atkeson, Washington representa- 





tive of the National Grange. Mr. 
Loomis denied the claim that there was 
no consumer opposition to the proposed 
legislation. He declared the National 
Grange is firmly opposed to it and was 
as vigorously in favor of drastic pro- 
hibition on “price fixing or maintaining 
contracts, either actual or inferred.” 
Similar protest against the measure 
was made by Chester H. Gray, Wash- 
ington spokesman for the American 
Farm Bureau Federation. Other wit- 
nesses opposing the bill included Ed- 
ward E. Wise, counsel for R. H. Macy 
& Co., large New York retail mer- 
chants. Mr. Wise was formerly attor- 
ney for. the Retail Dry Goods Associa- 
tion. Opposition also was expressed by 
Ralph C. Hudson, executive of O’Neill 
& Co., retail merchants of Baltimore. 


Mr. Wise’s testimony was largely 
along legalistic lines and he was ques- 
tioned at length from this point of view 
by members of the committee. He went 
into detail in tracing the history of 
anti-price fixing and maintenance leg- 
islation and declared that United 
States Supreme Court decisions, which 
he cited, confirmed his claim that price 
maintenance contracts or agreements 
are contrary to public policy. Propo- 
nents of the bill, however, refer to it as 
price standardization legislation and 
not price maintenance. Mr. Wise said 
that 30 or 31 States have statutes pro- 
hibiting combinations to fix or main- 
tain prices and he asserted that Con- 
gress would exceed its authority if it 
attempted to control goods which have 
ceased to move in interstate and have 
moved into intrastate commerce. 

“When this committee is asked to 
recommend legislation that would de- 
stroy the Sherman anti-trust law, it 
should proceed with great caution,” Mr. 
Wise said. “It should not be satisfied 
with listening to mere statements, not 
given under oath, but should be vigor- 
ous in securing facts by searching 
cross-examination. It should develop 
that the remedy is not more compre- 
hensive than the wrongs complained 
hag 

It was insisted by Mr. Wise that 
goods on a retailer’s shelf have ceased 
to move in interstate commerce and 
that the right to regulate them in the 
strictly intrastate commerce between 
retailer and consumer is vested in the 
State. He contended that a Federal 
law which attempted to validate a prac- 
tice which the individual States have 
declared to be against public policy 
would be unconstitutional. 
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Machine Bolt Price List 


Compiled for Hardware Age by M. M. Godschalk 


EXPLANATION—List prices are in accordance with latest revision of 1923. Knowing your cost on these sizes 
and knowing the margin you wish to make on bolts, you can readily determine a price for any desired quantity. 
For example: On % inch bolts, 2 inches in length, let us assume you buy at a 60 per cent discount, and that you 


wish to sell at 33% off list. 


discount, which in this case would be 550—your selling price. 
order, you could quote 40 or 50 off list by the same method. 


respectively. List prices are per 100. 


You would find the 2 inch column and run along it until you were under the 33% off list 
Should you on the same number have a quantity 
In this case the quotations would be 495 and 413 





























































































































































































































































































































MACHINE BOLTS—(%, inch diameter) MACHINE BOLTS—(% inch diameter) 
DISCOUNTS DISCOUNTS 
Length | List eee Length | List 
5 10 20 25 |33%1! 40 50 | 60 5 10 20 25 |33%/ 40 | 50 | 60 
1% 770 | 732| 693] 616| 578| 513] 462] 385| 308 1% 1050 | 998] 945| 840] 788] 700| 630] 525| 420 
2 s25| 784] 743| 660| 620! 550| 495] 413| 330 2 1120 | 1064 | 1008 | 896 | 840| 747| 672| 560| 448 
2% sso | 836 | 792| 704 | 660| 587| 528| 440| 352 2% | 1150/1131 | 1071] 952| 893| 794] 714| 595| 476 
3 | 935| 889] 842/ 748| 702] 624| 561| 468| 374 3 1260 | 1207 | 1134 | 1008 | 945| 840] 756| 630] 504 
~ 3% | 990| 941] 881| 792] 743] 660| 594| 495| 396 3% ‘| 1330 | 1264 | 1197 | 1064 | 998] 887] 798| 665| 532 
4 1045 | 993| 941] 836| 785| 697| 627| 523| 418 4 1400 | 1330 | 1260 | 1120 | 1050 | 933| 840] 700| 560 
4% | 1100| 1045| 990] 880| 825| 733] 660| 550| 440 4% | 1470 | 1397 | 1323 | 1176 | 1122 | 980| 8s2| 735] 588 
oe 1155 | 1098 | 1040 | 924 | 867| 770] 693| 578| 462. 5 1540 | 1463 | 1386 | 1232 | 1155 | 1027 | 924| 770| 616 
~ 5% | 1210 | 1150] 1089 | 968| 907| 807| 726| 605| 484 5% | 1610 | 1530 | 1449 | 1288 | 1208 | 1073 | 966 | 805| 644 
~ 6 | 1265 | 1202 | 1139 | 1013 | 949 | 843] 759| 633 | 506 6 1680 | 1596 | 1512 | 1344 | 1260 | 1120 | 1008 | 840| 672 
6% | 1320 | 1254 | 1188 | 1056 | 990| 860] 792| 660] 528 61% | 1750 | 1663 | 1575 | 1400 | 1313 | 1167 | 1050 | 875 | 700 
9 1375 | 1308 | 1238 | 1100 | 1032 | 917| 825| 688| 5 7 1820 | 1729 | 1638 | 1456 | 1365 | 1214 | 1092 | 910| 728 
7% ~+| 1430 | 1359 | 1287 | 1144 | 1073 | 952| 858 | 715| 572 7144 | 1890 | 1796 | 1701 | 1512 | 1418 | 1260 | 1134 | 945 | 756 
8 | 1485 | 1411 | 1337 | 1188 | 1114} 990] 801 | 743] 594 8 1960 | 1862 | 1764 | 1568 | 1470 | 1307 | 1176 | 980| 784 
9 1595 | 1516 | 1436 | 1276 | 1197 | 1048 | 957 | 798| 638 9 2100 | 1995 | 1890 | 1680 | 1575 | 1400 | 1260 | 1050 | 3840 
10 | 1705 | 1620 | 1535 | 1364 | 1278 | 1137 | 1023 | 853! 682 10 2240 | 2128 | 2016 | 1792 | 1680 | 1427 | 1344 | 1120] 896 
41. | 1815 | 1725 | 1634 | 1453 | 1360 | 1210 | 1089 | 908 | 726 4 2380 | 2261 | 2142 | 1804 | 1785 | 1587 | 1428 | 1190 | 952 
42 | 1925 | 1829 | 1733 | 1540 | 1444 | 1283 | 1155 | 963 | 770. 12 2520 | 2394 | 2268 | 2016 | 1890 | 1680 | 1524 | 1260 | 1016 
143 | 2035 | 1933 | 1832 | 1628 | 1527 | 1356 | 1221 | 1018 | 814 43 2660 | 2527 | 2394 | 2128 | 1995 | 1774 | 1596 | 1330 | 1064 
44 | 2145 | 2038 | 1931 | 1717 | 1609 | 1430 | 1287 | 1073 | 858 | | 14 2800 | 2660 | 2520 | 2240 | 2100 | 1867 | 1680 | 1400 | 1120 
45 | 2255 | 2142 | 2030 | 1805 | 1691 | 1504 | 1353 | 1128 | 902 15 2940 | 2793 | 2846 | 2342 | 2205 | 1960 | 1764 | 1470 | 1176. 
46 —~'| 2365 | 2247 | 2129 | 1893 | 1776 | 1577 | 1419 | 1183 | 946 . 16 3080 | 2926 | 2772 | 2464 | 2310 | 2054 | 1848 | 1540 | 1232 
“47 2475 | 2351 | 2228 | 2180 | 1857 | 1650 | 1485 | 1238 | 990 17 3220 | 3059 | 2898 | 2576 | 2415 | 2147 | 1932 | 1610 | 1288 
18 2585 | 2456 | 2327 | 2068 | 1939 | 1724 | 1551 | 1293 | 1034 18 3360 | 3192 | 3024 | 2688 | 2520 | 2240 | 2016 | 1680 | 1344 
~ 19 2695 | 2561 | 2426 | 2156 | 2022 | 1797 | 1617 | 1348 | 1078 19 | 3500 | 3325 | 3150 | 2800 | 2625 | 2334 | 2100 | 1750 | 1400 
~ 20 | 2805 | 2665 | 2525 2245 | 2103 | 1870 | 1683 | 1403 | 1122 20 3640 | 3458 | 3276 | 2912 | 2730 | 2427 | 2184 | 1820 | 1456 
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Copyrighted 1926 by Hardware Age 


This is the fourth installment of a complete series of machine bolt prices to be published weekly. 








Coming Hardware Conventions 


AMERICAN HARDWARE MANUFACTURERS 
ASSOCIATION CONVENTION, Atlanta-Biltmore 
Hotel, Atlanta, Ga., May 4, 5, 6, 7, 1926. 
F. D. Mitchell, secretary-treasurer, 1819 
Broadway, New York City. 

AMERICAN IRON, STEEL AND HEAVY HARD- 
WARE ASSOCIATION 6a ee Ambassador 
Hotel, Atlantic City, N. J., May 25, 26, 27, 
1926. _ Sackett, secretary, 603 
Arch Street, Philadelphia, Pa. 


ARKANSAS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Little Rock, Ark., May 
20, 21, 1926. L. P. Biggs, secretary, 815 
Southern Trust Building, Little Rock. 

CALIFORNIA RETAIL HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION AND ExX- 
HIBITION, Sacramento Memorial Auditorium, 
Feb. 15, 16, 17, 18, 1927. Hotel head- 
quarters, The Senator. Le Roy Smith, 
secretary, 112 Market St., San Francisco. 





HARDWARBD ASSOCIATION OF THE CAROLINAS 
SONVENTION AND EXHIBITION, Raleigh, N. C., 
June 8, 9, 10, 1926. A. R. Craig, secretary, 
| aD ae Bank Building, Charlotte, 

LOUISIANA RETAIL HARDWARE AND ImMm- 
PLEMENT ASSOCIATION CONVENTION, Lake 
Charles, May 24, 25, 26, 1926. S. H. Sale, 
secretary, 208 Texas Street, Shreveport. 

MISSISSIPPI RETAIL HARDWARE & IMPLE- 
MENT ASSOCIATION CONVENTION, Biloxi, 
Miss., June 21, 22, 23, 1926. Guy Nason, 
secretary, Chamber of Commerce, Columbus. 

NATIONAL RETAIL HARDWARE ASSOCIATION, 
Congress, Claypool Hotel, Indianapolis, 
Ind., June 21, +4 , 23, 24, 1926. Herbert P. 
Sheets, secretary, 130 E. Washington St., 
Indianapolis. 

NorRTH DakKoTa RETAIL HARDWARE A8SO- 
CIATION CONVENTION AND EXHIBITION, Grand 





Forks, Feb. 8, 9, 10, 1927. C. N. Barnes, 


secretary, Grand Forks. 


PANHANDLE HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Amarillo, Tex., 
May 10, a 12, 1926. Headquarters, Ama- 
rillo Hotel. S ie Thompson, secretary- 
treasurer, Canyon, Tex. 


SOUTHEASTERN RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION (composed of Ala- 
bama, re Georgia and Tennessee) 
CONVENTION AND EXPOSITION, Atlanta, Ga., 
May 10, iL, 12, 1926. Walter Harlan, sec 
ae 4 701 Grand Theater Building, Atlan- 
a, Ga. 


SOUTHERN HARDWARE JOBBERS ASSOCIA 
TION CONVENTION, Atlanta-Biltmore Hotel, 
Atlanta, Ga., May 4, 5, 6, 7, 1926. 
Donnan. secretary- treasurer, Richmond, va 
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| General Market News 





Weather a Vital Factor 
in Hardware Market Trend— 
Collections Slightly Improved 


ing in the important hardware markets. On warm days con- 


\ N ] EATHER conditions are affecting vitally the trend of buy- 


sumer demand develops some briskness, but with the first 

touch of unseasonable cool weather sales show a falling off. This 
reaction is also found in the wholesale markets. 

Both retail and wholesale hardware stocks appear to be well 

balanced and ample for current needs. Collections generally are 


said to be somewhat improved. 





Outlook Is Favorable, Says 
Standard Oil Official 


George H. Jones, chairman of the 
Standard Oil Company of New Jersey, 
speaking at a meeting held in Newark 
to welcome old and new representatives 
elected by men in Standard refineries 
under provisions of the industrial 
representation plan, said that the “out- 
look for the present year is generally 
favorable and industrial activity is 
continuing at a high rate. 

“The attitude of leading industrial 
managers, as far as we have been able 
to learn, is one of conservative opti- 
mism,” Mr. Jones said. “Everywhere 
is found a growing evidence that if 
any recession of business activity takes 
place between now and the end of the 
year, it will be moderate and orderly, 
and will not seriously affect the earn- 
ings of either wage earners or stock- 
holders. 

“In 1925 American business experi- 
enced what was probably, all things 
considered, the most prosperous year 
in its history. Demand of domestic 
consumers created a broad and con- 
tinuous market for the products going 
into every branch of industry. There 
was practically no unemployment and 
earnings of labor were higher in pur- 
chasing power than ever before. 

“In spite of unexampled industrial 
activity and easy money conditions 
during the greater part of the year 
commodity prices tended downward. 
Stocks of raw materials and finished 
products were held in moderate quanti- 
ties and managers were forced to be 
increasingly watchful in regard to 
costs. Inflation and speculative ac- 
tivity were strikingly absent, so far 
as concerned ordinary business and 
industry.” 





Cincinnati Building Heavy; 
Trade Conditions Improving 


Cincinnati jobbers declare that in- 
coming business in the past ten days 
has been light. As a result of this 





slowing down in sales, the total book- 
ings in the first four months of 1926 
show a decided decrease as compared 
with the same period last year. De- 
spite the backwardness of the season, 
general trade conditions in Cincinnati 
territory are improving and building 
construction work in April was in ex- 
cess of that in March. A survey of 
local jobbing market reveals that the 
majority of spring goods remains un- 
sold. However, activities in May are 
expected to alleviate this condition. 
The movement of staple goods has been 
well sustained. Prices are steady. 


rr 


Pittsburgh Business Varies 
with Trend of Weather 


Hardware business in the Pittsburgh 
area is a good deal more satisfactory 
now than it was a few weeks ago, al- 
though it still fluctuates in keeping 
with weather conditions. Several days 
of warm weather have been accom- 
panied by something of a flood of 
orders, but we do not seem to have 
permanently passed from the period 
of cold weather and there is an 
ebb in business with every drop in 
the thermometer. It is figured that 
the season is just about four weeks 
late and the movement of goods finding 
outdoor use is accordingly banked up. 
The feeling is that much of this busi- 
ness will be loosened by permanently 
warm weather, but it is also a fact 
that a good deal of work which is not 
done in the spring goes over to the fall 
or to the following spring and this 
season’s business has suffered that 
much. Prices are holding with re- 
markable steadiness and it would seem 
that all that would be necessary to 
keep them that way would be the larger 
demands that the trade believes are 
just around the corner. Collections 
still are described as only fair and 
jobbers are finding it necessary every 
now and then to call their customers to 
account in cases where the payments 
are long overdue. 





| Dollar Volume Is Ahead 


9 Per Cent for April, 1926 


The dollar volume of business in 
April, covering the period ending 
April 24, is running 9 per cent ahead 
of last year, as seen from figures on 
check payments, according to the week- 
ly statement of the Department of 
Commerce. The distribution of mer- 
chandising by freight during the first 
fortnight of the month was 2 per cent 
greater than in the corresponding 
period of 1925. Building contracts 
awarded during the period ending 
April 23 were more than 2 per cent 
smaller, however, than in the corre- 
sponding period a year earlier. 

The output of bituminous coal and 
coke were each larger than a year ago, 
while lumber production was running 
7 per cent ahead of the corresponding 
three weeks of April, 1925. Crude 
petroleum production of that same 
period, on the other hand, was about 
4 per cent smaller than a year ago, the 
week ending April 24 exhibiting a de- 
cline amounting to almost 20 per cent 
from the peak production reported for 
the first week of June, 1925. 

Wholesale prices showed a little 
change from the previous week, but 
ruled generally lower than a year ago. 
Average prices of stocks on the New 
York Stock Exchange during the week 
ending April 24 were higher than in 
the preceding week, while interest 
rates on call money ruled easier, being 
lower also than a year ago. Rates on 
commercial paper were corresponding- 
ly lower than in the previous week, but 
higher than a year ago. More busi- 
ness failures were reported for the 
week, both as compared with the pre- 
vious week and a year ago. However, 
for the four-week period ending April 
24 there were fewer failures than in 
the same period in 1925. 


Northwest Trade Improving; 
Ample Stocks Are Reported 


Trade is gradually improving in the 
territory of the Northwest tributary 
to the Twin Cities. While the spring 
weather seems to be somewhat laggard 
in arriving, spring activities are going 
forward to a certain extent, and spring 
buying has started. 

Stocks have been filled with the idea 
of fairly good business, but also with 
the idea of calling on jobbing connec- 
tions for additional supplies. Mer- 
chants are not carrying heavy stocks, 
as in the past, but are working for 
stock turn, and better profits. 

Collections have been rather slower 
the past week, but are well up to the 
average. Prices are steady, on the 
whole, showing but very little change. 
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Hardware Business Follows Weather— 
Cincinnati General Trade Improves 


been responsible, has affected the spring trade of Cincin- 


\ NOTHER setback, for which the return of cold weather has 
nati hardware jobbers. In the past ten days the volume of in- 


coming business has been light. 


in sales the total bookings in the first four months of 1926 as com- 
pared with the same period last year show a decided decrease. 

Despite the fact that the season has been backward, the monthly 
report of the industrial department of the Cincinnati Chamber of 
Commerce states that general trade conditions are improving and 
that department store sales so far during 1926 have increased 6.7 
per cent over those for the corresponding period a year ago. 
though the figures are not yet available, it is known that building 
and construction for the month of April was in excess of that in 


March. 


A survey of the local hardware jobbing market shows that the 
majority of spring goods remains unsold. While there has been a 
considerable demand for certain commodities, the bulk of the mer- 
chandise which is usually sold at this time of the year is still re- 
Activities in the next month, how- 
ever, are expected to alleviate the condition now existing. 

The movement of staple goods has been well sustained. Aside 
from a slight change in linseed oil and turpentine, prices through- 


posing in jobbers’ warehouses. 


out the market are steady. 


Retailers state that their business is increasing slightly, but is 


still below normal. 


AUTOMOBILE ACC ESSORIES.— 
While there have been a few days of 
favorable spring weather, activities 
have been exceedingly slow in getting 
under way. As a result sales have 
not been up to a normal standard for 
this time of the year. Prices are hold- 
ing firm in the face of a comparatively 
quiet market. 


We quote from Cincinnati jobbers’ 
stocks: 

Tires.—30 x 3 Beaver fabric casings, 
$6.75 each; 30 x 3 Badger fabric cas- 
ings, $8.50; 30 x 3 Beaver cord cas- 
ings, $7.50; 30 x 3% Beaver cord cas- 
ings, $9.75; 30 x 3% Badger standard 
coord casings, $10.75; 30 x 3% Badger 
commercial cord casings, $16; 31 x 4 
Beaver cord casings, $15.40; 31 x 4 


Badger standard cord casings, $19.25, 
33 x 4 Beaver cord casings, $17.60; 33 


x 4 Badger standard cord casings, 
22: 32 x 4% Beaver cord casings, 
$22.40: 32 x 4% Badger standard cord 
casings, “$28: 29 x 4.40 Badger stand- 
ard balloon cord casings, $13.85; 29 x 
4.40 Be aver balloon cord casings 


$20.50: 31 x 5.25 Badger standard bal- 
loon cord casings, $24.15 

Tubes.—30 x 3 Badger standard, 
$1.80 each: 30 x 3% Badger standard, 
2.05: 31 x 4 Badger standard, $3; 
33 x 4 Badger standard, $3.25; 32 x 
4% Badger extra heavy, $4.30; 29 x 
4.40 Badger extra heavy for balloon 
tires, 
. 10 Ajax, 85c. each; 
9 Ajax, $1.05 each; No. 60 Ajax, $2.50 
each. 

Pumps.—No. 11, 55c. each; Big Boy, 
$1.55 each; Arvin, $1.85 each. 
Bumpers. —Marquette Ford front 
bumper in black, $3.32 each; Mar- 
quette Ford front bumper in nickel, 
$4.02 each; Marquette fender guards, 


for Fords, $6.12 a pair. 
Fenders.—Ford fenders, $7.45 a set: 
commercial fenders, $3.10 a pair. 


Carriers.—Luggage car- 
80c. in quantities of 


Luggage 
riers, 
") 


AG RICU LTURAL HANDLES.—Busi- 


90c. each; 


(Cincinnati office of HARDWARE AGE) 


As the result of this slowing down 


Al- 








ness has been only fair at best. Retail- 
ers are still ordering merchandise at a 
fair rate. Prices are steady. 

We quote from Cincinnati jobbers’ 


stocks: 
fork, 5%-ft., $2.85; 5'%-ft. 


Hay 
bent hay fork, $3.30; long manure 


fork, $2.45; cotton hoe — $1.85; 
wood D shovel handle, $4.8 


BASEBALL eenetl..<%hs chilly 


weather has retarded the opening of 





the amateur baseball season, although 
retailers are beginning to have a fair 
call for goods. Spring prices are quoted 





below. 


We quote from Cincinnati jobbers’ 


stocks: 

Fielders’ Gloves.—No. 34, $1.50 each; 

No. 70, $2.50 each; No. DW, $4.35 
each; No. BL, $6.50 each. 

Catchers’ Mitts.—No. 188, $2.67 
each; No. 210, $4.60 each; No. 234, 
$5.50 each. 

Catchers’ Masks.—No. 254, $1.33 
each; No. 261, $1.95 each; No. 267, 
$3.33 each. 


Bats.—No. 13, $7. 20 per doz.; No. 
16, $10.80 per doz.; No. 40 ER, $16.20 
per doz.; No. 250, $21 per doz. 

Baseballs. — Harwood, $13.20 per 
doz.; Goldsmith No. 45, $2 per doz.; 
Goldsmith No. 47, $4 per doz.; Gold- 
smith No. 70, $7.80 per doz.; Gold- 
smith, No. 97, $15 per doz. 


BOLTS AND NUTS.—tThere has been 
no change in the local situation. The 
retail trade is taking a moderate 
amount of material and is carrying a 
well diversified stock. Quotations are 
the same. 


We quote from Cincinnati jobbers’ 
stocks: Machine bolts, large, 50 and 
10 off; small 50, 10 and 10 off ; car- 
riage bolts, large, 50 off; small, 50 
and 10 off: stove bolts, 75 off; semi- 
finished nuts, 9-16 in. and smaller, 75 


BUILDERS’ HARDWARE.—Expansion 
of outdoor building operations has 
proved beneficial to the sale of build- 
ers’ hardware. While residential con- 
struction is not as extensive as last 
year, it is assuming fairly liberal pro- 
portions. Prices are strong. 
We quote from Cincinnati jobbers’ 


stocks: 

Hinges.—Heavy, 60, 10 and 10 off; 
light, 60, 10 and 10 off; extra heavy 
T, 60, 10 and 5 off. 

Hasps.—Common hinges, 70 off; 
safety hasps, 3-in., 95c.; single, per 
doz., 4% in., $1.25; 6 in., $1.75 

Butts.—Steel, dull brass and an- 
tique copper, case lots, ey xX 3h, 
18c. per pair net; 4 x 4, 28c. In less 
ong case lots, 3% x 3%, 21c.; 4 x 4, 

c. 

Sash Weights.—Sash weights, 1.85c. 

Inside Sets.—Square bevel inside 
sets in case lots, $5.10 a dozen. 


CAMP STOVES.—Retailers are start- 
ing to stock this product and it is ex- 
pected that there will be a fairly 
healthy demand this year. Spring prices 
are given below. 

We quote from Cincinnati jobbers’ 


stocks: 
No. 2, $8.50 each; Cole- 


Coleman 
man No. 9, $6.25 each. 


CARPET SWEEPERS. — Sales have 
been holding up well in the past few 
weeks. The retail trade has ordered 
fresh merchandise at an encouraging 
rate. Quotations are unchanged. 


We quote from Cincinnati jobbers 
stocks: 

Standard japanned carpet sweeper, 
$36 per doz.; Universal japanned 
sweeper, $42 per doz.; Grand Rapids 
nickel-plated sweeper, $48 per doz.; 
Little Helper toy sweeper, $2 per doz. 
CROQUET SETS.—Little interest has 
been manifested by retailers, but in- 
creased sales are expected in May. 

We quote from Cincinnati jobbers’ 
stocks: 

No. 5, four-ball oat, - 50; No. 10, 
six-ball set, A, eig ht- 
ball set, $2.15 No. "3, state pall —% 
$4.20; No. 1, AME Nt ball set, $3.15 
EAVES TROUGH AND CONDUCTOR 
PIPE.—There have been definite indi- 
cations of a pickup in sales, but the 
total volume of business has _ not 
reached the proportions hoped for. 
However, all of the local jobbers be- 
lieve that activities in May will make 
up for the slow period in April. Prices 
are holding well. 

We quote from Cincinnati jobbers’ 

stocks: 28-gage, 5-in., eaves trough, 
$5.75 per 100 ft.; 28-gage, 3-in. corru- 
gated conductor pipe, $5.50 per 100 
ft.; 28-gage, 3-in., corrugated con- 
ductor elbows, $1.94 per doz.; 29-gage, 
3-in. corrugated conductor elbows, 
$1.51 per doz. 
FILES.—Retailers report that they are 
having a moderately active trade. Ship- 
ments from jobbers’ warehouses have 
been confined to small lots. Prices are 
unchanged. 

We quote from Cincinnati jobbers’ 
stocks: Black Diamond files, 40, 10 
and 10 off list; 70, 10 
and 5 off list. 

GALVANIZED WARE.—Business has 
been about normal. Jobbers have been 


’ 








Keystone files, 








off; larger sizes, 65 off. 


receiving a regular flow of orders, 
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while retailers are finding it profitable 
to carry sizable stocks. 
We quote from Cincinnati jobbers’ 


stocks: 
Galvanized Pails.—10-qt., $2.30 per 
doz.; 12-qt., $2.55 per doz.; 14-qt., 


$2.90 per doz.; 16-qt., $3.40 per doz.; 
galvanized tubes, No. 1, $6.50 per doz. 


GARDEN HOSE.—With the advent of 
warmer weather there has been a no- 
ticeable increase in orders by retailers. 
However, the bulk of the spring busi- 
ness is as yet unplaced. 

We quote from Cincinnati jobbers’ 


stocks: 

Rubber WHose.—5-ply, %-in., 8c. 
per ft. in 50-ft. lengths; 6-ply, ™%-in., 
10c. per ft. in 50-ft. lengths; 7-ply, 
%-in., 12c. per ft. in 50-ft. lengths; 
double braid in %-in., 500 ft. coils, 


10c. per ft. 
GARDEN TOOLS.—The volume of 
business on these commodities has been 
good. Sales are running about parallel 
with those in the same period a year 
ago. 


We quote from Cincinnati jobbers’ 
stocks: 

Forks.—0351%, Iowa hay forks, 
$12.25 doz.; 04444 Iowa manure 
forks, $15.60 doz.; OHW Iowa spad- 
ing forks, $19.80 ‘doz. 

Rakes. — 14SM rakes, $5.64 doz.; 
No. 314 Peerless rakes, $9. 84 doz. 


GLASS.—The inclement weather has 
been the chief factor in retarding sales, 
which have been considerably below 
normal for the spring season. It is 
hoped by local jobbers that business 
will show a marked improvement in the 
next few weeks. In fact, indications 
point to a perceptible increase in sales 
in the coming month. There has been 
no change in prices. 


We quote from Cincinnati jobbers’ 
stocks: Single strength A firs 
bracket, 87 per cent discount; single 
strength B first bracket, 89 per cent 
discount; single strength A first three 
brackets, 85 per cent discount; sin- 
gle stre ngeth B first three brackets, 89 
per cent discount: single strength A 
over the third bracket, 85 per cent 
discount; single strength B over the 
third bracket, 87 per cent discount; 
double strength A, 86 per cent dis- 
count: double strength B up to 54- 
in., 89 per cent discount; double 
strength B over 54-in., 88 per cent 
discount. 


HAMMERS AND HATCHETS.—The 
spring trade has been fairly well sus- 
tained, and jobbers are receiving a mod- 
erate number of orders at present. 

We quote from Cincinnati jobbers’ 
stocks: Hatchets, No. 2961, $12. 50 
doz.; hammers, No. 81, $12 doz.; Boy 
Scout, $11 doz. 

HOSE REELS.—tThis particular prod- 
uct has been dormant, but it is ex- 
pected to sell well in May. Retailers 
have very little stock on hand at the 
moment. 


We quote from Cincinnati jobbers’ 
stocks: Wooden hose reels, $14.75 a 
doz.; Victor iron hose reels, $2 each. 


ICE CREAM FREEZERS. — Here 
again the demand has been light. Con- 
sumers are not thinking of warm sum- 
mer days and ice cream freezers when 
the temperature is hovering around the 
freezing point. Retailers will undoubt- 
edly stock liberally in the next month. 


We quote from Cincinnati jobbers’ 
stocks: 

Peerless.—2-qt., $3.45; 3-qt., $4.10; 
4-ft., $5; 6-qt., $6.30; 8-qt., $8.20. 
Peerless dealers’ discount is 25 and 
10 per cent off above list. 

White Mountain.—2-qt., $5.65; 3-qt., 
$6.75: 4-qt., $8.25; 6-qt., $10. 45; g- -qt., 


White Mountain dealers’ dis- 
count is 50 per cent off above list. 
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LADDERS.—Sales have been better 
than at any previous time this year. 
Retailers are carrying considerable 
material in stock. Shipments from lo- 
cal jobbing houses have been fair. 
Prices are the same. 


a quote from Cincinnati jobbers’ 
stoc 

Rodded ladders, 24c. a ft.; single 
ladders, 20c. a ft. up to 16 ft.; exten- 
sion ladders, 30c. a ft. up to 32 ft.; 
best grade ladders, 50c. a ft. 


LAWN MOWERS.—There has been a 
considerable betterment in the past 10 
days. ~ Householders are beginning to 
find it necessary to cut their lawns and 
consequently the call for mowers has 
increased. 


We quote from Cincinnati jobbers’ 
stocks: 

Cheap grade with plain bearings, 
ag $5 each; 14-in., $5.25 each; 16- 

$5.50 each. 

“Better grade with plain bearings, 
12-in., $6; 14-in., $6.25; 16-in., $6. 50. 

Cheap grade with ball bearings, 14- 
in., $7.25; 16-in., 75. 

Medium grade with ball bearings, 
14-in., $8.25; 16-in., $8.85; 18-in., 
$9.20 


Best grade with ball bearings, 14- 
in., ee 16-in., $11.50; 18-in., $12; 20- 
3 5. 


LAWN ROLLERS.—In this commodity 
there has been a decided improvement 
in sales. The time of the year when 
lawns can best be rolled is now at hand 
and the demand for rollers is quite ac- 
tive, but not unusually so. 


We quote from Cincinnati jobbers’ 
stocks: 

No. 2 plain bearing rollers, $8.40 
each; No. 4 plain bearing rollers, $10 
each; No. 5 roller bearing rollers, 
$12.40 each: No. 7 roller’ bearing 
rollers, $14.20 each. 


LAWN SPRINKLERS.—The market is 
sluggish and definite pickup in sales 
is not anticipated for a few weeks. 

We quote from Cincinnati jobbers’ 
stocks: Fountain ring sprinklers, $6 
doz.; Rain King sprinklers, $28.20 doz. 

MOPS.—Business has been normal in 
the past few weeks. Orders coming in 
to jobbers are restricted to small lots 
for immediate delivery. 

We quote from Cincinnati jobbers’ 
stocks: O’Cedar line with handles, 
No. 3, $12; No. 4, $8; No. 5, $10; No. 

8, $12; No. 15, $6. 
NAILS.—The trade again has become 
quiet, following the unsuccessful at- 
tempt of some jobbers to obtain $3.05 
a keg for common wire nails. Business 
from retailers has been only fair at 
best. 


We quote from Cincinnati jobbers’ 
stocks: 

Common wire nails, $2.95 per keg; 
— coated nails, $3.15 per 100 Ib. 
eg. 


PAINT.—The continued presence of 
winter weather, except for a day’s in- 
terval now and then, has been felt by 
local paint jobbers. Sales are far be- 
low the mark set at the beginning of 
the season. Aside from a 2c. advance 
on linseed oil and a similar drop on 
turpentine prices are unchanged. 


We quote from Cincinnati jobbers’ 
stocks: Ready mixed house paints, 
$2.75 per gal.; linseed oil, single bar- 
rels, 86c. per gal.; turpentine in 2- 
barrel lots, 99c. per gal.; white and 
red lead in 500-Ib. kegs, 15%4c. per 
Ib. less 10 per cent. 


POULTRY AND WIRE NETTING.— 
While the backwardness of the season 
has interferred somewhat with busi- 
ness, sales have held up to a moderate 
level. Retailers are insistent upon car- 
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rying large stocks and they state that 
they are moving a liberal amount of 


material. 


We quote from Cincinnati jobbers’ 
stocks: 12 mesh black wire netting, 
$1.75 per 100 sq. ft.; 12 mesh opal 
wire netting, $2.05 per 100 sq. ft.; 
14 mesh wire netting, $2.45 per 100 
sq. ft.; poultry netting galvanized 
after, 57% off list; poultry netting 
nes before, 57% and 10 off 
ist. 


RADIO BATTERIES. —Jobbers are 
still receiving fill-in orders as the tail 
end of the season approaches. Prices 
are the same. 


We quote from Cincinnati jobbers’ 
stocks: 22% volt B radio battery, 
$1.30 each; two cell tubular flashlight 
battery, 19\%4c. each; three cell tubu- 
lar flashlight battery, 27'%c. each; 


small monocells, 8%c. each; large 
monocells, 9%c. each. 
A battery, 35c. each; ignitor dry- 
cell battery, 32c. each. 
REFRIGERATORS. — The movement 


of stock has shown a perceptible im- 
provement. 


We quote from Cincinnati jobbers’ 
stocks: 

No. 264 white enameled refrigera- 
tor, $33.25 each; No. 764 porcelain 
refrigerator, $52 each: No. 964 stone 
white refrigerator, $55 each. All of 
the above models are of the three- 
door front icer type. 


ROOFING MATERIAL.—A further in- 
crease in demand is noted. Residential 
construction work is proceeding at a 
lively rate, and the call for roofing ma- 
terial is getting better each day. Prices 
are steady. 


We quote from Cincinnati jobbers’ 
stocks: 

Roofing Paper.—Light standard, 
$1.05; medium standard, $1.30; heavy 
standard, $1.55; light Holdfast, $1.30; 
medium Holdfast, $1.55; heavy Hold- 
fast, $1.8 K red and green slate 
surface, 2 10. 

Roofing Cement.—Liberty elastic, 1 
lb., 12c.; in 5 Ib. cans, 9 ac. per Ib.; 
in 10 lb. cans, 9c. per Ib.; in 25 Ib. 
cans, 8c. per Ib.: Certain- teed ceme nt, 

36 Ib. to the case, $4.25 per case: in 
5 lb. cans, 12 cans to the box, Sipe, 
per Ib.; in 10 Ib. cans, 6 cans to the 
box, 7%c. per Ib. 
ROLLER SKATES.—Sales have held 
up well in the past few weeks. Some 
fill-in orders have come in to local job- 
bing houses. 
We quote from Cincinnati jobbers’ 


stocks: Nos. 4 and 5, $1.45; No. 6, 
$1.5 55. 
SAWS.—Demand is fairly good, retail- 
ers’ stocks are well diversified and 
prices are unchanged. 

We quote from Cincinnati jobbers’ 
stocks: Disston Ds _siine, oo in. 
$24.40; 22-in., $26.20; 26-in., $29 50° 
Atkins Junior Mechanic, 20-in., $19. 


SCREWS.—<Activities have been pro- 
nounced in the past two weeks. Job- 
bers report good shipments to the re- 


tail trade. 

We quote from Cincinnati jobbers’ 
stocks: 

Flat head bright screws, 85 and 2! 
off list; flat head blue screws, 80, 20 
and 2% off list; flat head brass 
screws, 80 and 15 off list; round head 
blue screws, 80 and 20 off list; round 
head brass screws, 80 and 71% off list; 
round head nickeled-plated screws, 
75, 10 and 5 off list. 

WHEELBARROWS.—Since the spring 
season is bringing out a _ substantial 
demand for this commodity, prices are 
quoted below. 

We quote from Cincinnati jobbers’ 
stocks: 

Cheap steel tray wheelbarrows, 
$3.90 each: pan-American tray wheel- 
barrow, $5.25 each; contractor wheel- 
barrow, $5.60 each: concrete wheel- 
barrow, $6.50 each; tubular wheel- 
barrow, $6.60 each. 
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Increased Hardware Demand 
Reported by N. Y. Jobbers— 
Stocks Are Well Balanced 


weather in the Metropolitan district. When the day has been 


R wee hardware business follows closely the trend of the 


warm consumer buying has developed some briskness, but 
on the cooler days sales have eased off. Reports from local jobbers 
vary. The majority say that in the last ten days there has been a 


favorable increase in sales. 


Rope has declined one cent per pound. Sash cord prices have been 
revised. Wire cloth prices have been cut and vary considerably. All 
other hardware lines are selling at firm prices. 

Collections are reported as showing some improvement. Both re- 
tail and wholesale stocks appear well balanced and ample for current 


requirements. 





Staple Lines Satisfactory 
N. Y. Prices Are Firm 


New York prices on bolts, nuts and 
screws continue firm. The demand is 
considered satisfactory. Wholesale 
stocks are adequate for current needs. 


JOBBERS’ QUOTATIONS LA RE- 
TAILERS, F.0O.B. NEW YORK 


Bolts and Nuts 


Machine bolts, % by 4 and smaller, 
40 and 10 per cent off list. Machine 
bolts, longer and thicker, 40 and 10 
per cent off list. 

Common carriage bolts, % by 6 
and smaller, 40 off list; larger and 
longer, 40 off list. 

Stove bolts, 50 and 7% off list. 

Lag screws, 50 and 7% off list. 


Screws 


Discounts on Wood screws: Iron 
Bright, Flat Head, 77% per cent; 
Iron Bright, Round and Oval Head, 
75 per cent; Iron Blued, Round Head, 
75 per cent; Brass, Flat Head, 75 per 
a Brass, Round and Oval Head, 

2% per cent. 

These discounts apply to revised 
list of June 24, 1922. 

EXTRAS—20-10-10 per cent. 





New Sash Cord Prices 
Show Readjustment 


New York jobbers have announced 
new sash cord prices showing a slight 
decline on some qualities. New prices 
to dealers are: Samson Spot, No. 8 to 
No. 12, 65% to 66c. per lb.; Phoenix, 
same numbers, 36c. per lb.; Sachem, 
same numbers, 3lc. per lb., and Aetna, 
No. 8, 27c. per lb. 

No. 7 is lc. per lb. higher, and No. 
6 is 3c. per lb. higher. 





* 


Wire Cloth Prices Vary— 
Stocks Are Satisfactory 


For the past two or three weeks 
there has been a rumor of price cutting 
on wire cloth, but in each instance in- 
vestigation among distributors sug- 
gested that concessions were the ex- 
ception and not the rule. This applies 
to the New York market. Last week 
lower prices and a wide range in prices 
were found throughout this section. 
Wholesale stocks are considered satis- 
factory. We quote here a representa- 


Reading matter continued on page 52 





stocks are 








tive range on wire cloth as reported by 
jobbers in this territory. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. NEW YORK: 

Wire cloth, copper, 14 mesh, $4.90 
to $5.20; 16 mesh, $5.15 to $5.30. 

Bronze, 14 mesh, $5.40 to $5. 75; 16 
mesh, $5. 90 to $6.25. 

Galvanized, 12 mesh, $2.30; 14 mesh, 
$2.40 to $2. 50; 16 mesh, $3. 05 to $3.15. 

These prices are per 100 sq. ft. on 
sizes 22 in. to 48 in. For smaller 
sizes add 15c. per 100 sq. ft. 





Satisfactory Demand Con- 
tinues for Radio Batteries 


A satisfactory demand continues for 
radio batteries in the New York whole- 
sale hardware market. Prices have 
been firm. The price range on No. 6 
dry cells continues. Along the water- 
fronts in this territory there has been 
a good demand for batteries to be used 
with motor boat engines. 

JOBBERS’ QUOTATIONS TO. RE- 

TAILERS, F.0.B. NEW YOR 

Franco ‘A” sterage te 90 ° 
amps., $9.35 each; 120 amps., $10.65 
each. ; 

Batteries, No. 6, dry cells, ignition 
type, 28c. to 32c. each in standard 
package. 

Radio ‘“‘B”’ batteries, eatt ‘teens 
quantities. No. 766, $1.30 each; No. 

$1.14. each; No. 767, "$2.44 each: 
Phe $3.09 


No. 772, $2.44 each; No. 
each; ‘‘C” batteries, No. 771 





Rubber Hose Sales Good 
Stocks Are Satisfactory 


There has been a good sale of rub- 
ber hose in the New York hardware 
market. Prices have been firm and 
considered satisfactory. 
Contractors with road repairing or 
building construction work have been 
good buyers of hose. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 


Rubber garden hose, Milo, in 25 ft. 
lengths, 12%c. per 'ft., in 50 ft. 
le engths, 12c. per ft. Good Luck, in 
25 ft. lengths, 11\%c., in 50 ft. lengths, 
10%c. per ft. Bull Dog, in 25 ft. 
lengths, 14%c. per ft., in 50 ft. 
lengths, 14c. per ft. Molded, high 
grade, in 25 ft. lengths, 10%c. per ft., 
in 50 ft. lengths, 10c. per ft. Dia- 
mond, llc. per ft. 

Nozzles, Standard, heavy, $6 per 
doz., less 5 per cent. Competitive 
grade, 41%c. each, less 5 per cent 
in dozen lots. 
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National Lead Guarantees 
Prices Until Aug. 31 


In an announcement. issued last week 
the National Lead .Co. guarantees sev- 
eral of its products against decline 
until Aug. 31. The announcement 
reads as follows: 

“In the event of a reduction in our 
present card price on white-lead-in-oil, 
red-lead-in-oil, dry white-lead, dry red- 
lead and litharge, prior to Aug. 31, 
1926, jobbers and dealers will be pro- 
tected against loss, by reason of such 
reduction, on stocks purchased on and 
after April 15, 1926, and remaining 
unsold at the time of the decline in 
price. Dry products in packages 
larger than 100 lb. not included. Claims 
for adjustment must be made within 
15 days after the reduction has been 
announced by us.” 





Nail Prices Unchanged; 
Advance Freely Predicted 


Although there has been no change 
in wire nail prices an advance of 10c. 
per keg is freely predicted by leading 
distributors in the metropolitan mar- 
ket. Current offerings are from $3.35 
to $3.45, but the majority of jobbers are 
selling at the lower figure. When the 
advance comes through in the local 
wholesale market the price will prob- 
ably be $3.45. Two or three houses 
have already announced the $3. 45 price, 
but the majority of business is being 
placed at 10c. lower per keg. 

No change is expected on wire brads 
in packages, which are quoted at 70 
and 5 to 70 and 10 off list. 





Linseed Oil Prices Firm 


Demand Reported Fair 


There has been a fair demand for 
linseed oil in the New York market. 
Seed prices have been slightly lower, 
but may resume a higher level. Na- 
tional Lead Co. prices dated April 30 
showed an advance of 2/10c. per lb. over 
prices issued April 13. The prices of 
April 30 were: Linseed oil in lots of 
less than 5 bbls., 11.7c. per lb.; in lots 
of 5 bbls. or more, 11.3c. per lIb.; Cal- 
dia linseed oil in barrels, 16.1c. per 


Boiled oil is 4/10c. extra per Ib.; 
double boiled oil is 5/10c. per lb. ex- 
tra, and oil in half-barrel lots is 7/10c. 
per lb. additional. 





Rope Declines One Cent 


Increased Demand Expected 


As predicted in the market pages 
of HARDWARE AGE for the past three 
or four weeks, manila rope prices for 
the May-June buying period show a 
decline of 1 cent. These lower prices 
were announced last week, becoming 
effective on May 1. Manila rope, first 
grade, is now quoted to dealers at 26 
cents and second grade is offered at 24 
cents. Local distributors expect a defi- 
nite buying stimulation on the new 
price basis. 
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Make Mirro Advertising 
Work for You 


You will see the illustration above in the May and June issues of many of 
the biggest national magazines. It is a fine example of the new and effec- 
tive presentation of Mirro quality which is convincing your customers 
more firmly every day that Mirro is truly the ‘‘Star Feature’ line. 


Mirro advertising is appearing in the Ladies’ Home Journal, Woman's 
Home Companion, Good Housekeeping, Delineator, Designer, Liberty and 
Country Gentleman. These magazines have a combined circulation of 
8,766,188 copies. They will print during 1926 a total of 42,970,400 separate 
Mirro advertisements. 

If you sell Mirro Aluminum, this advertising is working for you. You can 
make it work harder by displaying Mirro and talking Mirro. That's how 
to make your store the Mirro store of your community. 


Aluminum Goods Manufacturing Company 
General Offices: Manitowoc, Wisconsin, U.S. A. 
Makers of Everything in Aluminum 





™MIRRO 








Have You Got 
Your (opy? 


This handsome big book of 
“The Mirro Store” is a com- 
plete new Mirro catalog — 
plus. It is full of selling ideas 
and talking points —just 
what you want for your 
clerksand toshow customers. 
If you haven't received your 
copy, mail this coupon. 





Aluminum Goods Mfg. Company 
Manitowoc, Wis. 

Gentlemen: Please send our copy 
of the new Mirro catalog. 


Name 


Address 
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(Chicago office of HARDWARE AGE) 
AKEN as a whole conditions surrounding the hardware trade 
in the Chicago territory can be said to be fairly good, although 
running slightly behind the records of the first four months 
of last year. The lagging of retail sales is ascribed to two main 
factors—continued cold wet weather and an over indulgence dur- 
ing 1925 in installment and credit sales. 

The slowing up in the movement of merchandise is naturally 
having some effect on prices and the general strength shown the 
first of the year is cracking somewhat. Cordage companies an- 
nounce a decline of 1 cent on manila and 2 on sisal rope, and manu- 
facturers of sash cord report a drop of 3 cents—this last on top of 
a rather substantial drop the fore part of April. However, the 
weakening of prices is by no means general and undoubtedly sea- 
sonable weather will stimulate sales enough to overcome, at. least 
in part, the present situation. 

The conditions in the retail field are directly reflected in the 
wholesalers’ business and jobbers’ sales are reported to have de- 
clined 8 per cent compared with the same period last year. 


AUTOMOBILE ACCES SORIES.— = om — 
There is a slight but steady increase in | | The demand is “steady ‘and prices are 


























the demand. Prices are unchanged. firm. 
» : , ‘ We quote from jobbers’ stocks, 
We quote from jobbers’ stocks, f.o.b. Chicago: Copper rivets and 
Se. Splitdorf, 50c. each, burrs, 45 per cent discount. 
once ? t - 
rexular, 58c. each; Champion X, 45c. EAVES TROUGH AND CONDUCTOR 
each; Champion Blue Box line, 53c. al . aa 
each; A. C. Titan, 58c. each; lots of PIPE. Orders are being placed ma 
100, 56c. A. C. Special Ford, 44c. satisfactory volume. Prices are un- 
each. 
Spot Light.—Anderson, No. 9289, changed. 
$6.5 We quote from jobbers’ stocks, 
a —A. A. Electric (Ford), $4 f.o.b. Chicago: 28 gage single bead 
each. lap joint gutter, 5-in., $4.50 per 100 
Jacks.—National Standard No. 21, ft.; corrugated conductor pipe, 3-in., 
$1.20 each. $4.80 per 100 ft.; plain ridge roll, 
Pumps. —Rose, 1%-in. cylinder, 1%-in., $4.00 per 100 as corrugated 
$1.55. conductor elbows, 3-in., $1.51 doz. 





Cn inane —StC«d| ELECTRICAL AND RADIO MER- 


33'\4 per cent discount. 











Tires and Tubes.—30 x 3% z ove new CHANDISE.—tThe sales in heating ap- 
cord tires, $12.55 each; regular cor . . 
$8.60 each: aray inner tubes, 30 x pliances are coming stronger. There 
3%, $1.80 each; red inner tubes, 30 x is a better demand for wiring appli- 
” 99m oo 
3%, $2.25 each. ances. 
BOLTS AND NUTS.—Business shows We quote from jobbers’ stocks, 
Ss r A ices f.o.b. Chicago: , 
ss teady and normal volume Pri Electrical Merchandise.—No. 14 
are firm. rubber-covered wire, $7.50 per 1000 
ft.; in 1000-ft. lots, $7.25; No. 18 





We uote from jobbers’ stocks, ~ 
f.o.b. Chicago: Carriage bolts, cut lamp cords, $14.25 per  10n ft.; in 
thread, 45-5 per cent discount; small 1000-ft. lots, $13.65; %-in. _ brush 
carriage bolts, rolled thread, 50-5 brass key sockets, 18c. each; two- 
per cent discount; machine bolts, way plugs, 45c. each, in lots of 10, 
cut thread, 50-5 per cent discount, 40c. each, two-piece attachment 
small machine bolts, rolled thread, plugs, l2c. each; dry cells, boxes of 
50-10-5 per cent discount; all stove 00, 32c. each; less than case lots, 


bolts, 75-5 per cent discount; lag 36c. each. 
; 4 _~— Radio Supplies.—Radio B batteries, 
screws, 60 per cent discount. No. 766, $1.40 each: No. 767, $2 63 


BUILDERS’ HARDWARE.—Sales are| each; No. 770, $3.33 each; No. 772, 
: $2.62 each; No. 486, $3.85 each. 
very good and prices are firm. Battery Sheree Ace Hae, lots 
’ . " a eo of less than , 3. each, net. 
Py Me Chicago: 3% Ry og ym _Loud Speakers.—Western Electric, 
old copper and dull brass finish, $2.70 No. 522W, $9.50 list. Discount, 30 per 
per doz. pair; 4 x 4 steel butts, old cent. 


copper and dull brass finish, $3.66 FIELD FENCE.—tThere is a good ac- 





























per doz. pair; heavy steel bevel in- ° d d d . fi 

side sets, $6.25 per doz.; steel bit- tive demand and prices are firm. 

keyed front door sets, $1.65 per set; We quote from jobbers’ stocks, 

wrought brass bit-keyed, front door f.o.b. Chicago; 726-6-121%%, $28.68 per 

sets, $3.25 per set; cylinder front 100 rods; 184-6-14%, $43.62 per 100 

door sets, $7.50 per set. rods. oe 
CHAINS.—Prices are firm and sales are | FILES.—The demand is normal and 
satisfactory. prices are unchanged. 

We quote from jobbers’ stocks, We quote from jobbers’ stocks, 
f.o.b. Chicago: %-in. proof coil f.o.b. Chicago: American files, 60-10 
chains, $8.50 per 100-lb.;: Tenso, Bull per cent off list; Nicholson files, 50 
Dog and Brown coil chains, 50-10 per per cent off list; Black Diamond files, 
cent discount. No. - 00-41% electric 40-10-5 per cent off list. 3 
ee ee eee eee ee eee FISHING TACKLE.—A good volume of 
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Hardware F airly Good in Chicago— | 
Retail Stocks Sufficient—Prices Steady 


velop with the closer approach of the 
fishing season. 


GALVANIZED WARE.—Manufactur- 
ers’ prices are firm on both tubs and 
pails. Jobbers’ stock of pails are low 
and higher prices are possible. The *® 
supply of tubs is abundant. 


We uote from jobbers’ stocks, 
f.o.b. Chicago: Standard galvanized 
after made tubs, No. 1, $6.40; No. 2, 
$7.20; No. 3, 10-at. galvanized 
after made pail, $2. 25; 12-qt., $2.45; 
14-qt., $2.75; 5-gal. galvanized oil 
cans, galvanized a $7.50 doz. 


GARDEN HOSE AND LAWN SPRIN- 
KLERS.—Sales are lagging as the cold 
wet weather continues. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Garden hose, ood 
quality, molded hose, \%-in., 1 c. 
per ft.; %-in., 14%c. per ft.; 5-D 
good wae f wrapped, %-in., 9%%c. 
per ft.; %-in., 11%c. per ft. Lawn 
sprinklers, Rail King, $28 doz.; orig- 
inal fountain sprinklers, $8 doz.; 
Rainbow, 38-in. high, $24 doz. 


GLASS AND PUTTY.—Sales_ are 
rather spotted at present. Prices re- 
main firm. 


We uote from jobbers’ stocks, 
f.o.b. hicago: Single strength A, 
25-in. bracket, 85 per cent discount; 
single strength A, 34 to 40-in.. brack- 
et, 82 per cent discount; single 
strength A, all other brackets, 81 per 
cent discount; double strength A, all 
sizes, 82 per cent discount; double 
strength B, up to 4 in., 87 per cent 
discount; balance, 85 per cent. Putty, 
pure grades, $38.75 per 100 Ib. com- 
swnercial, $3.40 per 100 Ib. 


HATCHETS.—Prices are firm, with a 
good active demand. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: tt quality hatchets, 
No. 2 sohate Ro 2.50 doz.; first qual- 
ity hatchets, No. 2 broad, $16.40 doz.; 
medium uality hateneta, No. 2 
shingling, $8.00 doz.; medium* eat 
hatchets, No. 2,’ broad, $12.50 doz 


HANDLED HAMMERS.—Prices are 
firm and there is a good active demand. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First. quality, 16-oz. 
nail hammers, $12.00 doz.; Maydole, 
$12.60 doz.; 16-o0z. machinist ham- 
mers, first quality, $9.20 doz.; Com- 
petitive grade, 16-oz. nail hammers, 
$6.00 to $8.00. 


HANDLES, AGRICULTURAL. — A 
good heavy volume of sales is reported 
and prices are firm. 


We quote eines jobbers’ stocks, 
f.o.b. Chicago 
Hay Fork. Handles, — Straight, 
eee oy and bored, best grade, 4%- 
$4.50 doz.; 5- ft., $5.50 doz.; XX, 
1g ft., $4 doz.; 5-ft., $4.80 doz.; x, 
4%-ft., $2.40 doz. ; ; 5- ft., $2.80 doz. 
Hay Fork Handles.—Bent chucked 
and bored, best grade, with strap, 
epee and cap, 414-ft., $7.50 a: 
$8.50 doz.; XX bent, hy =) stra 
oenuas and cap, 4-ft., $5.5 
ft., $5.75 doz.; XX, bent ae ft. " $4.50 
doz.; 5-ft.; $8.50 doz. ; 7 bent, 4l4- 
ft., $3 doz.; 5-ft., $3. 40 d 
Manure Fork Handles. ve best 


doz.; XX, bent, 4-ft., $4.15 doz.; ; 4% - 
ft., $4.40 re bent, 4- ft., $2.60 doz.; 
4%-ft., $2.9 

-, Garden » Rigg Headies.——xX. 4%- 

$3.45 doz.; 4%4-ft., $2.40 doz. 

"arden =! Handles. —XX, 5%- 
ft., $5.25 doz.; X, 5%-ft., $3. 25 doz. 

he teot Handles. —Regular pattern, 
XX, 4%-ft., $5.90 doz X, 4%-ft. 
$3. 90 doz.; : D handle, Sask grade, $7. 95 
doz.; X grade, $6 doz 

Spade Handles. “D handles best 











COPPER RIVETS AND BURRS.—' current business is beginning to de- 
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grade, $7.75 doz.; grade, $6 doz. 
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New Doorway Ideas 
for new or old buildings 


FoldeR-Way partition door hardware is 
as much of an improvement over ordi- 
nary folding and sliding door equipment 
as the washing machine is an improve- 
ment over old-fashioned tubs and scrub- 
bing-boards. 











~ 


ep That is why architects and builders 
consult Richards- Wilcox about all door- 
way problems. For FoldeR-Way hard- 
ware brings partition door principles 
nearer to perfection than any structural 
development of recent years. 














Lodge rooms, churches, hotels, schools 
Y.M.C.A.’s—wherever people gather in 
large or small groups—entire walls can 
now be folded away out of sight noise- 
lessly and with a minimum of effort. 
There is no sagging, sticking or rattling. 
Their performance is 4lmost automatic. 
FoldeR-Way hardware meets all modern 
requirements. 




















Write us for full information, and do 
not hesitate to ask Richards-Wilcox 
experts to help you solve your doorway 
problems. 


Q ality'leaves its imprint 





AURORA, ILLINOIS, U.S.A. 


Philadelphia Cleveland Cincinnati Indianapolis St.Louis New Orleans 
Seattle Detroit 


85 
os Montreal - RICHARDS-WILCOX CANADIAN CO.,LTD.,LONDON,ONT. - Winnipeg 


’ Largest and most complete line of door hardware made 


New York Boston 
Chicago Minneapolis Kansas City Los Angeles SanFrancisco Omaha 
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HANDLES, TOOL.—The demand is 


active and prices are strong. 


We quote from jobbers’ 
f.o.b. Chicago: 

Axe Handiles.—No. 1 Hickory, $4 
doz.: No. 2, $3 doz.; second growth 
hickory, $5 doz.; finest selected sec- 
ond growth hickory, $6.50 doz. 

Hatchet and Hammer Handies.— 
No. 1, 90c. doz.; finest second growth 
hickory, $1.80 doz. 


HINGES.—Sales are showing a heavy 
volume and prices remain firm. 


We quote from jobbers’ siocks, 
f.o.b. Chicago: Heavy strap hinges, 
in bundles, 4-in., $1.03; 5-in., $1.42; 
6-in., $1.60: S-in., $2.70; 10- in., $4.30 
per doz. pairs; e xtra pg 4 T hinges, 
in bundles, 4-in., $1.56; 5-in. bere? 
6-in., $2.08; S-in., $3. 56: 10-in. $0.10 
per doz. pairs. 

ICE CREAM FREEZERS.—Seasonal 
sales are slow in developing, but prices 
remain firm. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: W hite Mountain, 
l-yt., $4.85 list; 2-qt., ; 
$5.45 list; 4-qt., $8.25 list; 6-qt., 
$10.45 list: 8-qt., $13.50 list; 10-qt., 
$iS list; 12-qt, 21.55 list; 15-qt., 
».5.60 list; 20-qt., $33.20 list; 25-qt., 

) 


stocks, 


$6.65 list; 3-qt. 


$42.60 list; Arctic, 1-qt., $4 list, 2-qt. 
$4.60 list; 3-qt. $5.5 bd list ; 4-qt., $6. 
list; 6-qt., $8.60 list; 8-qt., $11.10 list. 
All the above less 50 per cent dis- 
count, Alaska, 1-qt., $2.95 list; 2-qt., 
$3.45 jist, 3-qt., $4.10 list; 4-qt., $3 
$6.30 list; 8-qt., $8.20 list; 
10-qt., $10.15 list; 12-qt., $14 list; 
15-qt., $17 list; 20-qt., $21.50 list. A 
discount of 20 and 10 per cent on all 
above prices. 


LAWN MOWERS.—Business is rather 
quiet, due to the continued cold 
weather. 


We quote from jobbers’ 
f.o.b. Chicago: 

Lawn Mowers.—1l16-in. ball bearing, 
5-knife, ll-in. wheels, $12.35 each; 
16-in. ball bearing, 4-Knife, 10%-in. 
wheels, $10 each; 16-in., plain bear- 
ing, 4-knife, 10%-in. wheels, $8.65 
each; 16-in., ball bearing, 4-Knife, 
4-in. wheels, $7.85 each; 16-in., plain 
bearing, 4-knife, 9-in., wheels, $7.35 
each; 16-in. ball bearing, 4-knife, 
s-in. wheels, $8 each; 16-in. plain 
bearing, 3-knife, 8-in. wheels, $5.85 
each. 


NAILS.—Sales are still improving and 
prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire nails, 
$3.15 per keg base; cement coated, 
$2.20 per keg base. The extra for 
galvanized nails is now $2 for 1l1-in. 
and longer, $2.25 for shorter than 
l-in. 


OIL STOVES.—The demand is rather 
weak, due to weather conditions. 
Oil Cook Stoves 


stocks, 


PERFECTION— 
2 a. se ceusenese $17.50 
a. en, << sucevouseees 22.50 
No. 74 SD DP, os coheed eewee's 28.50 
ER 39.50 


Perfection dealers’ discount, 30 and 
5 per cent on lots of 10 or more; on 
less than 10, 30 per cent. 
PURITAN (Improved Model)— 


a. Oe ee, «.  cwnecoh une $17.50 
rk a 2 en. . es neeeen ceed 22.50 
ek, ee I 6.6: 0060000 etwas 28.50 
Puritan discounts same as Perfec- 
tion. 
NESCO— 
i en en, . + cecenee eee $9.50 
We Se ER, wc wctopvesses 17.35 
Se ff 8 22.00 
BeO. Bae |S BUMGTB. cocccccccvecs 28.00 
ee 39.50 
No. 1102 high shelf only........ 5.25 
No. 1103 high shelf only........ 6.50 
No. 1104 high shelf only........ 8.00 
No. 1100 high shelf only........ 9.75 
With Vitreous a ng led Stoves 
Tops and Splash Bac 
SS FF $35.50 
Bem. BOS & DUPMOTB. .cccccccccecs 44.50 
Nesco dealers’ discount, 30 and 5 
per cent. 
Oil Ranges 
Nesco Rolo, 5 burners & Oven. .$90.00 


= 


Dealers’ discount, 30 and 5 per 


cent. 
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Ovens 
ee eg tet 
No. 211 1 burner plain door... .$2.50 
No 211G 1 burner glass door.... 2.:0 


No. 121G 1 burner glass door.... 4.90 
No. 122G 2 burners glass door... 6.0) 
| OQ err ee 6.15 
Dealers’ discount, on 10 or more, 
39 and 5 per cent; less than 10, 30 
per cent. 
PURITAN— 
--O. 42G 2 burners glass door...$5.50 
Dealers’ discount, 10 or tore, 30 
and 5 per cent; less than 10, 30 per 


cent. 

NESCO— 
No. 05 1 burner solid door..... $2.00 
No. 5 1 burner giass door..... Z.iv 
No. 010 1 burner solid door..... 3.50 
No. 101 burner glass door..... 3.75 


No. 020 2 burners solid door.... 4.25 
No. 20 2 burners glass door.... 4.50 


No. 030 2 burners solid door.... 4 90 
No. 30 2 burners glass door.... 5.20 
Dealers’ discount, 30 and 5 per 
cent. 
Water Heaters 
peeweeerem Bee, GEO on ccccccwcce $40.00 
Pareeeeee BOO, BEE ccdacovecces 80.00) 


Perfection discount, 30 and 5 per 
cent in lots of 10 or more; less than 
10, 30 per cent. 


Wicks, Ete. 


Rockweave wicks, 25c. each. 

Perfection and Puritan, $4 per doz. 
and $48 per gross. 

Discounts same as on oil cook 
stoves, ovens and heaters. 


PAINTS AND OILS.—Sales are sea- 
sonably good and prices are without 
change. 


We quote from jobbers’ 
f.o.b. Chicago: 

Linseed ho barrel lots, 9$2c. 
per gal.; 5-barrel lots, 89c. per gal. 
Linseed “Oil.—Boiled, barrel lots, 
95 “ per gal.; 5-barrel lots, 92c. per 
Fa 

of eae —Barrel lots, $1.15 per 


stocks, 


Denatured Alcoho!l.—Barrel lots, 
45c. per gal.; steel drums extra $6, 
returnable. 


White Lead.—100 Ib. kegs, $15.25; 
500-Ib. lots less 10 per cent; 50-Ib. 
kegs, $7.75; 25-lb. kegs, $3. 90: 12-lb. 
kegs, $2. 

Shellac. —(4%-lb. cuts) white, $2.90 
per gal.; orange, $2.60 per gal. 

English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100-Ib. 
nid Paste.—Barrel lots, 7%4c. per 


PYREX WARE.—There is a steady 
and normal demand, with prices un- 
changed. 


We quote from jobbers’ 
f.o.b. Chicago: 

Bread Pans.—No. 212, $7.20 doz.; 
No. 214,-$12 doz. 

New Handled Casseroles.—Round 
No. 622, $12 doz.; No. 623, $14 doz.; 
Oval No. 632, $12 doz.; No. 633, $14 
doz. Shallow Oval, No. 642, $12 doz. ; 
No. 643, $14 doz. 

Pie Plates.—No. 208, $6 doz.; No. 
209, $7.20 doz. 

Tea Pots.—2- -cup, $20 doz.; 
$24 doz.; 6- a $28 doz. 

" , $8 doz.; No. 
232, $14 doz. 


ROLLER SKATES.—There is a good 
seasonal increase in sales. 


We quote from jobbers’ 
f.o.b. Ciena: 


stocks, 


4-cup, 





stocks, 
Union roller skates 


for boys, $1.40 per pair, for girls, 
$1.50 per pair. Chicago roller skates 
for boys, $1.30 per pair; for girls, 


$1.40 per pair. 
ROOFING AND PAPER.—A satisfac- 
tory volume of orders is being received 
and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, $2.30 per 
square; best grade talc surfaced, 
$2.65 per square; medium tale sur- 
faced, $2 per square; light tale sur- 
faced, $1.20 per ——-: red rosin 
sheathing, $57 per ton 


ROPE.—There is a good demand, 
Prices are reduced 1c. on manila and 
2c. on sisal. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 Manila stand- 


ard brands, 24%c. per Ib.; No. 2. 
Manila, 22%c. per Ilb.; No. 1 Sisal, 
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1l5tec. per Ib.; No. 2 Sisal, 14%c. per 
lb. 


SASH CORD.—Manufacturers have re- 
duced prices 3 cents per pound, due 
largely to competition, and jobbers’ 
prices will undoubtedly follow immedi- 
ately. 


We quote from jobbers’ stocks, 
f.o b. Chicago: No. 7 standard brands, 
$7.75 per doz. hanks; No. 8, $8.85 
per doz. hanks. 


SASH PULLEYS.—Prices are firm and 
the demand is fair. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash _ pul- 
leys, 50c. doz.; barrels, 54c. doz. 
Common Sense, 2-in., 60c. doz.; bar- 
rels, 54c. doz.; No. 105, 5S2e. doz.; 
barrels, 48c. doz. 


SCREEN DOORS AND WINDOW 
SCREENS.—A good season’s business 
is expected, and orders are in better 
volume. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Screen Doors: No. 
266, 2-8 x 6-8, $20.35 doz.; No. 296, 2-8 
x 6-8, $24.55 doz.; No. 311, 2-8 x 6-8, 
$29.20 doz. Window Screens, No. 
1833, $4.35 doz.; No. 2433, $5.20 doz. 


SCREWS.—Prices are unchanged and 
there is an active demand. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head bright 
screws, 77%-20-10 per cent new list; 
round head blued, 75-20-10 per cent 
new list; flat head brass, 75-20-10 per 
cent new list; round head 0brass, 
72%-20-10 per cent new list. Jap- 
anned 70-20-10 per cent new list. 


SOLDER AND BABBITT METAL.— 
There is a good active demand and 
prices are steady. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted 50-50 
solder, $44 per 100 lb.; medium 45-55 
solder, $43 per 100 Ib.; tinner’s 40-60 
solder, $42 per 100 Ilb.; high speed 
babbitt metal, $20 per 100 lb.; stand- 
ard No. 4 babbitt metal, $13 per 100 


STEEL SHEETS.—Orders are being 
placed in good volume and prices are 
unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28- age galvanized 
sheets, $5.25 per 100 lb.; 28-gage black 
sheets, $4.25 per 100 Ib 


WIRE PRODUCTS.—Prices are un- 
changed and a better seasonable vol- 
ume of business is being placed. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 8 black annealed 
wire, $3.06 per 100 lb.; No. 9 gal- 
vanized plain wire, $3. 50 per 100 Ib.; 
Catch weight spool galvanized cattle 
or hog wire, $3.85 per 100 Ib.; 80- ~~ 
spool galvanized hog wire, $3. 34 
spool. Polished fence staples, i 50 
per 100 Ib.; 12-mesh black wire cloth, 
$1.75 per 100 sq. ft.; 12-mesh galva- 
nized wire cloth, $2. 00 per 100 sq. 
ft.; 14-mesh bronze wire cloth, $5.75 
per 100 sq. ft. 

Wire Cloth.—Black, 12-mesh, $1.75 
per 100 sq. ft.; galvanized, 12-mesh, 
$2.15 per 100 sq. ft.; 14-mesh, $2.55 
per 100 sq. ft.; brenze, 14-mesh, $6 
per 100 sq. ft.; 15-mesh, $6.60 per 
100 sq. ft. 

Galvanized Poultry Netting.—57%-5 
per cent discount; galvanized after 
made poultry netting, 52%%-5 per cent 
discount. 


WRENCHES.—There is a normal de- 
mand and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60-10 per cent discount; Coes’ 
wrenches, 40-10 per cent discount; 
engineers’ wrenches, 50-10 per cent 
discount off new list; Trimo, 65-10 
per cent discount. 

Snap-on Wrenches. — Radio and 
electrical set, $4; No. 101 Master Ser- 
vice Set, $15.25; No. 202 Heavy Set, 
$8.80; No. 303 Ford Master Service 
Set, $14. -: No. 404 Universal Socket 
Set, $8.75; No. 505B Screw Driver 
Set, 3.40: No. 900 Square Socket 
Set, $3.70. All Snap-On Wrenches 
less 40 per cent. 
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There is a jobber near you who 





A corner of the up-to-date hardware store of 
Chas. E. Whitman & Son, Weedsport, N. Y. 


ARIZONA — Phoenix: 

Momsen-Dunnegan-Ryan Co. 
CALIFORNIA 
Los Angeles and San Francisco: 

D. N. & E. Walter & Co. 
DISTRICT OF COLUMBIA 
Washington: F. P. May Hdwe. Co. 
FLORIDA 
Tampa: Tampa Hardware Co. 
GEORGIA 
Savannah: Semmes Hardware Co. 
INDIANA 
Fort Wayne: Wayne Hardware Co. 
Logansport: Jos. Taylor & Sons 
South Bend: Weiss-Muessel Co. 
IOWA—Cedar Rapids and Ottumwa: 
Harper & McIntire Co. 

KANSAS — Atchison: 
Blish, Mize & Silliman Hdwe. Co. 
KENTUCKY 
Harlan: Kentucky Mine Supply Co. 
Louisville: - aga Hdwe. & Mfg. 


oO. 
Stratton & Terstegge Co. 


MAINE 
Lewiston: Hall & Knight Hdwe. Co. 
MICHIGAN 
Detroit: Buhl Sons Co. 

W. A. Case & Son Mfg. Co. 
Kalamazoo: The Edwards & Cham- 

berlain Hdwe. Co. 

Saginaw: Saginaw Hardware Co. 








1421 Chestnut Street 


MINNESOTA 


Duluth: Kelley-How-Thomson Co. 
Marshall-Wells Co. 
Minneapolis: Janney-Semple, Hill & 
Co. 


St. Paul: Farwell,Ozmun, Kirk & Co. 


MISSOURI — Kansas City: 


Townley Metal & Hardware Co. 
Wm. Volker & Co. 


NEW HAMPSHIRE 
Manchester: J. B. Varick Co. 


NEW YORK 

Buffalo: W. A. Case & Son Mfg. Co. 
Ithaca: Treman King & Co. 
Jamestown: W. A. Case & Son Mfg. 


Oo 


Niagara Falls: W. A. Case & Son 
Mfg. Co. 


Rochester: W. A. Case & Son Mfg. 


Co. 
Syracuse: Burhans & Black, Inc. 


OKLAHOMA 

Oklahoma City: Miller-Jackson Co. 
Hdwe. Co. 

OREGON 

Portland: D. N. & E. Walter & Co. 


PENNSYLVANIA 
Philadelphia: Supplee-Biddle Hdwe. 


o. 

Pittsburgh: American Hardware & 
Supply Co. 

Williamsport: Kline & Co. 


stocks Congoleum Rugs— 


Y our source of supply close at hand! That's what it means to 
stock Congoleum Rugs through your local jobber! Prompt 
service and individual attention—even on small orders. 


And with jobbersin practically every population center all 
over the country, there’s no reason why every hardware 
dealer shouldn’t carry this famous extra-profits line. 


For it’s easy to sell Congoleum Rugs in a hardware store. 
Every woman buying washing-machines, electrical appli- 
ances, gas or oil ranges or other labor-saving equipment will 
be interested in the many labor-saving features of Congoleum 
Rugs and attracted by their beautiful patterns. 


Then, too, it requires only a few square feet of floor-space 
to stock Congoleum Rugs, particularly when displayed in 
the patented Congoleum Sales Rack illustrated. 


Any of the jobbers listed below are ready to fill your orders 
for Congoleum Rugs. For information about the money- 
making possibilities of Congoleum Rugs write 


CONGOLEUM-NAIRN INC. 


Hardware Division Headquarters 


Philadelphia, Penna. 





SOUTH CAROLINA—Greenville: 
Sullivan-Markley Hardware Co. 





TEXAS 
Amarillo: Morrow-Thomas Hard- 
ware Co. 
El Paso: Momsen-Dunnegan-Ryan 
o 


Tyler: Wadel-Connoily Hdwe. Co. 
Waco: McLendon Hardware Co. 


UTAH — Salt Lake City: 
Strevell-Paterson Hardware Co. 


WASHINGTON 
Seattle: D. N. & E. Walter & Co. 


WEST VIRGINIA 

Beckley: Beckley Hardware & Sup- 
ply Co. 

Belington: Kane & Kayser Hdwe.Co. 

Bluefield: Bluefield Hardware Co. 


WISCONSIN 


Green Bay: Morley-Murphy Hdwe. 
Co. 
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W eather Still Dominates Business in Pittsburgh 
Territory—Spring Goods Moving More F reely 


(Pittsburgh office 


of HARDWARE AGE) 


HERE continues to be considerable variation in the weather 
in this part of the country and business fluctuates accordingly. 
It is quite patent that the weather is the dominating influence 
in business because it is observed that a few days of mild weather 
usually are accompanied by good business, while the reverse is true 
when temperatures drop. On the whole, putting the good with the 
bad, business is fairly good and is very much more satisfactory than 
the trade was experiencing a few weeks ago. 


A line on the season’s 


activities may be had from the fact that 


spring is averaging about four weeks late in this part of the coun- 
try, and while there is considerable time still left for the movement 
of seasonal goods, there are a good many articles such as fence, 
conductor pipe and building trimmings which if not bought for 
spring installation are not bought until the following fall or actually 


go over to the following spring. 


It seems probable that a good deal of business has been lost for 


this spring in these lines. 


Prices are holding very steadily, and 


since this condition rules in a period of comparative quiet, it is rea- 
sonable to suppose that the market will grow firmer as demands in- 
crease, and most jobbers and retailers believe that better business is 
not far off. The report about collections still is that they are only 
fair; credit has been extended very freely and the jobbers are begin- 
ning to realize that they have been too liberal and consequently are 
taking rather stern measures in the collection of overdue accounts. 


AUTOMOBILE ACCESSORIES.—It is 


still exceptional to find jobbers here 
who are doing what might be ealled 
fairly good business. 

Prices from jobbers’ stocks, f.o.b. 
Pittsburgh, follow: 

Spark Piugs.-A. ©. plugs, lots of 
less than 10, 65c. each; lots of 10 to 
49, 58c.; lots of 50 to 99, 55c.; lots of 
100 to 200, 57c.; lots of 300 or more, 
47c.; A. C. plugs, No. 1075, for Ford 
cars, lots of less than 10, 4%c.; lots 
of 10 to 49, 44c.; lots of 50 to 99, 42c.; 
lots of 100 to 200, 39c.; lots of 300 or 
more, 37¢c. 

Motor Meters.—Standard makes, 
lots of less than 10, 30 per cent off 
list: lots of 10 to 19, 35 per cent off 
list: lots of 20 or more, 40 per cent 
off list. 

Horns.—Spartons, single lots, 35's, 
per cent off list; $60 list and over, 
40 per cent off list: $90 list and over, 
40 and 5 off list. 


Windshield Cleaners.—Trico, uni- 
versal automatic cleaners, $3.25 each. 





Jacks. ‘alls, No. 145, $3.75 
each. 

Pumps.—Anthony line, $2.20 each. 

Chains.—Single pairs, 30 per cent 
off list; lots of 10 to 50 pairs, 25 per 


cent off list; lots of 50 pairs and over 
40 per cent off list. 
AUTOMOBILE TIRES AND TUBES. 
—The report about business in tires 
and tubes handled through hardware 
dealers is a fairly favorable one. In- 
itial orders were large and the repeats 
are coming along very steadily. 
Dealers’ prices on tires and tubes 
handled by hardware dealers follow: 


Fabric Tires 


Non-Skid Grey 
Siz Fabric Tubes 
30 x 3c l $7.80 $1.80 
30 x 3% € 8.90 2.05 
Cord Tires 
Heavy 
Regular Duty Grey Tan 
Size ‘ord Cord Tubes Tubes 
30 x3Cl $9.75 $1.80 $2.35 
30x 3% Cl $9.95 12.65 2.05 2.50 
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Heavy | 
tegular Duty Grey Tan 
Cord Cord Tubes Tubes 
11.85 15.75 
17.30 2.45 3.00 
15.50 18.70 3.00 3.70 
17.15 21.40 3.20 3.75 
17.75 22.05 3.25 3.80 
18.50 22.75 3.30 4.00 
28.10 4.30 
28.90 4.40 
29.55 4.60 
30.40 4.65 
31.20 4.85 
37.60 5.65 
39.00 6.05 


Truck Cords 


“ 
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Tan Tubes 


$35.50 , $4.30 
36.25 4.40 
37.15 4.60 
42.00 5.15 
45.30 5.65 
46.45 5.75 
47.60 6.05 
71.85 9.65 
79.85 10.90 
106.05 13.25 
118.00 14.75 
152.50 17.75 


Balloon Tires 


To fit 20 in., 
Size 

29 x 4.40-21 in. 
29 x 4.75-20 in 
30 x 4.75-21 in. 
29 x 4.95-20 in. 
30 x 4.95-21 in. 
31 x 4.95-22 in. 
30 x 5.25-20 in 
31 x 5.25-21 in. 
30 x 5.77-20 in. 
32 x 5.77-22 in. 
33 x 5.77-23 in. 
33 x 6.00-21 in. 
32 x 6.20-20 in 
33 x 6.20-21 in 


33 x 6.75-21 in. 
34 x 7.30-20 in. 


AWNING HARDWARE.—tThis line is 
beginning to show up more strongly as 
the season for putting up awnings is 


drawing near. 


21 in., 22 in., 23 in. Rims 
Grey 

Ply Casings Tubes 
4 $13.85 $2.95 
4 17.90 3.55 
4 18.65 3.70 
4 20.50 3.70 
4 21.15 3.75 
4 21.80 3.80 
4 23.45 4.00 
4 24.15 4.10 
6 30.85 4.70 
6 32.80 4.85 
6 34.85 4.90 
6 32.80 5.70 
6 35.50 6.25 
6 37.05 6.55 
6 40.85 6.70 
6 46.25 7.60 


Jobbers quote: 





ends, % in., $5 per 100; % in., 
$8 clamps, % in., $6.50 per 100; % in., 
$8; hinges, $3.50 per 100. 

BARROWS.—Jobbers report a_ very 

steady movement of the various types 

of wheelbarrows. They quote: 

Tubular, $6.25 to $9.50; concrete or 

mortar, $5.75 to $6.75; steel tray, $4 
to $4.25; railroad, $2; garden, $4 to 
$7.50. 


BATTERIES.—This line still is good, 
but sales are somewhat lighter than 
they were when use of radio sets was 
greater than it is now. 


Eye 


Jobbers’ quotations to retailers, 
f.o.b. Pittsburgh: 
Broken Unit 
Packages Packages 
hy Mn: «news ene beeen 1.00 $0.97 
SS eee eee 1.22 1.14 
Eg aie be Ln cece 1.32 1.22 
a Me ssdvews &éueus 1.40 1.30 
UE as cee heal ee 2.62 2.44 
OFS ee ore 2.62 2.44 
Dh, 2 sve ene cdnaen 3.33 3.00 
OS ee .42 .39 
a .40 .3D 
No. 6 dry cells, ignition type, unit 
packages, 32c. each; broken, 36c. 
Flashlight. —No. 935, 9%c. each; 
No. 950, 10%2¢. ; No. 790, 22c.; No. 
a 21lbc.; No. 750, 18c.; No. 751, 
$2 oa Shot.—No.1461, $1.70; No. 1662, 


BOLTS, NUTS AND RIVETS.—Condi- 
tions do not change much except that 
manufacturers have not done as well in 
April as they did in the first three 
months of the year and are a little more 
anxious for orders than they have been. 
There is in preparation a new standard 
price list, but it is said that it will not 
be completed much before the end of 
this year. Jobbers report a steady but 
moderate demand for bolts, nuts and 
rivets. 
We quote 
follows: 
Machine bolts, small rolled threads, 
50 and 10 per cent off list; all sizes 
cut threads, 50 per cent off list; car- 
riage bolts, small rolled threads, 50 
per cent off list; all sizes cut threads, 
45 per cent off list: stove bolts, 75 
and 10 per cent off list: tire bolts, 40 
and 10 per cent off list; nuts, hot 
pressed, square, tapped, 
boxes, %-in., 
$14; 3g-in., 
%-in., $8; 
wagon and 
list. 


CARPET SWEEPERS .—In spite of the 
very general use of electric sweepers 
due to low prices at which they are 
now available, the market for carpet 
sweepers still is good because it is the 
experience of housekeepers that all 
makes of electric sweepers do not pick 
up lint and for daily running over car- 
peted floors the old hand sweeper is a 
handy article. Jobbers quote: 
Grand Rapids, japanned, $44 per 


out of jobbers’ stocks as 


%-in., 


tinners, 60 per cent off 


doz.; nickeled, $48; Universal, $42; 
Standard, $36 

Toy sweepers, Little Gem (3 and 
6 doz. carton), $3.75 per doz.; Little 
Jewel, 1 doz. cartons, $10, and Junior 
1 doz. cartons, $16 per doz.; Little 
Helper, $2 per doz. 

COASTER WAGONS.—tThis line is 


daily becoming more active in this ter- 
ritory. Jobbers quote: 


Sherwood line, -with stee 2] disk 
wheels; No. 28, $5.20 ea. 32, 
$5.65; No. 34, $6.25; No. 38, ' $7. 00. 
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INTERESTING ! 
There are many interesting little 
fact-stories about ‘*61°" Floor Varnish 
and other Pratt & Lambert Varnish 
Products, such as the few that follow, 
which point the way to lasting satis- 
faction and economy in the use of 
varnish and enamel. 

In 1916, aman in Dav- 
enport, la., built a house. 
He took his architect's 
advice and had his floors 
finished with **61°” Floor 
Varnish. The finish 
proved as good as the ad- 
vice, for today, after 9 long 
years of wear, this man, 
Mr. J. H. Kerker, says, 
‘¢T do not anticipate hav~ 
ing to do anything to these 
floors for several years.”’ 

The next time you brush your teeth, 
when you pick up your tube of Pebeco, 
Pepsodent, or many another dentifrice, jf *& - = 
you are again coming in contact with - 4 
a P&L varnish product — Tube Enamel 
with which these dentrifrice tubes are 
finished. Note the extreme elasticity of 
this enamel. Squeeze and bend the tube 
as you will, the enamel does not chip off! 

A recent New York building that 
has occasioned unusual interest and com- 
ment in architectural circles, on which 
Pratt & Lambert Varnish Products 
were used, is the American Radiator 
Building. 

A new Pratt & Lambert product 
which has met with remarkable suc- 
cess is Vitralite Automobile Enamel. 
Motorists and auto painters every where 
are delighted, as is indicated by the 
following instances which are only a 
few of many. 

Should you be fortunate enough to 
enjoy the delights of Florida in one of 
the Pullman-like Coral Gables buses, 
remember they are finished with Vit 
ralite Automobile Enamel. 
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Painted by W’.B. King Copyright 1926, P&L 
« And this, from a professional auto- 


— painter, Mr. A. E. par aye =. Cre the worm spots COM e, 
who conducts a large auto paint sho yy ‘ ‘ 
‘Milwaukee — he has offered Of demonstrates its wear-resistance 


$10,000 for the right to the exclusive 
“61"’ Floor Varnish. “61” gives 


use of Vitralite Automobile Enamel 
wee even greater service on furniture 
After two years of soaking and spill- 
7 
company states, ‘* Gasoline, oiland gi unty la vines zz 
seem only to make it shine more. et) ok. ear Gloss and Dull Ff inish, “61 
T > ‘ . : ° e 
samen encaseag dieses x, (Wen K) available in six attractive wood- 
of local dealers also will be sent on request. 
will dry hard and still be elastic— sed by painters, specified by architects 


in his county. While everyone does 
and woodwork; it renews and pro- 
ing over with gasoline and oil, 
bert Varnish Products, for every trac ; 
n Gloss colors. 
GuaRANTEE: If any Pratt SF Lambert 
unusually tough. That varnish is and sold by paint and hardware dealers. 











Right on the floor, whegg 
worn spots come 
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not offer us so much money, from all 
parts of the country comes praise for 
this remarkable new automobile finish. ap : 
longs thé life of linoleum. 

«6 ie Tar. 
tank truck in Galesburg, Illinoi (ud Yu \ When you use 61 Floor Var 
wears its original resplendent c¢ ish you attain durability at no sac- 
Vitralite. Mr. E.R. K -d F. 

ose: ones pape. fice of beauty. In addition to the 
industrial and household use, each mat 
for a particular purpose and each madet : nee ee: 
give the utmost service for that purpose END FOR FREE SAMPLE PANEL 
ed with ‘‘61.’’ Try the ‘‘hammer 
on the panel! Color Card and names 
Smpoundedwith — %! , 4 night: 
‘ Varnish Product fails to give satisfaction 
um amount of specially ie papas , 
i d 6] th A you may have your money back. 
treated ol to produce a him a Pratt & Lambert Varnish Products are 
Pratr & LamsBert-Inc., 114 Tonawanda St., Buffalo, N. Y. 


— Canadian Address: 20 Courtwright St., Bridgeburg, Ontario. 


PRATT @ LAMBERT VARNISH PRODUCIS 
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LINES AND . $6.30 each; 8-at., 


These lines in steel still are doing well 
in this district. Jobbers quote: 
9 galvanized steel 
r doz. rolls of 100 ft.; 
steel clothes posts, 


» subject to a dealer's dis- 
count of 20 and 10 per cent. 
ae Freezers.—1-qt., 


» PWwWnH 


CONDUCTOR PIPE.—The 
date has contained very little of the 
kind of weather conducive to building 
and building repairs, and while there is 
a fair movement of conductor pipe the 
report is that it is considerably behind 
that of this time last year. 


subject to a dealers’ dis- 


* tn tote of 100 ft. D5 and 7g per cent. 
small lots higher. 
GALVANIZED WARE. 
complaint here about the way galvan- 
ized ware is moving. 
and also makes a favorable comparison 





Business is good ; subject to a discount of 
LAWN SUPPLIES.—The 
growing in spite of cool weather and 
the demand for mowers and other lawn 
tools is growing in keeping. 


38) supre me ball be aring, 
"Refrigerator ox 


_Garbay e Cans." ANS: with —, Se- 


IMPLEMENTS.—Business 
is getting better, but still is subject to 
fluctuations in temperatures. 


MINE AND FACTORY SUP- 
PLIES.—Business generally is better in 
these lines than it has been particu- 
larly in factory and shop requirements, 
which there has been considerable 


Pipe W hes.— Walworth, 7 
Sprinkling Cans.—4- ipe renches ilworth 


cent off price list; 


Ow SE C L E ANIN nd SU diey IES.- - standard iron body g 
; i standard brass globe 
psa now is in full blast. ’ ~ a 
ae. 45 per cent off list. 


Mops.—()-¢ ‘edar, } 
- leather, 45 per cent 


list, Drilis.—Carbon, 


' list. 
eanen-—Johenen Files.—High grade, 
ist. 

Screws.—Wood screws, 
per cent. off list; 
75 per cent off 1 
Picks and _Mattocks.—Ca rbon — 


milled cap and set 


’ discount, 33% per cent. 


Sponges.— According Hacksaw Bla de0.—Hest grade, 


per cent off list. 


ORNAMENTAL FENCE.—Seasonably 
good demand is reported by jobbers 





Cleaners.—-Smoky 


plaint cleaner, $3 per doz. 
Step Ladders.—Standard full rodded 


ICE CREAM FREEZERS.—Genuine in- 
terest in freezers is yet to develop, but 
sales are as large as they have been at 
this time of the year in the past few 
years, as retailers seem to have gotten 
into the habit of waiting until the de- 


SUPPLIES. _ There has 
been another drop of 6c. per gal. i 
turpentine, making a total of 13c. 
two weeks, but linseed oil has further 
Other items are holding at 
General business is bet- 
ter, as the weather has averaged a lit- 
tle more favorable to painting work. 


much ordering. 
Alaska Freezers. - 
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Prices to retailers: 
teady mixed paints, best grades, 
$3.10 per gal.: lower grades, $2.50; 
white lead, 15%c. per Ib. in 100-Ib. 
lots, 10 per cent less in lots of 500 
Ib. or more and an extra 4 per cent 
less in lots of a ton or more; turpen- 
tine, $1.06 per gal. in barrel lots; 
raw linseed oil, 12.6c. per Ib. in bar- 
rel lots. 
POULTRY NETTING.—Jobbers here 
still report favorably on the sales of 
this line. Galvanized netting still is 
quoted from jobbers’ stocks at 50, 10 
and 10 per cent off list before weaving 
and 50 and 10 per cent off list after 


weaving. 


ROOT BEER BOTTLES.—Demand for 
bottles and other equipment for putting 
up root beer is expanding quite stead- 
ily. Jobbers quote: 

Quarts, $9.50 per gross; caps 20c. to 
22c. per gross; stoppers, $2.25 per 
doz.; cappers, $10.50 per doz. 

SCREEN DOORS AND WINDOWS.— 
These lines are moving quite satisfac- 
torily here. Jobbers quote: 

Doors.--Standard makes, 2 ft. 8 in. 

x 6 ft. 8 in. plain walnut stain, $18 

per doz.; varnished natural colors, 

$24.25. 

Windows.—Hardwood oiled frame, 
No. 1233, 12-mesh black wire cloth, 
$3.40 per doz.:; No. 1533, $3.85: No. 
1833, $4.20; No. 2433, $5; No. 2437, 
$5.50; metal frame, 18-in., $5.50; 24- 
in., $6.40. 

SCREEN WIRE CLOTH.—This is one 
line in which reports about business 
are fairly cheerful. The season still is 
young and jobbers expect to get a good 
many more orders when permanently 
warm weather arrives. They quote: 

Black, 12 mesh, $1.80 to $1.90 per 
100 «6sq. ft. Galvanized, 2. mesh, 
2.25. Bronze, 14 mesh, $5.7 
SHEET METAL.—The neatines has ex- 
acted a considerable toll of business, 
but the trade is hopeful that there will 
be a substantial recovery with the ad- 
vent of weather favorable to constant 
outdoor work. 

We quote sheet copper at 22%c. per 

Ib. from jobbers stock in lots of 
300 Ib. or more and 26%c. per Ib. in 
single sheets: sheet zine, 13 55c. per 
Ib. in loose sheets; 12.55c. in 100 Ib. 
casks; 12.30c. in 300 Ib. casks, and 
11.80c¢. in 600 Ib. casks. 
TIN AND TERNE PLATE.—Fair 
movement of tin plate for furnaces is 
reported, but the weather has not fa- 
vored constant outdoor work, and terne 
plate has suffered from that fact. 

Pittsburgh warehouse prices: 

Roofing ternes, 8-Ilb. I. C. 20 x 2k&- 
a $13.90 per pkeg.; 20-lb. I. C., $19; 
25- ‘Ib., $21; 30-lb., $22.50; 40-Ib., I. C., 
$25.35. Potlanabee forge roofing, 
$25.75; furnace plate, I. C. L., x 
28-in., $13.50 per box of 112 sheets; 

. ae Le, $15.50. 
VELOCIPEDES.—Sales by jobbers are 
good this year. They quote: 


Common types, steel tire, $2 to 
$3 each; rubber tire, $2.75 to $3.90; 
extra heavy, rubber tire, $5 to $6; 
Columbia No. 41, $9; No. 42, $11.25; 
No. 43, $13.50. 


WINDOW GLASS. supply seems 
to be running ahead of the demand and 
while quotations show no change, there 
is pretty keen competition for busi- 
ness and concessions are very common. 
Prices to retailers. 


Single strength, A and B, 84 per 
cent off list: double strength, A, 84 
per cent off list; B, 86 per cent off 
list. 
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A triumph for Globe—and an avenue of tre- 
Let us tell mendous sales for YOU! 
you more | The NEW Globe Gas Ranges represent the high- 
water mark of a half-century ofrange building. 
Wecan’t sisteinindenatiaae The acme of gas range perfection—in design 
ay paper —in construction—in cooking efficiency. And 
a Bm tit eae eg they “look the part.” 
: Tie ae cous teemuees Hence, their unusual ability to put the Indian 
: ee ae eiacen: pacer Sign on sales resistance and to inflict great 
Patient uae ae aus punishment on dealers’ cash registers. 


3 YOU THE WHOLE THING! 

; No obligation. 

Be tis GLOBE 
| Stove &% Range Co. 


cg GAS RANGES 
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Better Weather Improves New England Trade 
—Prices Firm—Retail Stocks Sufficient 


A 


better business. 


last the worm has turned. 
weather New England retail dealers are beginning to enjoy 
The wave of public buying, while not great, 


(Boston office of HARDWARE AGE) 
Thanks to more seasonable 


is gathering momentum, and should weather conditions continue 


to improve will soon break on the beach of Normal Business. 


Down 


in Bangor, Me., last week they had quite a celebration one day. 
Blew whistles, rang bells and all that sort of thing. They celebrated 
the sailing of the first boat of the season up the Penobscot River 
above that city. The act means that spring is officially opened in 
Maine; that roads are now passable. that farmers can get busy. that 


retail merchants see the light of day. 


Elsewhere in New England 


soil conditions are about normal, although up in Vermont and in 


parts of New Hampshire snow and ice remain. 
For the first time this year retail dealers report Weekly sales on 


a par with those of a year ago. 


Isolated cases are noted where they 


are running ahead of last year, these generally being in cities like 


Boston, Springfield and Worcester. 


Retailers are, in most instances, 


more optimistic and their sentiments are expressed in improved 


buying of merchandise. 


The public is nibbling at standard spring 


goods and at paints, but almost without exception the common re- 
port by the retailer is that staple lines of hardware are the back- 
bone of current over-the-counter sales today. 


AUTOMOBILE ACCESSORIES.—With 
the registration of pleasure automobiles 
running far ahead of last year, the 
movement of accessories out of retail 
stocks is steadily expanding. 


We quote from Boston jobbers’ 
stocks: 

Piston Rings.—No-Leak-O, in lots 
of less than 96, 40 per cent discount; 
in lots of 96 and more, 50 per cent; 
in lots of 300, 60 per cent discount. 

Spark Plugs. —A. C., in lots of 10, 
58c. each net; in lots of 50, 54c.; in 
lots of 100, 52c. ; in lots of 300, 47. 
Ford numbers, in lots of 10, 44c.; in 
lots of 50, 42c.; in lots of 100, 39c.; in 
lots of 300, 37c. 

Tires.—Mansfield line, cord, straight 
side, 30 x 3%-in., $11.85 each net; 32 
x 3%-in et 31 x 4-in., $15.20; 
32 x 4-in., 15; 33 x 4-in., $17.75; 
34 x 4-in., 18. 50. Heavy duty cord, 
straight side, 30 x 3%-in., $15.75; 32 x 
8%-in., $17.30; 31 x 4-in., $18. 70; 32 x 
4-in., $21.40: 33 x 4-in., $22. 05; 34 x 4- 
in., $22.75: 32 x 4%-in., $28.10: 33 x 
4%-in., $28.90; 34 x 4%-in., $29.55; 
35 x 4%-in., $30.40; 30 x 4%- -in., 

Truck cord, 32 x 4%%-in., 


$37.15; 30 x 5-in., i 
$45.30: 34 x 5-in., j 
$47.60: 36 x 6-in., 79.85. 


BATTERIES.—Business in batteries is 
quite snappy. All kinds are selling, 
with radio varieties leading in ac- 


tivity. 

We quote from Boston jobbers’ 
stocks: 

* Batteries.—Columbia dry cell, in 
lots of 50, 32c. each net; in smaller 
lots, 36c. Hot shot, in barrel lots, 
No. 1461M, $1.65 each net; No. 1562M, 
$1.97; No. 1662M, 2.34. In Kt than 
barrel lots, No. 1461M, $1.7 No. 
1562M, $2.07; No. 1662M, $2.45. 


Radio.—Dry cell in packages of 50 


No. 7111, 29c. each net, No. 6, in lots 
of less than 12, 40c. each net: in lots 
of 12 to 50, $35.22 per 100; in larger 


lots, $30.22 per 100. Cluster batteries, 
6 to the unit, 12 units to the barrel, 
$1.60 each net; 8 units to the barrel, 
$1.98 and $2.34 each. 


BICYCLES AND TIRES.—Now that 
the roads are more passable in New 




















England, retail dealers are doing more 
in bicycles and tires. It is believed by 
both retail and wholesale houses that as 
many, if not more, bikes will be sold 
this year as last. 


We quote from Boston jobbers’ 
stocks: 

ta —Men’s 20-in., $30.50 each 
net: 22-in., $30.50; arched bar, $31.25; 
motor bike type with double bar, 
$32.75. Women’s, 20-in., $32.75; boys’, 
18-in., $29. 

Bicycle Tires.—Guaranteed, $4 per 
pair net; Thomproof, $4.25. 


BRUSHES.—Both paint and _ house 
brushes are enjoying a broader market. 


_Much of the current buying, say job- 


bers, is of a filling in natitre. 


quote from Boston jobbers’ 
stocks: 

Brushes.—House, men’s clothing, 
$1.07 each net; wall cleaning, $1.24; 
dry duster (floor), $1.27; vegetable, 
17¢c.; radiator, 37c.; refrigerator, 20c.; 
dust pan, 67c.; bath, large, $1.54, me- 
dium, $1.30; skirt, $1.07; nail, me- 
dium, 57c.; stiff, 57c. 

Paint Brushes.—Wall, $5 to $60 per 
doz. net: varnish, $3.50 to $25; calci- 
mine, $10.50 to $90; whitewash, $3.50 
to $11.30. 


CARPET BEATERS.—A steady, al- 
though not large, call for carpet beat- 
ers is noted. Demand comes from 
those retail dealers forced to reorder 
and from those who heretofore had not 


bought. 
We quote from Boston jobbers’ 
stocks: 
Carpet Beaters.—No. 11, tin, $2 per 
doz. net; No. 12, $1.50. 


CLAM DIGGERS.—Seaboard retail 
dealers are taking clam diggers fairly 
well. Sales are somewhat ahead of 
those to the corresponding date last 
year. 


mw I quote from Boston 
sto 

a Oo eo 39> 
handle, $14 per doz. net; 


jobbers’ 


tine, 26-in. 
six tine, 
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$18.90; 


26-in. handle, 
riveted, 


extra heavy, 
four tine, 


sista pattern, 
CLIPPERS.—Clippers continue to sell, 
but in a limited way. What is needed 
is some real warm weather to liven up 
the market. 
We 
stocks: 


Clippers.—Toilet, Plymouth, No. 0, 
$1, wr: net; No. 00, $1.20; Success, 


quote from Boston jobbers’ 


No $1.40 ‘No. 00, $4.60; Mayflower, 
No. c, $1 10; No. 00, $1.25; American 
Gentleman, "No. 00, $2; No. 000, $2, 


Brown & Sharpe narrow plate an 
other kinds carried by jobbers, $4.5 


each list; discount, 25 and 15 per 
cent 

Horse ae ae -—No. 169, $2.50 each 
net; No. Horse clipping 
machines, No. 1 "pall bearing, $14 
each list; discount, 3314 per cent. 

Sheep  Shearin Machines. —Ball 
bearing. No. 9, $24 each list; dis- 
count, 33% per cent. 


COUNTER BRUSHES.—Limited buy- 
ing of counter brushes is reported by 


jobbers. Jobbers’ stocks are broken. 
We quote from Boston jobbers’ 
stocks 
ownter Brushes.—No. 201, $3 per 
doz. net; No. 206, $7.50; No. 15, $2 25; 
No. 2 extra Cc, $7.38 3 extra CG 


$8.38; No. 4 extra C, No. 
CULTIVATORS.—The more seasonable 
weather has livened up the cultivator 
market somewhat. Certain retail deal- 
ers, who thought they had enough cul- 
tivators to carry them through the sea- 
son, now feel differently. 


We quote from Boston jobbers’ 
stocks: 

Cultivators. — Three-prong, $6.72 
per doz. net; five-prong, $9.60. 


CUTTING TOOLS.—tThere is an excel- 
lent demand for cutting tools. Many 
retail firms, however, say they are ex- 
periencing keen competition. 


We from Boston jobbers’ 
stocks ‘ 

Drills. —Carbor sizes up to 1%-in., 
tapered, and straight shank, 50 and 
10 per cent discount; bit stock drills, 
60 per cent discount; center drills, 65 
per cent discount; drills and counter- 
sinks combined, 20 per cent discount; 
ratchet drills, 30 per cent discount; 
wood boring ‘brace bits, 50 per cent 
discount; high — drills, straight 
shank, 3-64 to 5-32 i 5 and 5 per 
cent discount; 11-64 to 7.32 in., 50 
and 10 per cent discount; 15-64 to % 
in., 40 and 10 per cent; taper, sizes 
up to 1% in., inclusive, 40 and 10 per 
cent discount; 1 33-64 in. and larger., 
40 per cent; letter and number sizes 
40 and 10 per cent; electricians’ drills, 
10 per cent discount. 

Reamers.—Bit stock, 20 per Gong 
discount; bright square and T. 
standard makes, 65 per cent dis. 
count; checking, 25 per cent discount; 
tapered pins, 40 per cent discount; 
escutcheon pins, 45 per cent dis- 
count; small fluted rose and socket 
reamers, 20 per cent discount. 


EGG BOXES.—The demand for egg 
boxes is sustained. Poultry raisers are 
getting good prices for their eggs and 
have no difficulty in disposing of all 
they secure. All of which makes for a 
greater use of egg boxes. 


quote 


We quote from Boston jobbers’ 
stocks: 

Eog Boxes.—Paper, 500 to a bun- 
dle, $6.50 per 1000. 


ELECTRIC APPLIANCES.—tThe aver- 
age retail dealer is constantly getting 
in electric appliance supplies, but the 
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The Most Complete Line 
of Poultry Fence 


In our Super-Zinced line we have the most extensive and complete 
selection of styles, weights and heights of poultry fence offered by any 
manufacturer. Moreover, our fences are nationally advertised, favor- 
ably known, and by handling them we believe you can get a large part 
of the volume of poultry fence business in your territory. 


Super-Zinced Poultry Fences 


are made in the desired styles, and in weights from No. 1214 gauge to 
No. 18 gauge. Heights on some of the styles range from 24 inches to 
72 inches. We have the much desired chicken fences with lower line 
wires only one inch apart in both stiff stay and hinge joint types. 


Our newest poultry fence, the Columbia “Chictite” illustrated be- 
low, is a perfected hinge joint fence with lower line wires only one inch 
apart, and is proving extremely popular among poultry raisers. 


We have made it possible for you to increase your 
fence business by handling Super-Zinced Farm, Poultry, 
Garden and Lawn Fences. Let us send you information 
from our nearest office. 


Pittsburgh Steel Co. _ Pittsburgh, Pa. 
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i j i We quote from Boston jobbers’ one-lb., $16 Maroon, 10-Ib. 
tendency is to buy cautiously, owing to m2 $17.34. 5-Ib, a 1-Ib. $20.” Red and 
the keen competition from municipal Hammocks.—Couch styles, stand- green, 5- Ib., $24. 67; 1- -Ib,, $26.67. - Bub- 
electri Ww ies. ard makes, boxed mattresses, deep er-o qui re-cement, ck, 

ectric power companies , . valance, khaki duck, $10 and $11 60-gal. drums, 50c. per gal. net; 35- 
We quote from Boston jobbers each net; with adjustable back rest, gal. drums, 55c.; 20-gal. drums, 60c.; 
stocks: 2 $13; green and gray duck, with back o-gal. cans, 65c.; 1-gal. cans, 80c. 
Hair dryers, Nos. 1 to 7, $7.10 each mattress, $16 and 17. Canopy een Maroon, we drums, 95c.; 35-gal. 
net; No. 8, $6.60; cheaper models, and gray, $6 each; khaki, §4.35. drums, $1; 20-gal. drums, $1.05; 5-gal. 
4° . pore — $3.75 and Stands, $3 each. , om. ae ; Linnia, ae =~ A 20. - 
.50. eaters, 75. ; , tormt te— iqu lac in ar- 
POSTS.—It being possible to do more rels, $1 per gal.; in half barrels, $1.07; 
F eee —_ gy ye? in S€- | outdoor work than heretofore, people = 15- . Containers, a oy . 1s oul. 
; it} i . ots, in 5-ga ots .cé; in 
——~ © ition = oa electric | are making many improvements. 1-gal. lots, $1.34. Maroon, in 10-gal. 
fans to be delivered a little later, but | Broken down wood fences and stone a, $1. - fa a oe eS =i. ee, $1. = 
4 " : in a ots 07. reen, in - 
because of the backward spring sales | walls are being supplemented by wire al “iots, Peg ly yo gg 
are behind those of last year. fences, necessitating a greater use of in 1-gal. lots, $2.34. Ru-ber-oid 
= quote from Boston jobbers’ posts and similar products. plastic.” i. } tis ge Wea. oo 
StOCKS: ’ ’ 
Fans.—Electric, Polar Club, Junior, We quote from Boston jobbers’ 6c.; 50-Ib. cans, 7c.; 10-lb. cans, 8¢.; 
6-in., in lots of less than 12, $3 stocks: o~ Ib. cans, 1c. ; 1- Ib. cans, l6c. Ru- 
each net; 12 or more, $2.85; 8-in., Posts.—Line, steel, galvanized, 6%- ber-oid roof coatings, black, in 5-gal. 
less than 12, $3.20; 12 or more, $3. ft., 67c. each net; 7-ft., 73c.; 74-ft., cans, 95c. per gal. net; 1-gal. cans, 
Senior, oscillating, 10-in., less than 77c. ; $1.10; red, 5-gal. cans, $1.35; 1-gal. 
6, $7 each: six or more, $6.64; sta- End. — Steel, galvanized, 7%-ft., cans, $1.50; sem 5-gal. cans, $1.90; 
tionary, less than six, $4.60: six or $3.94 each, net 1-gal. cans, 
more, $4.35. Caps, Etc.—Line post driving caps, Primer.—In 1-gal. containers, $1; 
40c. each net; ornamental fence tops in 5-gal. containers, 94c. per gal. 
FARMING TOOLS.—Orders for farm- for tine posts, anh for end posts, 4¢ 40c. SCREENS AND DOORS. — Belated 
ing tools are slowly yet steadily flowing $5.70. no Regge saa galvanized, 7%-ft., buying by the retail trade serves to 
through wholesale channels. POSTHOLE SPOONS.—More posthole | keep interest in screens and doors keen- 
STOCKS: ° ’ 
Forks.—Hay, 3-tine, plain ferrule, hands, and numerous retail firms have a quote from Boston jobbers 
12-in., No. 34, $10.08 per doz.; No. : : 
341%. $10.44: 13-in., No. 133%, $10.44: been obliged to replenish stocks. Doors.—No. 241, 2/6, $17.88 per doz. 
No. 133%, $10.80; No. 134, $10.92; No. We quote from Boston jobbers’ net from store; $18.75; t+ 
134%, $11.28; No. 135, $11.76; No. 136, | stocks: a 3/7, $20.75; No. 384, oh $35.15: 
$13.92; 14-in., No. 143%, $11.04; No. | Posthole Spoons.—Ames lines, 7-ft. /8, $26.88; 2/10, $28.13; 
144, $11.52; No. 144%, $11.88. Three- | handles, $29 per doz. net; 8-ft. han- No. 457G, 2/6, $21.25; 2/8, $2, 44; 2/10, 
tine, strap ferrule, 13-in., No. $1334, dles, $31 agit 3/7, 58-121 i ee ast ae 
S134. $12.84; No. Se aie as POULTRY SUPPLIES.—“Something 36.75. No. 2/6, 339-88; 2/8, 
doing all the time,” is the way one of 41.31; 2/10, $43. 06: 9/7. » $44. 
GAS PLATES.—Some of the manufac- , , Screens.—Competitor, ay 3, $4 per 
the largest jobbers of poultry supplies dozen net from store: No. 3, $4.81. 
turers of gas plates have readjusted | |: Hummer, No. 1833, $4.38; No. 2433 
thei ‘ne list d jobbers’ tati sizes up the market. Naturally the $5.19; Nc. 2487, $E.56:°No 2837, $650. 
oni ~ . jobbers quotations | push on incubators and brooders is over, No. '1833G, ise. No. 2433G, $5.44: 
Oe Ce Sve. interest now centering in other items. No. 2437G, $5.81. Diamond E, No. 


sie. No. 3, $12; No. 12, $14; No. 13, 





GRAFTING WAX.—Grafting wax is We quote from Boston jobbers’ 

: : : : stocks: . 
selling fairly well in a retail way, and incubators and Brooders.—Stand- SCREEN DOOR SPRINGS.—Quite a 
this fact is reflected more or less in ard makes, trom store, 20 per pant brisk movement in screen door springs 

; oO n car lots, . : : 
wholesale establishments. E aal tse at Gems a || developed. It is quite evident that 

We quote from Boston jobbers’ than car lots, 35 per cent discount. numerous retail dealers discovered their 

stocks: Poultry Netting. —Galvanized after tock auer- re 

Grafting Wax.—In 1-lIb. aticks, 33c. a ee store, 50 per cent ~ StocKS were inadequate. 

net; in %-lb. sticks, 35c. per Ib.; in count rect factory shipments Ww t f B b , 

%-lb. sticks, 37c. per Ib. and 15 per cent discount, _f.o.b. ae ines on See 

Worcester, Mass. Sreen Door Springs.—Gem | line, 


HANGERS.—With the spring build- 
ing movement started there is a grow- ROOFING MATERIALS.—Tarred felt No 3, Sa 10) "Chamanon’ No. 41° 530: 








ing use for hangers. The outlook for a a og te ips $2 } ton to = each; No. 62, 27c.; No, 63, 41c. aper- 
the season is highly encouraging. Se ee ee ee | eek: Bb oe ee Wee, YR OES. Bee. 28, 
We quote from Boston jobbers’ erwise remain as heretofore. Business 60c.: No. 15, 65c. 
stocks: anit oii. ie we is quite satisfactory, all things consid- | SHELLAC.—Makers of shellac have 
an ers.— mber or jois 0. 7 . ° 
ott tan te ie a ca ered, report jobbers. | made a general reduction approximat- 
No. 301, = oe 8-in, au — Rid quote from Boston jobbers ing 20 per cent and jobbing lists have 
ach, net; No. , for 2 x 16-in. tim- stocks: : : 
ber. 28c. each, net; No. 403, for 2 x | Papers.—Jap, $65 a ton net; Nepon- been adjusted accordingly. The present 
12-in. timber, 56c. each, net; No. 213, sit black building paper, in 250 ft. reduction follows a slight one on large 
for 3 x 8-in. timber, 23c. each, net; rolls, $1.33 per roll net, in 500 ft. containers hack in March 
No. 214, for oer 4 10- > timber, — rolls, $2.65; et _. Jae iy . 
each net; No. 31 or 3x n. tim- on double re uck magnolia, - : . 
ber, 60c. each, net; No. 319, for 4 x 12-o0z., 29-in., 40c. per yard. Ru-ber- STOVES. It is growing more and 
8-in. timber, 6c. each, net: No. 820, oid, gray, 1». ft. rons, sodium, Ry more evident each week that oil cook 
for 4 x -in. timber, c. each, net, ver roll ne eavy, extra, . : . 
No. 321, for 4 x 12-in. timber, 64c. Zylex, light, $1.40; medium, $1.75; stoves are becoming a big factor with 
each, net. heavy. 2.105 fang light, $1.25: the average retail hardware dealer. 
HAMMOCKS.—Jobbers have booked oe ray ona ae aa aaa Wine. Judging from the number of orders re- 
additional orders for hammocks, but | onire _benvy, aa agg Oo = ceived by jobbers for these stoves so 
the season to date is considerably be-| jy. $i2 per cwt., 50-Ib, $12.67: 25- far this year, some retailers, at least, 
| Ib., $13.34; 10-Ib., $14; 5-Ib., $14.67; have built up a nice business. 


hind last year. 








Feature Programs 





In connection with window and interior displays of radio it is a good idea to use a show card on 
which vou can call attention to the broadcasting of some special sporting event or some interesting 
feature on the regular programs. Let people who haven’t radios know what they are missing. The 
average American is no longer interested in radio solely for the sake of the novelty of the thing. The 
various musical, sporting and political events are what interest him, and the more you tell him about 


these the more you are boosting your radio sales. 


— 
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Ee. B. FUNSTON CO., ARCHT'S. 


THOUSANDS OF 
SATISFIED OWNERS 


From this safe and original glass setting, 
thousands of beautiful, efficient store 
fronts have been wrought. 


ANY times merchants return for their sec- 

ond and third Kawneer installation and say 

nice things about their former fronts. Ar- 
chitects endorse Kawneer. What greater evidence 
of a proven product can we offer merchants who 
are about to remodel their show windows? 

Here’s what Mr. E. J. Zahn of Racine, Wis., 
owner of the new building above, writes: ‘This 
is the second “Kawneer” installation since 1918 
for Zahn’s, so you can see what we think of Kaw- 
neer Fronts.” 

Mr. L. A.Weickgenant of Battle Creek, Mich., 
writes: “Our old Kawneer gave us such satisfac- 
tion that we did not hesitate to decide on another 
Kawneer when we erected our new building.” 

The coupon pinned to your letterhead will 
bring a book showing numerous types of store 
fronts suitable for your line of business. 


CONSULT YOUR ARCHITECT 
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NELSON & CO., INC., CONT'RS. 

















Look on the sill for the 
Name Kawneer. 
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KAWNEER 
COMPANY 
3617 N. Front St. 

Niles Mich, 
Send book showing 
numerous types of 
fronts for my business. 
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Retail Business Improves in Northwest— 
Prices Firm—Collections Fair 


(Minneapolis office of HARDWARE AGE) 


Cities are showing some improvement, although trade has 


R rites conditions in the Northwest tributary to the Twin 


been and still is under the volume that the merchants have 

been expecting for this time of the year. Everyone is waiting for 

the steady soaking rains which usher in the real spring season and 

assure the farmers of good crop returns, and the merchants of 
good business and pay for their merchandise. 

There is every indication of good business for this section of the 


country for this year, with the right agricultural conditions. 


Fur- 


niture sales are 20 per cent higher than for the same period of a 


year ago. 


Building permits are holding up well, those for Minne- 


apolis showing a total of $6,000,000 for four months this year. 
Minnesota is starting a road construction program for this year of 
$14,000,000 and other States in this section are similarly engaged. 
Eighteen and a quarter million dollars’ worth of farm land has 


changed hands during the four months of this year. 


Farm prices 


are increasing, and land is seemingly in demand. 

Collections are at about the same level as during the rest of the 
month; showing a slight improvement over those for March. Prices 
have changed very little this week, bolts being about the only item 


affected. 


AXES.—tThere is a normal demand for 
axes, with stocks well assorted. Prices 
have made no further change. 





We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit base 
weight axes at $16 per doz. and 


double bit base weight axes at $21.50 
per doz., net. 


BOLTS.—Bolts are selling better as 
actual construction and repair work 
Prices are slightly lower on 


improves. 
carriage and machine bolts. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carriage bolts at 


47% per cent; machine bolts at 50-10 
per cent; stove bolts at 75 per cent, 
and lag screws at 55 per cent from 
lists. 


BRADS.—Call for brads is slightly bet- 
ter than a few weeks ago, due to more 
activity in building. Stocks are well 
filled and prices steady. 


We quote from jobbers’ 
f.o.b. Twin Cities: Wire brads in 25- 
Ib. boxes at 75 per cent from list. 


BUILDERS’ HARDWARE.—tThere is 
an increasing demand for builders’ 
hardware, as the early home building 
progresses. Dealers are making deliv- 
eries quite freely of complete hardware 
trim for new homes. Commercial build- 
ings are under construction and are be- 
ing pushed. The building situation for 
this part of the country looks very good 
for this year. 

CARPET SWEEPERS.—Demand is 


still only fair, with stocks well filled. 
Prices show no changes. 


stocks, 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 

Carpet Sweepers, American Queen, 
$54 per doz.; Elite, $60 per doz.; 
Grand Rapids, nickeled, 15-in., $48 
per doz.; Grand jap., 17-in., $60 per 
doz.; Parlor Queen, $56 per doz. ; 
Princess, $50 per doz.; Universal, 
nickeled, $46 per doz., and jap., $42 
per doz. 

Toy sweepers, Little Gem (3 and 

















6 doz. cartons), $3.75 per doz.; Little 
Jewel, 1 doz. cartons, $10 and Junior, 
1 doz. cartons, $16 per doz.; Little 
Helper, $2 per doz. 


CHURNS.—Call for churns is still 
nominal, with stocks ample for the pres- 


ent. Prices have not changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barrel type 


churns at 35 per cent from list. 
EAVES TROUGH, CONDUCTOR PIPE 
AND ELBOWS.—Sales in this line are 
showing decided improvement with the 
opening of spring work. Stocks are 
well filled and prices steady. 


We quote from jobbers’ 
f.o.b. Twin Cities: Slip joint, single 
bear 28 . eaves trough at $5.50 


stocks, 


8 ga. 3 in. 
bows at $1.73 per doz., net. 


FIELD FENCE.—Demand is_im- 
proved, with prices steady as last 
quoted. 


We 
f.o.b. 


from jobbers’ stocks, 
Twin Cities: 26 in. 10 ga. top 
and bottom 12% ga. intermediate 
type of fence at $30.04 per 100 rods 
with other sizes and weights in pro- 
portion. 
FILES.—tTrade is showing more inter- 
est in files, with the resumption of 
building operations and with shops and 
factories increasing their work. Prices 
have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade files 
at 50 per cent, and second grade files 
at 60 per cent from lists. 


GALVANIZED WARE.—There is some 
improvement in the call for galvanized 
ware. Garbage cans, tubs and baskets 
are particularly in demand, as well as 
pails. Stocks are ample for the call. 
Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. 1 
galvanized tubs at $7.50; No. 2, $8.26; 


quote 
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No. 3 ar heavy tubs, No. 1, $12.60; 
_ 2, 3.80; No. 3, $15; standard 
saab ‘aan. $2. 70; 12- at., $3.05; 15-qt., 
- stock is, 16-qt., $5, and 18- 
ce .50 per dozen, net. 
GLASS AND PUTTY.—Sales are fair 
in a retail way. Wholesale demand from 
shops and factories is good. Prices 
have not ee 
uote from bbers’ stocks, 


We jo 
f.o.b. Twin Cities: Minn. prices, sin- 
gle a — 83 per cent; double 


strength, 85 cent, and strictly 
pure putty he 50- Ib. drums at $4.8 
cwt., net. 


HAMMERS AND HATCHETS.—Sales 
of small tools are gradually improving 
with the increase in building. Stocks 
are well filled and prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Maydole No. 11% 
nail hammers, $12.60; Plumb No. HF- 
81, $12: Riverside, No. 611%, $12; 
Plumb Broad, No. hatchet, $16.40; 
No. 2 shingling, $12.50; No. 2 claw, 


$13.75 per doz., net. 
HOSE.—There has been no further 
change in the prices on hose. Demand 
is improving rapidly with the continued 
dry weather and with the activities of 
the contractors. Stocks are in good 








condition as to jobbers, but some re- 


tailers have already sold out their first 
shipments and are ordering more. 


We quote from jobbers’ stocks, 
—_, Twin Cities: we yas %, 
3-ply, $8.25; TE 5-ply, 
$9.50; in., 5-ply, Good Luck, 
5 in., -ply, $10.75; 
7-ply, $14; Riverside, molde 
black, $14; 5, in., 
Wi $14.50; 5g ‘in., $14 per 100 ft., 
net. 


ICE CREAM FREEZERS.—Stocks are 
well filled in readiness for the demand. 
Sales are normal for this time of year. 
Prices have not changed. 


We quote from jobbers’ 
f.o.b. Twin Cities: 

Alaska Freezers, oy qt., $2. = each; 
2 at., $3.45 each; $4.10 each; 
pes $5 seg 6 qt., < ‘30 ia: 8 qt., 


stocks, 


each ; ge — $10. 75 each; 12 qt., 
14 each; $17 7 each; and 20 qt., 

21.50 Fo hese are list prices 
which are subject to a dealer’s dis- 
count of 20 and 10 per cent. 

Alaska Grey Goose Freezers.—1 qt., 
3.35 each; qt., $3.90 each; 3 qt., 
4.65 each; 4 at., 5.70 each; 6 qt., 
7.25 each; 8 $9.35 each: 10 qt., 
12.50 each. ee are list prices 
which are subject to a dealer’s dis- 
count of 20 and 10 per cent. 

White Mountain Freezers.—2 at., 


$5.65 each; 3 qt., $6.75 each; 4 qt., 
8.25 each; 6 at., $10.45 each: 8 at. 
13.50 each; and 10 qat., 8 each. 


These are list prices and are sub- 
ject to a dealer’s discount of 50 per 
cent. 
LANTERNS.—Call is normal for this 
season of the year, with stocks ample 
for the demand. Prices show no 


changes. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Long or short 


— tubular lanterns, $13 per dozen, 
ne 


LAWN MOWERS.—Sales are improv- 
ing as the spring advances. Stocks are 
well filled, with prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Philadelphia, 
styles A and C mowers at 35-5 per 
cent; Style E, 40-5 per cent; style 
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Right Answer 


to the 
Tire Question 


F you have experimented 

with a line of tires that has 

not proven satisfactory — take 
another chance and try 


Badger 


Dealers almost everywhere are 
most enthusiastic over its fine 
quality, unusual serviceability 
and business building possibili- 
ties. It’s profitable, too. 


‘Dealer trade supplied through 
leading Jobbers. 


The Badger Rubber Works 
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K, 35 per cent, and iene ball 


bearing, $8.75 each, ne 
MILK CANS.—Demand | 
stocks ample for the call. 
not changed. 

We quote from 
f.o.b. Twin Cities: 
milk cans, $2.60; 8 gal., 
gal., $3.20 each, net. 

NAILS.—Sales are showing decided 
improvement as spring building in- 
creases. Stocks are in fair condition 
and dealers are filling in for heavier 
demand. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails at $3.25 keg, base, and cement 
coated wire nails at $2.40 keg, base. 


OIL HEATERS. 
provement, as furnaces are being used 
less during the milder weather. Stocks 
are well filled and prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 12 oil heaters, 
japanned polished steel, $3.66 each, 
and No. 016, nickel polished steel, 
$5.32 each, net. . 


PAINTS AND WHITE LEAD.—De- 
mand for paints for outside use is 
growing rapidly. This work is be- 
ing pushed in connection with the 
clean up and paint up work being 
done. Stocks are well filled and deal- 
ers are reaping a fair harvest of or- 
ders, which, to all appearances, will 
increase with warmer weather. Prices 
show no changes. 


is fair, with 
Prices have 


jobbers’ stocks, 
Railroad 5 gal. 
$3.10 and 10 
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We quote from jobbers’ stocks, 
f.o.b. Twin Cities: First grade house 
paint at $2.80 per gallon, in 1 gallon 
cans, and white lead in 100 lb. con- 
tainers at $13.84 cwt., net. 

PAPER.—Demand for building paper 
is fair, with volume somewhat heavier. 
Stocks are filled and prices firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Red rosin build- 
ing paper in 20, 25 and 30 Ib. rolls 
at $3.25 cwt., and tarred felt at $3.35 
cwt., net. 

PLANTERS.—Planters are beginning 
to sell in the retail stores. Prices have 
not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Acme corn plant- 


ers at $10.25, and Acme potato plant- 
ers at $10. 25 per dozen, net. 


PUMPS.—Sales are fairly good, with 
indications of a good year -in this line. 
Stocks, while not heavy with the deal- 
ers, are ample for the call. Prices are 
firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Deming, No. 440, 
plain spout windmill force pumps, 
6-in. stroke, $6.85; adjustable stroke, 
$7.50; No. 495, underground discharge 
windmill force, adjustable _ stroke, 
$14.35; No. 415, $14.65; No. 403, hand 
lift, 6-in. stroke, $4. 25; No. 182, hand 
lift, 6-in. s troke, 6-ft. set length 
$5.25 each, net. 


PYREX OVENWARE.—Sales are nor- 
mal, with stocks well filled. Prices 


have not changed. 


We from jobbers’ stocks, 


quote 
f.o.b. Cities: No. 113 casse- 
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197 casseroles, 
202 pie plates, 50c.; No. 
67c.; No. 212 bread 
pans, 60c.; No. 231 utility pans, 67c.; 
No. 12 tea pots, $1.67; No. 24 tea 
pots, $2, and No. 36 tea pots, $2.33 
each, net.. 


REGISTERS.—Sales are slightly bet- 


ter with the increase in building. Stocks 
are ready for the heavy demand in the 


at 
No. 


roles, $1.17; No. 
$1.17; 
210 pie plates, 


building season. Prices show no 
changes. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Wrought steel 
registers at 40 per cent from lists. 
ROPE.—Call is fair, with ample stocks 

on hand. Prices show no changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade manila 
rope at 27%c. Ilb., base, and best 
grade sisal rope at 19%c. lb., base. 

SAN DPAPER.—Contractors and house- 
holders are buying more freely for 
clean up work, painting and new work. 
Stocks are well filled and prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade No. 1 
sandpaper at $6.65 per ream; second 
grade No. 1, $6 per ream, and garnet, 
No. 1, $16.50 per ream. 


SASH CORD AND WEIGHTS.—De- 
mand shows improvement, with stocks 
in good condition. Prices are steady as 
last quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade sash 
cord at 73c.; second grade, 39c., cast 
iron sash weights, $2.10 cwt., net. 








Oval and Oblong Plate 
Glass Push Plates 


Plate Glass Push Plates, as manu- 
factured by the Marion Tool Works, 
Inc., Marion, Ind., are now available 
to the trade in standard oblong, with 
polished bevels, sizes 3 x 10, 3 x 12 








and 4 x 16 in., as well as other special! 
sizes to order. The company is also 
prepared to furnish its push plates in 
oval form. 

These push plates are made from 
plate glass, highly polished with a 
quarter inch bevel, making them an 
attractive adornment for any door. 
They are packed two to a carton with 
the necessary screws and washers for 
each plate. 


Stanley 241 Butt 


The Stanley Works, New Britain, 
Conn., announces features of the Stan- 
ley No. 241 Butt Door Hinge. 

The billets from which these butts 
are made are of a special quality steel 
that has been found to be most suitable 
for this purpose. The steel is hot 
rolled in the company’s own mills in 
order to give it the proper treatment. 

In blanking, the die cuts off steel on 
all four sides. This assures the sides 
being absolutely straight and the butt 
being accurate in size. The edges of 
the joints are smoothed off on a spe- 








cial broaching machine, removing any 
rough surfaces or sharp edges. The | 
inside of the barrel is reamed so that | 
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the pin will fit properly and be easily 
removable. 

The wings on the ball tip fit into 
corresponding grooves in the barrel of 
the butt. The pin can be easily re- 









— — i? 


moved but is non-rising, under action 
of the door. The ball tip and pin are 
made from one piece of high grade cold 
drawn steel wire. 

The surface of the butt is planished 
and carries a durable plating of the 
finish desired. The ball tips are smooth 
and round. 








Florida Hardware Store to 
Open Branch Stores 


Announcement has been made by 
Berbert N. Dieterich, manager of the 
Coral Gables Hardware, 105 Avenue 
Aleazar, Coral Gables, Fla., that the 
firm will shortly open several new 
branch stores in the greater Miami dis- 
trict. 








New Type of Inflated 
Basket Ball 


The P. Goldsmith Sons Co., Cincin- 
nati, Ohio, has recently placed on the 
market its new No. X9 Laceless Basket 
Ball. The ball is entirely laceless and 
its construction is entirely new and 
original. 

It is fitted with the Goldsmith rub- 
ber-valve stemless bladder, upon which 
patents are pending. 

Perfection of the ball has been in 
process for many months, according to 
officials of the firm. Models were first 
made up and thoroughly tested by ex- 
perts before minor problems of con- 





struction were overcome. The finished 
balls were then approved by official 
advisers of the firm and included in 
the firm’s line. 

It is expected that the X9 will com- 
pletely supplant the old type lace balls 
formerly marketed by the Goldsmith 
company, and a is being ar- 
ranged accordingly. Whether’ the 
former models will appear in the line 
again this year has not been an- 
nounced. 
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NEW YORK 
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Wheeling 


CORRUGATING COMPANY 
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~ Wheeling Label 


Means Faster Turnover 


"[THE Wheeling Label identifies a 

wide variety of fast moving every- 
day necessities. It also identifies a qual- 
ity of material and workmanship that 
is all Wheeling—a quality that is prede- 
termined by the production and selec- 
tion of the raw materials themselves. 
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Guaranteed HAND DIPPED in pure 
molten zinc, Wheeling Tubs, Pails, 
Ash and Garbage Cans, etc., are built 
to give a lifetime of service. 


Products marked with the Wheel- 
ing Label not only insure full value for 
your customers but enable you to 
enjoy a faster turnover and bigger 
profits. 

Identify your store now as head- 
quarters for Wheeling products. 





A floor or window display of Wheeling Metal Ware Products is a producer 
of business as well as a profit maker of exceptional value to you. Order an 


assortment—display it—and watch results. 


PHILADELPHIA 
KANSAS CITY 


WHEELING CORRUGATING COMPANY, WHEELING, WEST VIRGINIA 


MINNEAPOLIS 


CHICAGO 


CHATTANOOGA RICHMOND 
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GOODELL-PRATT 


ALL STEEL MITRE BOXES 
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There is a wonderful saw carriage on the Goodell-Pratt All Steel Mitre Box. It is built 
of a heavy steel bar with the extra long saw guide posts welded to it and pivoted to. the 
back of the frame so that it swings easily and quietly right or left. The positive angle 
lock that locks into notches cut in a steel quadrant and the compression lock for locking 
at any angle are all carried on the bottom bar. 


The saw guides are very long so as to assure a true, rigid position when the saw is ele- 
vated for a deep cut. In other words, every precaution has been taken to insure a cut 
exactly perpendicular to the bed, as well as very accurate angular cuts. 


The frame is steel, “built like a bridge,” to give great rigidity and strength. The cor- 
rugated steel back gives still more strength. The serrated steel bottom plates, the depth 
gauges, length gauge and angle attachment are all in keeping, and like all other parts, 
are made entirely of steel. 


GOODELL-PRATT COMPANY 


Loolsmiths 


GREENFIELD, MASS, U. S. A. 








1500 GOOD TOOLS 
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The Tool Department 


Second Article About Household ‘Tools 


By Don Thatcher 


OST progressive and “Main Street” hardware 
M. merchants are deeply interested in the sale 
of tools to home users. 

Hammacher, Schlemmer & Co. of New York are 
well known to many of our readers. Their place 
among the leaders of the retail hardware business 
makes worthy of interest any unusual effort they put 
forward to develop and obtain business from any 
particular field. Through their courtesy and broad 
minded interest in everything for the advancement 
of the hardware business I am permitted to repro- 
duce the message included on a handsome two color 
folder which they have recently sent to thousands of 
householders. 

This message, the style and character as well as 
the contents of the folder emphasizes the importance 
of the household or as I prefer to call it the home use 
tool business. This folder is headed with the com- 
pany name in red letters, followed by the sub heading 


HOUSEHOLD TOOLS 
OF 


STANDARD TRADE MARKED QUALITY WITH 
NATIONAL REPUTATION 


“Twenty years ago few men displayed any interest, 
skill or mechanical ingenuity in working about the 
house. The kit of household tools in the average 
home usually consisted of a cheap hammer and some- 
times an old saw. 

“With the advent of the automobile, motor cycle, 
motor boat and radio as well as summer camps and 
bungalows, the man of the business and professional] 
world began to take an interest in mechanics due to 
the fact that small adjustments and repairs became 


Window Display of 
Household tools in the 
store of the W. C. 
Lyon Co., Durham. 
N. C. 


The cost of quality 
Trade Marked tools is 
only slightly more 
than the cost of 
medium or poor grade 
substitutes. 


The assortment of 
tools for ‘home use’ 
and the prices at 
which they are sold 
offers much food for 
thought. 


necessary on his car, boat, radio or house, until today 
most men pride themselves on their skill as a work- 
man and rather boast of their achievements in inven- 
tive and creative mechanics. 

“They also learned that working with tools was an 
interesting, fascinating pastime affording healthful, 
moderate physical exercise coupled with complete 
mental relaxation. 

“To capitalize this viewpoint, collections of poor 
or medium grade tools have been placed upon the 
market. Many beginners have made the error of 
purchasing such an outfit, not realizing that regard- 
less of skill, a good job cannot be done with poor 
tools. To approach the finished work of a skilled 
mechanic, one should acquire and use the same high 
grade tools. These help you to overcome a major 
handicap. Skill in the use of good tools is chiefly the 
result of patience mixed with perseverance. 

“The cost of quality ‘Trade Marked’ tools is only 
slightly more than the cost of medium or poor grade 
substitutes. Considered from the_ standpoint of 
appearance and genuine utility good tools are a real 
economy, for, with proper care, they remain a source 
of pride and satisfaction long after the mediocre 
article has been cast aside.” 

Around the border of this letter and throughout 
the folder were illustrations, with prices of the fol- 
lowing tools (N. B.—Prices may have been changed 
since this letter was used) :— 


Each 
Disston Hand Saw D8 24 in. Cross Cut 8 pts... $2.80 
Disston Hand Saw D8 24 in. Rip 5% pts....... 2.80 
Disston Hand Saw No. 7 24 in. Cross Cut 8 pts.. 2.50 
Disston Hand Saw No. 7 24 in. Rip 5% pts.... 2.50 
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Stanley Smooth Plane, No. 514................ 3.60 
Dinmiew Tee Tamme; WO 1B... oo ec ccccccccces 2.30 
Stanley Block Plane, No. 220................. 1.35 
Collins Axe Pattern Hatchet, No. 2............ 1.25 
Kelly Flint Edge Axe, 3 lb. Handled ......... 2.25 
Hammond Hammer No. 12 Adze Eye Bell Face.. 1.15 
Buck Bros. Socket Butt Chisels, size %g........ .70 
Buck Bros. Socket Butt Chisels, size 42........ .74 
Buck Bros. Socket Butt Chisels, size “,....... 85 
Buck Bros. Socket Butt Chisels, size 1 in. ...... 95 
Russell Jennings Auger Bits, size 4% in......... .60 
Russell Jennings Auger Bits, size % in......... .50 
Russell Jennings Auger Bits, size 2 in......... .50 
Russell Jennings Auger Bits, size % in......... 60 
Russell Jennings Auger Bits, size *4 in......... .70 
Russell Jennings Expansive Bit, No. 71........ 2.00 
Vamos Mame Grill, NO. UGB... ccccccccccccss 2.75 


Millers Falls Ratchet Brace, No. 323—8 in. sweep 2.85 
Millers Falls Ratchet Brace, No. 1663—8 in. sweep 1.45 


B. M. Co. Rose Countersink, No. 10—% in...... 50 
Carborundrum Tool Grinder, No. 2—5 in. wheel. 6.00 
Plumb and Level, No. 00O—18 in. .............. 1.30 
Hurwood Brad Awl, No. 17—1%4 in. .......... .20 
Flexible Folding Rule, No. 804—4 ft. .......... 27 
Yankee Automatic Push Drill No. 44.......... 2.80 
Champion Screw Driver, 4 in. regular blade..... 3D 
Champion Screw Driver, 41% in. slim blade..... 32 
Champion Screw Driver, 6 in. regular blade.... .43 
H. S. & Co. Screw Driver Brace Bit, No. 10— 
PC. eeu ete ee aeete Sebo es wees 00 
H. S. & Co. Nail Set No. 10—3-32 ............ 10 
Nicholson K & F brand 8 in. half round bastard 
rr re 30 
Nicholson K & F brand 8 in. mill single cut file 
I each ated eee es eh dhs aad csi tant aah ae 20 
Perfection Folding Mitre Box ................ 3.60 
H. S. & Co. Utility Box No. 10 (Asst. Brads, 
I CE Ge cee eine 6 oo wks deés® 1.55 
Fox Combined Square & Mitre No. 3—10 in..... .75 
Disston Try Square No. 54%—6 in. ........... .60 
Yankee Spiral Ratchet Screw Driver No. 30.... 2.50 


Combination Pliers No. 247—6 in. Nickeled, 


cb on SCK AKO od Cheon ewweenes 1.50 
Combination Pliers No. 2010 Long tapered nose 

ar 6 abit wins ee OVIES ade bs aire oitere eee 4a 75 
Genuine Coes Monkey Wrench, 10 in. .......... 1.20 
Champion Handy Vise & Clamp No. 555....... 2.70 
Utica Bell Hangers Pliers No. 2050—7 in....... 1.85 
Utica Bell Hangers Pliers No. 1050—7 in...... 82 


Stillson Pipe Wrench Genuine Walworth 14 in... 1.35 
Jorgensen Adjustable Hand Screw No. 0—4 in... 1.40 


meee Carramme Comme € IR. . wc ccc ccc cc cccces .50 
Eagle Carriage Clamp 6 in. .................. 81 
Adroit Electric Soldering Copper ............. 2.00 


As a center piece for the inside of this attractive 
folder there were illustrations of household tool 
chests, combination work bench and cabinet and model 
work bench. Household chest with 18 tools at $16.00 
each, household chest with 24 tools, at $27.00 each 
and the combination bench and cabinet complete with 
52 tools at $112.50 each. 

This handsome folder closes with— 

“Here is presented an assortment made by repre- 
sentative firms, each article of a character best suited 
to the needs of the average householder. One and 
all, they are the same ‘Trade Marked’ tools which we 
sell every day to critical; skilled mechanics; any of 
them worthy to be in the kit or on the bench of the 
most expert mechanic. 

“All are reasonably priced. However, comparison 
is invited for even the inexperienced can readily see 
what a modest difference there is in the cost of good 
tools as compared with medium grades. 

“You are cordially invited to visit our store and 
inspect at your leisure the appealing display of tools, 
hardware and cutlery, as well as tool cabinets and 
work benches. You will obtain knowledge of genuine 
values that will amply repay you for the time used.” 

The foregoing assortment of tools for “Home Use” 
and the prices for which they are sold in one of our 
most competitive markets, offers much food for 
thought. 





Lengthening Life 


T is a sorry but nevertheless true fact that statis- 
| tics show the average life of retailers—that is of 

retail businesses—is only a little more than seven 
years. To be exact, the average for ten leading lines 
of retailing is given as 7.57 years. This is the aver- 
age for hardware at 7.9 years, shoes 7.4 years, rugs 
7.4 years, jewelry 7.2 years, groceries 7.1 years, dry 
goods 6.9 years, books and stationery 6.9 years, furni- 
ture 6.8 years, wall paper 6.7 years and clothing 6.4 
years. At the same time comes the corollary fact that 
one of the chief contributory reasons for retail busi- 
ness failures is the ever-increasing practice of price- 
cutting. In the endeavor to attract business, far too 
many retailers slash their selling prices to a point 
where there is not enough margin to enable them to 
live. Having attracted business, they find they are 
unable to hold it without a continuation of the same 
tactics. If there is any class of manufacturers who 
stand fore-front against price-cutting, it is composed 
of the manufacturers of advertised goods, to whose 
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every interest it is that their goods should attain 
maximum distribution which, in turn, calls for stand- 
ardization, if not maintenance, of prices. Standard- 
ized goods mean maximum profits and maximum 
profits goods are most tempting and interesting to the 
retailer ready to stock up. 

Price-cutting goes by epidemics. There must be a 
price-cutting microbe. When its poison begins to 
make itself felt in a city or community, it spreads and 
rapidly finds its feeding grounds with almost every re- 
tailer in that community. When such a thing as that 
happens, it is infinitely undesirable from the point of 
view of the manufacturer of advertised goods. There- 
fore he is naturally ready and anxious to do every- 
thing legitimate to prevent it. 

The retailer, then, who would have his business long 
outlive the 7144 year bugaboo, would do well to ponder 
on these matters and to consider the aided value of 
advertised goods to him from this point of view. 



















PREV REE SH yr Se ‘ . 

Zi See ey Gee Male Se RR Ae eT 8 Meee eee ee ee, ee a ee eens ia ite A in ‘ iS os . — . 
ne 3 SAT PD BRC ES Oe ST RISD TD sfc PP PEL RUTTER Cees bia Bib od id) ory = Mh SS bt gcse ted bm. ‘ ‘ - papieie be : be Cae Ei patti de Ri. ee ti e Bee eee eT Lee ee eee Te ORE a fhe tts oS ea Sanaa wpe a : : a 

yn Tee ep ad See Re Sh aie Ee ONO Bg ONE RO NT, a ERTL ) ee ae ae, SAT Cpe Pe OED REE See Pde ns Se eee ATE ee SO hy oe RM Me BLP ORI gt ORT PS Pee Sh ite eS 0 ie: had asin Si” tom Det aint «oA is a ele ies 

































May 6, 1926 HARDWARE AGE 71 








Now You Can Sell More 
Kite Giant Screw Plates 











This handsome all metal display rack 
with its four popular screw plates is 
not only a good sales proposition, but 


it’s a better buy. 
Screw plates, especially GeG@ant 


Plates, are good, staple, non-deterio- 
rating merchandise. Every hardware 
man knows it — every hardware 
man sells them, but mighty few let 
their customers know about it be- 
cause screw plates are big, clumsy 
things to display. 


But our new all steel rack takes 
care of that. It’s solid, un- 
breakable, yet fairly light, and 
only occupies a couple of feet 
of floor space. 


Write today for our special 
price. You will be surprised. 
We urge you to act now 
because we have many 


orders on hand and when Pi 


our supply of racks is _, 


=eeummmme disposed of, our vo 
Seeeaeee! §$special price will , 
— ao 


be withdrawn.  GTD 
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For Aleceata Sales 


Sell the AUTOMATIC 


Ixvery sale means a satisfied customer when 
you sell the AUTOMATIC INCUBATOR 
—and satisfied customers are your best ad- 
vertisements. AUTOMATIC INCUBA- 
TORS are known throughout the poultry 
world for their sure hatches, numerous 
conveniences, and easy operation. 
The AU TO- 
MATIC is_ the 
most perfect in- 
cubator built. It 
IS. self-operating. 
Temperature con- 
trol is positive 
and automatic— 
never a chance of 
overheating or 
underheating (the 
patented Revolv- 
eliminates this 
saves 
steps and unnecessary work—the cabinets 
are exceptionally well-made of genuine red- 
wood, and they are perfectly insulated. 





positively 


Chute 
danger )—the patented Cooling Rack 


Ing 





Oil Burning Brooder 








and greatest mhprovement in 
oil-burning AUTOMATIC Super- 
Heater. For safety, easy operation and perfect 
reflection and distribution of heat. this brooder 
is without an equal. The Super-Heater represents 
the best brooder value on the market and it is 
sure to gain instant recognition from your 
poultryman customers. 


AUTOMATIC Incubators and _ Brooders 
give continuous, dependable and profitable results 
always. They are built in a wide range of sizes 
and styles to meet the requirements of every pros- 
pect. They are nationally advertised in the 
Country Gentleman and other leading farm and 
poultry magazines. 


Write Today for Dealer Proposition 


AUTOMATIC sales bring neat profits. Write 
now for the AUTOMATIC catalog and our com- 
plete plan for making increased sales with larger 


profits. 


latest 
brooders—the 


Here is the 


= THE AUTOMATIC INCUBATOR CO. 


Dept. 217 Delaware, Ohio 





eg Automatic Super-Heater 
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The Parable of the Prodigal Son 


(Continued from page 33) 





He knew what he himself wanted. It was a real, hot- 
stuff party for this father and this son. So they had 
the party and I have no doubt it was a peach of a 
party. I am sure the Prodigal Son not only had 
learned a lot of new dance steps and a lot of new 
music, but I will wager that he told some of the ladies 
present stories that were very shocking. Of course 
they were shocked, but for weeks and weeks after- 
ward, all over the hills of that neighborhood, were re- 
peated the stories that the Prodigal Son brought home 
from the far country!!! 


% * * 


The parable does not tell us just what happened. 
You see, the Prodigal Son had received and dissipated 
his share of the estate. Well, I have an idea that the 
good old sport, his father, picked out one of the richest 
and most beautiful girls in the neighborhood and saw 
to it that the Prodigal Son was quickly married! I 
am sure he would not take any chances on his son’s 
again taking a journey into a far country. 


* * * 


As for the older son, to the end of his days, he 
bored everybody. Of course, he got married and his 
poor wife was a secret martyr. He was always telling 
her what he did for her, just as he had told his 
father what he did for him. This parable, with just 
a few alterations, could be changed from the Parable 
of the Prodigal Son to the Parable of the Son who was 


a Bore. 


One thing, anyhow, is quite evident. This older son 
did not know the first principles of salesmanship. It 
was quite important that first of all he should have 
sold himself to the old man and got that kid with 
which to make merry with his friends, but it appeared 
from the text that he was utterly lacking in selling 
qualities. He bored the old man to distraction and 
that is the real reason, as well as compassion, why the 
old fellow was so delighted when his younger son 


came home!!! 








“Dempsey ’I] get his when he goes up against 
Wills.” 

“Fat chance! They’ll never fight. 
isn’t going to fight anybody.” 

“He’s got to fight whether he wants to or not. 
And besides, he needs the money.” 

“T’ll just bet you—” 

Street corner jaw-hash? Nope. Just two 
hardware salesmen putting in the time between 
customers to the best advantage. 


Dempsey 
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56 Years of Service From 
Kive Saws 





service that such tools give when properly 

cared for are both exemplified in the accom- 
panying photograph of Edwin R. Scott of Norwich, 
Conn., and his eight Disston saws. The oldest of 
these saws, purchased in 1870, still is in use after 
56 years of service. The latest addition to Mr. 
Scott’s collection, the hacksaw at the right of the 
cut, was purchased only last year. Combined, these 
saws have given 251 years of service, and, as will 
be noted from the photograph, even the oldest is 
still in good, usable condition, although it has been 
filed to a point by repeated sharpening. 

“T have been using saws for 60 years,” Mr. Scott 
says in a letter to Henry Disston & Sons, Ino., of 
Philadelphia. “The saw I am sending I got in 1870. 
I think it is as good a saw as was ever made.” 


GOOD workman’s pride in good tools and the 





They Don’t Cash Checks 


HARDWARE dealer in Jacksonville, Fla., 
A who had been bothered more than usual by 

people asking him to cash their checks, put 
an end to the nuisance without much trouble. He 
hung up a neat little sign in his store worded as 
follows: 


“We have made arrangements with the Banks, 
whereby we will cash no checks and 


they will sell no hardware.” 


The pointed way in which the sign was worded 
made it almost impossible for anyone to muster up 
enough courage to ask to have a check cashed after 
reading the sign. And by putting it in a very prom- 
inent place it was a certainty that few would enter 
the store without seeing it. 


HARDWARE 


AGE 


All 
refrigerator— 


no fads 


The Challenge is a first class refriger- 
ator, as every body knows. 


You'll find th@t it possesses every 
worth while — that a good 
refrigerator needs. : 


But it doesn’t go in for fads that 
simply add to the cost. 


That’s why the Challenge dealer has 
the edge on refrigerator values in his 
town. 


In your town, why shouldn’t it be you? 


Write us or your jobber, about putting 
in the line. 


Send for Catalog 


Write your jobber or us. 
See cuts and sizes in 
Hardware Buyers Cata- 
log and Directory. 


Challenge Refrigerator Co. 
Grand Haven 


42 years of constantly improved products 


Michigan 
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everStain 


Sanitary Aluminum Handle Cutlery 








Cork-filled Sheet Alu- 
minum Handle. Heat 
proof and impervious 
to moisture. Will not 
loosen. 


STAINLESS 














Hyco Brand Cutlery meets every a STEEL BLADES 
practical kitchen need. ¥ 
Si No. G3500 Kitchen Set. 
Made by cutlery experts. Backed ‘S Contains 5 practical 
. : La itchen Tools, all o 
by afty a 17 Stainless Steel with 
Stainless or carbon steel. Black, t ion petsahed, cor ies 
white glazed or friction-burnt maple i Sade tx attvaabiee 
handles. li display box. 
Ask your jobbing connections about Bc: 2st He Satee Sonny ae 
this quality line. Ne. G3500 Kitchen Set obber. 
HYDE MANUFACTURING COMPANY THE ONTARIO KNIFE COMPANY 
Southbridge, Mass., U. S. A. Franklinville, New York 























Here is the beginning of a crowd looking at this interesting window. This window appeals to men, women and the boy who will 
soon le shaving. To the man or woman who uses a Gillette Razr it will furnish a reminder that they need Gillette Blades. 
More than that, it will suggest shaving soaps, lotions and talcum powder. Display the lower priced Gillette Razors with this 
and you will bring in the crowd on the outside. Of course, a few razors on your counter will make the tie-up complete. 


Gillette Safety Razor Co. Advertising Dept. Boston, U. S. A. 
2 SS SS OF eS oe ee Se a a a a a ee ee a a Se Se a a OS GE a Se OS a Oe SR Se GS ES SS a me oe Sk Oe Ge GS Ge Ge ae et Ge ee ee oe a ee ee oe ae 
Send us Gillette Display Number 2-HA.. 
IN: «tee dea aitniens sh Mihail aieh heeled ssce see ee TE, ccc veme 06 smd esis ote o> teaalenin wedecdaebetestthiecent daes 
Dl Ghbhecdtenebhneee ehhe se bbe bee wien dwedad débnne bbe dah ¢00cnneeesteces + er 
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CUTLERY 











MERCHANDISING IDEAS 


4 7 








NEW ITEMS 











Proper Assortment Necessary 
to Obtain Results 


r = best way to obtain results in 

selling pocket cutlery is to first con- 
struct an assortment suitable to your 
location and opportunity. This assort-; 
ment should include patterns of a 
proper price range so selected as to fit 
the requirements of each kind of cus- 
tomer in your community. Knives 
bought in a haphazard way frequently 
bring only infrequent and haphazard 
sales. Another case of “As Ye Sow, 
So Shall Ye Reap.” 





New Wales Can Opener 


Is Self Adjusting 


The Wales’ Self-Adjusting Can 
Opener is made by Wales Wilson & Co., 
120 West Forty-second Street, New 
York City, and distributed by George 
Walter Davis, 258 Broadway, New 











York City. With this device it is not 
necessary to pry or force the can lid. 
It is said to remove all danger of cut- 
ting fingers, regardless of the shape or 
size of the can. 

To operate, the handles are opened, 
the rim of the can inserted between cut- 
ter and roller, and the handles closed. 
The handles are held in the left hand 
and the key turned with the right hand. 
A few turns of the key will sever the 
top from the can. Occasional oiling of 
the Wales Can Opener will insure long 
life and usefulness. 

The hook end on one of the handles 
provides a crown bottle opener. The 
point on the other end of this same 
handle provides a means for piercing 
a milk can. 


Elyria Firm Offers Men 


Complete Shaving Service 
R AZORS, razor blades, strops, hones, 








shaving brushes and safety razor 
blade sharpeners have always been reg- 
ular features of the cutlery department 





of the Standard Hardware Co., Elyria, 


Ohio. When a man bought a safety 
razor he was sold an extra dozen blades 
and invited to use this store as head- 
quarters for blade replacements. This 
firm realized that it was losing some 
of its rightful blade replacement busi- 
ness to other stores where shaving 
cream, face lotions and after shaving 
powder was obtainable, so when the 
Standard Hardware Co. moved into its 
new and very modern store the cutlery 
department included a complete shaving 
supply service for the men of Elyria. 
This includes three or four popular 
brands of shaving cream, soap and 
powder, the same amount of face lo- 
tions and of after shaving powders. 
This merchandise carries a fair margin 
and while the gross annual sales on cos- 
metics is not overwhelming the sales 
show a profit and razor blades sales 
have shown a very definite upward 
trend. Many men thanked this hard- 
ware firm for adding these lines. This 
is a good tip, for we all know that men 
prefer to buy at a hardware store if 
possible. The Standard Hardware Co. 
buys these toilet articles for shaving in 
dozen lots, getting a small trade dis- 
count, sufficient to offer a net profit 
during the year. 


Boy Scouts Are Prospects for 


Camp Cutlery, Knives 


OY SCOUTS must “Be Prepared,” 

and you should be prepared to 
help them live up to their obligations. 
Each one needs the regulation type of 
knife approved by the national organi- 
zation. This is a familiar model with 
large blade, combination bottle opener 
and screw driver, reamer and can 
opener. incased substantially and hung 
on a swivel to fasten on the Scout belt. 
Several knife manufacturers make up 
this model and many of them bear the 
Boy Scout insignia and motto. Each 
Scout will be going’on hikes and on 
camping trips. For this he will need 


an inexpensive outfit of table cutlery |. 


and a few nieces of heavy duty kitchen 
cutlery. You could profitably circular- 
ize your local troops and _ individual 
members for this trade. It will lead to 
the sale of many other items not in the 
cutlery department. You can easily 
play up the “Be Prepared” idea, but 
make sure you are yourself prepared to 
serve this active spring need on cutlery. 











Triple Cutlery Sales Volume 
Putting Display Up Front 


DDIE DENECKE, the sales man- 

ager for James & Hawkins, Inc., 
Jamaica, N. Y., realized that his table 
cutlery sales volume could be increased. 
He put a showcase containing a full 
assortment of stainless steel, bone han- 
dled table cutlery just inside the door 
in such a position that each person en- 
tering necessarily noticed the cutlery 
case. In four months the sales from 
that case were tripled, and, as Eddie 
Says, you know how attractive cutlery 
margins are. 





Anchor Brand Kitchen Set 
by Lamson & Goodnow 


Among the kitchen sets made by 
Lamson & Goodnow Mfg. Co., Shel- 
burn Falls, Mass., is set No. 10, con- 
sisting of six useful pieces of kitchen 
cutlery. This includes one paring knife, 
one pot fork, one household knife, one 
pastry knife, one lunch knife and one 


fo held a Kea Cutting Eage... 
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bread knife. The blades are made from 
specially selected steel finished and 
tempered. Handles are made from 
genuine cocobolo wood. The company 
guarantees every blade to hold a keen 
cutting edge. The kitchen sets made 
by Lamson & Goodnow Mfg. Co. bear 
the company’s brand name of “Anchor.” 
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Showing front and back views of the knife display easel 
successfully used by Ed Ferguson in the cutlery department. 
s 


Special Display Easel for Knives Boosts Sales 
for Ed Ferguson’s Cutlery Department 





Hardware Co., New York City, has his cut- 
lery department in the front of the store. He 
says that proper display and assortment will enable 
the hardware dealer to sell cutlery without effort. 
Herb Pfarr, who trims Ed’s windows, made up this 
special display easel for pocket and jack knives. He 
makes them from cardboard as can easily be seen 
in the cut. The display surface is seven inches long 
and four inches wide. A green or blue colored piece 
of cardboard is used for contrast in front. Strength 
is provided by regular smooth finish corrugated board. 
e support is a strip of board fastened with an or- 
dinary pin. The price card space measures two inches 
by one inch. Every knife display easel used in the 
showcase or window of the Tremont Hardware Co. 
bears a visible price. The visible price card is an- 
other important merchandising factor in the sale of 
cutlery, Mr. Ferfuson tells us. 

You will note the card also bears the model number. 
You will find about three dozen of these display easels 
in use at the Termont Hardware Co. store. The knife 
is easily fastened to the easel with a piece of thin 
wire. The oval display section is a light grey. The 
color scheme could of course be altered to suit in- 
dividual tastes. 


FA iteraw FERGUSON, owner of the Tremont 


Silverman Asked Every Man to Buy a Knife 


and Every Woman a Pair of Scissors—for 30 Years 


women paid the full rent of the Silverman hard- 
ware store, Third Avenue and Forty-second Street, 
New York City, for thirty odd years. J. Silverman, 
now retired from the business, made it a practice to 
ask every man to buy a knife and he asked every 
woman to buy a pair of scissors, regardless of the 
demand which brought them into the store. He waited 
until the original purchase was made, then inquired 
about the cutlery items. Of course Mr. Silverman did 
not sell every man and woman. When you consider 
that Third Avenue and Forty-second Street rent comes 
high, you readily appreciate the amount of scissors 
ana pocket knives this store must have sold. The 
Silverman cutlery department is up front where it 
should be. Today the nephew, M. Silverman, shown 
in the picture, conducts the business. All day long 
this revolving cutlery case does its stint turning 
slowly so that the pedestrian traffic on Third Avenue 
will see the full selection of knives offered for sale. 
Each bears a number and some are priced visibly. 
The senior Mr. Silverman made a real hobby out of 
his cutlery department. He has been quoted as saying 
that he would rather sell a man a knife or a woman 
a pair of scissors than almost any other item in stock. 
When people talk about competition on cutlery in the 
big cities Mr. Silverman laughs and says “You can sell 
cutlery if you ask people to buy it. Ask them with 
your displays and when you are talking with them.” 


G ‘wom of pocket knives to men and scissors to 
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This revolving knife —- is a permanent feature in 


front of the Silverman Hardware Store. It can be seen from 
across the street and is visible for a block or more in both 
directions on its own side of the street. 
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Sure to sell on sight. 
Absolutely safe in pocket and in use 
or convenience you can’t beat it 
Easily operated with one hand. 
he safety slide locks the button. 
ou can't afford .o be without it. 


rence FVERLASTINGLY SHARP marc 
Schrade Cutlery Co, 


Manufacturers of Superior Pocket Knives 

Factories: Walden, N. ¥. a. Y. 
Main Office: Walden, N. 

ORDER THROUGH YOUR JOBBER bo DIRECT 

















Use in 
Gillette type 
Holder 







“RADIUM” 
BLADES 


are 
Nationally 
Advertised 
















Customers 
will come to your 
store and ask for them 


Radium Blades have won instant favor in the 
Hardware trade. Live dealers sell them to an in- 
creasing patronage. We are helping dealers by 
sending customers to their store by advertising 
to the 2,900,000 readers of the 


The Saturday Evening Post 


Advertisements appear continuously and refer the 
consumer to the dealers who sell Radium Blades. 
Radium Blades are made of the famous Swedish 
razor steel and surpass in long lasting quality any 
blade ever produced. 


Dealer Helps 
Send for Posters like the one pictured 


here. Folders, Cartons, Electrotypes for 
newspaper advertising furnished on re- 
quest. 


OTTO ROTH, Inc. 
The Radium Cutlers 
11-15 East Runyon Street 
Newark, N. J. 


















GENCO 
No. 200-D. 


Twelve in 
blue and yellow 


display box. 


Order through your wholesaler 
Geneva Cutlery Corporation, Geneva, N. Y. 





Display Stand 


f VEC With Easel 


for Window or Counter 









With Orders 
g EM —— 
Butlt-in € Quality Ki tch en 








CHIEN TOOLS "VEO ee Tools 


Vaughan’s new Si- 
lent Salesman is 
the most attractive 
merchandise dis- 

play stand ever pro- 
. duced for Kitchen 
Tools. With Easel 
Back, attractive in 
design and color 















wan KNIVES ig 
HANGERS? oe MAKERS: 











a Hangers’ Kaife 






A MURPHY 


“Stay ere : 







Rebert Murphy’s Sons Co. 
Ayer, Mass. 

























Dealers are doing it po the Dazey 
“Sharpit.” It puts a keen edge on any- 
thing——knives, scissors, sickles, tools. A 
qaick and ready seller—and a profit 
producer 


DAZEY CHURN & 
MFG. CO. 
4301 Warne Ave. 
St. Louis, Mo. 








combinations; 18 

inches high, 15 

inches wide, it car- 
ries six kitchen 
Tools and sells 
them. 


This display 
stand is a new 
way to sell Kitch- 
en Tools. It will 
help cut your sell- 
ing cost, thereby 
increasing our 
profits. It will be 

free with orders for Vaughan-Made Kitchen Tools, the 
“No-Chip” Stay-White Handle Line. 


We make perfect Kitchen Tools for se and help you sell 
them. That’s why Vaughan Kitchen Tools will make friends 
and profits for you. 








Write for Free Samples 


Vaughan Novelty Manufacturing Co. 
3211-3225 Carroll Avenue Chicago, Illinois 
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corking 
good 
capper”’ 


Wearing parts are of high carbon 
steel. Power with endurance and speed. 
Meets all requirements for quantity 
home bottling. Sells at sight and nets 
you more than the usual profit! Caps 
any size bottle. 

Our big national advertising campaign 
is telling the housewives of the country 
how they can now cap their bottles of 
home-made Grape Juice, Hires’ Root- 
beer, Ginger Ale, Catsup, etc., quickly 
and economically with the Everedy 
Capper. 
Our superior dealer service helps you 
make sales. Write today for free cut 
sheet and other selling helps. 


w =EVEREDY at-steet CAPPER 


Retails at 
No. 100 Special. Plain Base—plain handle . .$1.25 
No. 100-S Special. Plain Base—spring 












SE HO ou cs .dth.b i dakddaee den oe $1.25 
No. 101 Padded Base—plain handle...... $1.50 

S No. 101-S Padded Base—spring handle 
Se oma die Cikmeeiads oan $1.75 


The EVEREDY CoO. 
Frederick, Md. 


Manufacturers of the Everedy Strainer Set. 
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‘*Play Ball!”’ 


IFTS we give are sure to please 
The ones we give to, more, 
F they be wisely purchased from 
I A modern hardware store; 
OR useful things will make a hit, 
Wherever they may go;— 
HE lucky ones who get them, will 
T Be gratified, I know. 
O why not try, you hardware men, 
To make a neat display, 


F some attractive goods you stock ?— 
Don’t hide them all away! 
OR if you never advertise 
Your wares—and show them, too,— 


NFAIR, indeed, it is, to say, 
(As many of you do) 
HAT folks refuse to buy their gifts 
' From hardware men, but go 
NTO department stores, and “such,” — 
That always make a “show.” 
AY out a plan to get this trade, 
And take a tip from me,— 
F you would sell your share of gifts, 
You’ve got to make folks see— 
HAT Mother’d be delighted with 
A lamp, or coffee pot ;— 
OUNG Billy would be pleased, indeed, 
To get an “icy-hot” ; 


The things that make them glad; 
ND maybe they’ll reciprocate, 

With tools, for dear old dad! 
EMEMBER, too, it’s good for both 
Your customers and you;— 

O what you will,—the cost comes back, 
And brings a profit, too. 
HATEVER time it takes to tell 
The folks why they should give 
HARDWARE gift,—is time well spent ;— 
Results will help you live! 
E-ORDER, then, and hire some clerks, 
R To gather in the “dough” ;— 
NJOY the thrill of selling gifts ;— 
E You’re ready now,—let’s go! 


| EREAFTER, then, these two may. get 








How can we explain the way to use enamel, if we 
never used any? How can we explain how easily a 
lawn mower runs, if we never pushed one in actual 
use? In fact how can we sell anything intelligently, 
that requires explanation as to its use, if we have 
never used it or have seen it used? True, we can 
sell them, but, if we know our goods merely as mer- 


'chandise, can we give the personal touch, the service 


that we should? Some of us have no chance to push 
a lawn mover, or use many other of the items carried 
in a hardware store, but we should be familiar with 


as many of them as possible. 
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Tackle Fishing Tackle 


ES, now is the time to tackle the fishing tackle 

business. Just a little before the fishermen in 
your locality get that itching of the palm for the old 
fish rod is the proper time for you, Mr. Hardware Man, 
to get out the rods and reels and all the things fisher- 
men love, for their inspection. From now on, talk 
fishing to every fisherman who comes into your store. 
Some of those fellows will tell you that it is too early 
to think of fishing yet, the ice hasn’t even gone off 
the brooks. Perhaps, you too, think it too early. 
Take a look at the April editions of the sporting 
magazines. You will find them just filled with fishing 
tackle advertisements. However, don’t forget about 
that early bird we hear so much about. Early dis- 
plays and early sales make a profit for you just as 
well as the sales made later on. If you don’t believe 
it, just try it. It costs nothing but the effort and 
it really is surprising how much fishing tackle can 
be sold before the official season opens, if we but just 
start displaying and talking tackle. 


As the fishing season gets a little nearer, another 
good plan to stimulate the tackle business, is to offer 
a reward to the fisherman in your town who brings 
in the largest fish of a certain specie for the season. 
Offer a worthwhile reward, too. They won’t even 
bother to bring in their catches if it’s only a $1 bait. 
Give them a real honest-to-goodness rod or one of 
your best reels. Do you think this sort of thing 
doesn’t pay? Just try it for one season and see. 
It gets you a lot of publicity by means of the news- 
paper write-ups, and it gets the fishermen into your 
store with their catches and to swap stories. Those 
story swappers are most certainly good prospects for 
sales. 

To make a success of the fishing tackle business, 
a man should first be a real fisherman himself, so 
that he can talk “fish”; and secondly, he must make 
his store “Fishermen’s Headquarters.” 





Arguments 


FEW days ago I happened into a hardware store 
where two of the clerks had evidently been hav- 
ing a rather lengthy argument on some subject and 
it had become rather heated. It so happened that 
there were no customers in the store at the time, but 
upon my entrance the argument continued just the 
same as though the settlement of the question was of 
much greater importance than a mere customer. 

I am a clerk myself and I have had arguments with 
other clerks, we all have our differences of opinions, 
but I can think of nothing more disgusting than to 
see two clerks arguing while a customer has to wait. 
It does the store more harm than anything I know. 
This, however, is not always wholly the fault of the 
clerks any more than are the actions of a spoiled child. 
Truly they should know better, but it also shows a 
lack of proper “bringing up” by the employer. 

“When staging a debate, charge admission.” 

WALTER D. MEANY. 
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ARCADE 


HARDWARE 
and TOY 


Lemon Squeezers of Merit 














X-RAY LEMON SQUEEZER 


Arcade Lemon Squeezers are built strong for long serv- 
ice and hard use. Simple in action and durable, they 
are necessities at all times. Cuts above illustrate two 
types of Arcade Lemon Squeezers. The X-Ray is for 
household use, and can be furnished with either glass or 
aluminum cup. The Arcade is especially adapted to 
fountain and counter work. The cup is made of cast 
aluminum, to resist the acid of the lemon. Also con- 
tains a strainer to prevent seeds from getting into the 


glass. 


Ice Tools-For Summer Sales 


No. 325 


, No. 13 


1 No. 50° , 


Arcade Ice Picks are what is known as needle point Ice 
Picks. The blades are made of the finest steel, carefully 
ground to a needle point and hardened. Our line in- 
cludes Ice Picks and Ice Shaves, for household, res- 
taurant, and hotel use. 

Write your jobber for prices. Ask us for catalog. 


ARCADE MANUFACTURING CO. 
Freeport, III. 
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From One 
Hardware Man 


to Another 


No. 3 


Dear Jim: 

Well Jim, it looks as 
though you are now as big a 
booster for the Classified 
Opportunities Section as I 
am. More power to you! It 
doesn't do a bit of harm to 
be enthusiastic over some- 
thing that is really worth 
while. 


Mr. Blake, 
interested in a factory here 
in town. He is going to put 
an ad in- Classified Opportu- 
nities for sales representa- 
tives. After our experience 
I'm pretty sure he is going 
to get plenty of inguiries 
from men who know their 


my Boss, is 


business. 


Well Jim, I've been 
reading some good dope in 
Hardware Age and I want to 
finish before I go to bed so 
I'll close. Drop me a line 
when you find time. 

Your friend, 

Tom. 

The wife says: 
"Thanks for the 
regards." 


A Word to the Wise Is Sufficient 
Classified Opportunities Section 


Ne ee eee 
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New Notes 


ECENTLY, at a typical musicale event in New 

York, the blasé concert goers were astonished 

and pleased by a musical selection which called for a 

new musical scale going as far as sixteenth tones. One 

of the musical instruments employed was a harp-zither 
which has ninety-seven tones to an octave. 

We come to look upon certain things as indivisible, 
and as having reached their highest perfection. The 
musical octave is one of these; the typical seller of 
merchandise is another. Your pianist will explain an 
octave to you as composed of twelve keys, seven of 
which represent whole tones and five of which rep- 
resent half tones. He or she cannot comprehend any 
other kind of octave; and yet here it is perfectly pos- 
sible to get a musical instrument capable of giving one 
as many as ninety-seven tones to an octave, and who 
knows but that even this number can be increased a 
hundred per cent? 

Similarly, ask a typical sales person behind a coun- 
ter what comprises his or her selling octave, his or her 
day’s work, and you will hear listed for you the typ- 
ical activities of demonstration, selling argument, sales 
recording, stock arranging, and the like. But keen 
competition in the musical world has required that 
someone reach out and amplify the stereotyped octave; 
and it is just as certain that keener competition in the 
retail selling field will sooner or later require newer 
and better types of sales effort. Indeed, it is already 
requiring them. One evidence is in the pleasing prac- 
tice of sales persons leaving their customary places 
behind the counter during the dull hours of the day 
and going out from the store for house to house sell- 
ing, in direct competition with the itinerant peddler. 

Another thing which is sure to break up the tradi- 
tional octave of retail salesmanship is sure to be the 
necessity for a greater knowledge on the part of those 
who sell of the goods which they are selling. To- 
morrow is not going to allow a sales person to slur 
over the vastly important selling notes which relate to 
the methods of manufacturing much the same as an 
unskilled violinist might the notes of the music before 
him Which he does not fully comprehend. 

How about your selling octave? Are you of the harp- 
zither type and prepared to elaborate to ninety-seven 
tones? 





Congratulations 


Dear Mr. Soule: 

We wish to congratulate the HARDWARE AGE on 
its wonderful automobile accessory number of April 8. 
We found the various articles chock full of ideas and 
arguments why the hardware dealer should make 
greater efforts to secure more automobile accessory 
business, which is rightfully his. 

We have called attention to the April 8 number of 
HARDWARE AGE in a special bulletin issued to our sales 
organization and we trust that the good results of 
publishing a special number on automobile accessories 


will be far reaching. 
THE KRUSE HARDWARE CO. 
B. N. Kirstein. 
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Better Buying 


RECENT writer in The Saturday Evening Post 
took up the subject of the uneconomic waste 
which is resulting throughout the length and breadth 
of our country as the result of the thoughtless- 
ness shown by store buyers for manfacturers’ and 
jobbers’ salesmen when the latter call upon them. Just 
because a salesman is not directly in one’s own employ 
is no reason for believing that the forcing of a need- 
less waste of that man’s time and efforts does not 
seriously affect the general economic scheme of things 
and, more frequently than not, one’s own pocket-book 
through an increase in manufacturing costs. 
Few stores can afford not to encourage the calling 


upon them of salesmen with new types and lines of - 


goods. Yet few bits of information travel faster than 
that which says: “At Smith’s store their buyers waste 
your time. Go see the live-wire stores first and see 
Smith’s only if you have time after that.” 

One big New York department store has long since 
seen the wisdom of encouraging the calls of manufac- 
turers’ and jobbers’ salesmen and of conserving their 
efficiency to the maximum possible amount when they 
do come. The result is that this store knows of every 
new line of merchandise which could possibly interest 
it as quickly as its most fortunate competitor. This 
store realizes that if these traveling salesmen did not 
bring their merchandise to it, it would have to send 
its own buyers out literally to the ends of the earth to 
dig up the novelties and new features upon which 
its own continued existence must depend. 

It should be quite as practical a thing for a manu- 
facturers’ or jobbers’ salesman to make an exact ap- 
pointment with a store’s._ buyer with as much con- 
fidence that the appointment will be kept as if he had 
merchandise to offer which that buyer knew he must 
put on his counters. Competition is too keen these 
days to endanger not linking up with every possible 
big-selling new line of goods. 





Meeting Competition 


Dear Mr. Soule: 

My greatest problem is: 

Meeting competition through buying associations, 
corporations and other companies primarily engaged 
in manufacturing or public service who distribute 
without profit to their employees. 

Should these organizations have access to the Hard- 
ware Jobbers Stock, which to a large extent is the 
product of the retailer’s efforts. To what extent are 
we justified in asking the jobber to close his books 
to the above organizations. 

This question is now before the Pittsburgh Associa- 
tion. Also it was suggested that we investigate 
thoroughly the mail order, department store and chain 
store methods. 

Is the difference in the financial organization of 
any consequence? I would like to have a financial 
statement of Sears & Roebuck and some high classed 
department store and chain store for the purpose of 
this investigation. 


R. J. SHATHEARN (Signed) 
Wilson, Pa. 
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Only Shakeproof Has These 
Twisted Teeth 


Your product can be permanently insured 
against loose connections by the twisted teeth 


_of the Shakeproof Lock Washer. 


These twisted teeth form a positive and a 
multiple lock. Six to twenty in each washer 
(according to size) are equally distributed 
around the diameter. Constructed of Clock 
Spring Steel and set at a proper angle, they 
imbed themselves in both nut and work. 

Each tooth forms two positive locking 
points. 

In this scientific way, Shakeproof is made 
a genuine lock washer—gripping like a husky 
bull dog, tightening with vibration. 

Think what that means to you manufactur- 
ers and dealers! 

No more loose connections on household 
and electrical goods, light and heavy hard- 
ware—specialties and staples. 

No more servicing because of loose connec- 
tions—no more customer complaint. 

From the production standpoint, note these 
further superiorities: . 

Tangle proof (no useless untangling). 

Spread proof (more qualitv insurance). 


Free samples prove the savings. 


Be sure and ask for the Shakeproof Locking Ter- 
minal (Type 20). Lock washer and terminal in one. 


A postal—now—brings free shop test samples. 


1 aE 


Type 12 Tupe 15 


Type 20 


Shakeproof Lock Washer Co. 
2505 North Keeler Ave. Chicago, Ill. 





ype 11 
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Retail Store News 


The information contained in the following items, while com- 
piled from sources which we believe to be reliable, has not 
been verified in all instances by ourselves. 


P. C. Philip, in the implement business at Powlun, Minn., has 
acquired the retail hardware business P. . Smeitaa had in 
that city. 

Cc. L. Fuller is now operating a retail hardware store at 
Isabel, S. , 

George McCreary has succeeded to the retail hardware busi- 
ness of Charles Austin at Romulus, Mich. 

D. N. Johnson is now operating a grocery and hardware store 
formerly conducted by Wetherbee Bros., at Marshall, Minn. 

Fehr Bros., Bonfield, Ill., is reported as planning to discon- 
tinue their hardware, stove and implement business in that 
city. 

The Brightwood Hardware Co., 430 North Main Street, Spring- 

field, Mass. of which J. Fieldstein is the General Manager will 
shortly move to larger quarters at 438 North Main Street, that 
city. The company also plans to add a line of electrical supplies 
and radio appliances. 
_ H. Ross, 202 Canal Street, New York City is reported as hav- 
ing been assigned the stock of floor covering and oil cloth of 
David Horowitz, in business at 262 Madison Street, New York 
City. 

The Buck & Benny Sporting Good Store has been established 
at 127 West 10th Street, Plainfield, New Jersey. 

The Lancey Hardware Store, Pittsfield, Me. was recently 
seriously damaged by fire. 

Reindel & Valdes, in the hardware and building supply busi- 
ness at Roselle Park, New Jersey have plans underway for the 
erection of a new building at 2012 Chestnut Street, construction 
work to begin in September. 

Hawks & Williams, Inc. has recently been organized with a 
capital of $25,000 at Norline, N. C 

The Ralto Hardware & Paint Co., 406 West Boylston Street, 
Webster, Mass. is now established under a new name, The 
Majestic Hardware & Paint Co. 

Henry Parkins in the hardware and furniture business at 
Roscoe, Pa., recently suffered a fire loss of $50,000. 

The Burton Hardware Co., Inc. of which J. R. Burton is Man- 
ager, Radford, Va., in the hardware and harness business in 
that city, is reported in the market for new display counters 
and showcases. 

Cecil W. Perist in the hardware business at West Grafton, 

Va. will shortly erect a new two story building on the 
corner of Walnut and Dorsey Streets, in that city. 


William R. Zimet in the furniture and housefurnishing busi- 
ness at 540 South Clinton Avenue, Trenton, N. J. recently 
suffered a fire loss of $3,000. 

The Lincoln Hardware & Housefurnishing Co., 287 George 
Street, New Brunswick, N. J. will shortly open with a new 
store at that address. 

. F. Bazeltine has established a new hardware and paint 
store at Slippery Rock, Pa. 

J. Hoffman will shortly open a new hardware and electrical 
supply store at 1361 Church Avenue, Brooklyn, 

The Watkins Hardware Company, Inc., at Henderson, N. C. has 
been reorganized following the death of the former proprietor, 
William C. Watkins. The business will be continued under 


_the ownership of tie three brothers with A. S. Watkins as 


Manager. 

The Eastern Supply Co., has been organized and incorporated 
in Cleveland, Ohio, with a capital of $10,000, by E. C. Wagnitz 
and associates. It is planned to establish a hardware, sport- 
ing goods and auto accessories store at 3135 Coleridge Road. 

Withite Blackburn Hardware Co., 216 South Gay Street, 
Knoxville, Tenn., has succeeded to the retail hardware busi- 
ness of the Wilhite Simpson Hardware Co., at that address. 

A. H. Leonard, in the retail hardware business at Trenton, 
Ill., is reported as planning to close out and discontinue busi- 
ness at an early date. 

Fred Hughes has acquired the hardware store formerly owned 
and operated by F. A. Craig, at Darlington, Wis. 

W. C. Foster has succeeded to the hardware business of 
J. W. Van Syckle, at Vermont, III. 

J. M. Holmes, in the retail hardware business at Pueblo, 
Colo., operating under the firm name of the Holmes Hardware 
Co., has acquired the business and good-will of the Crancer 
Hardware Co., at Leavenworth, Kan. 

The Kuhnen & Seegrist Hardware Co., Highland, Ill., is now 
remodeling its store and will install a complete and modern 
store lay-out plan. 

The Petersburg Hardware and Implement Co. has recently 
been organized and incorporated in Petersburg, IIl. It is 
planned to establish a local store, dealing in general hardware 
and implements. 

Morehouse & Wells, wholesale and retail hardware dealers, 
Decatur, Ill., have plans underway for the establishment of 
a local retail branch store within the next two months. 

The Hunter Muhibach Hardware Co., 430 East Long Street, 
Columbus, Ohio, announces that Tudor Wilson has purchased 
an interest in the business and will hereafter be identified 
with its management. 
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. This 24-page booklet with its illustrations will help 
you select the proper bath room trimmings for either 
the humble bungalow or mansion. Our ‘‘SNO-WITE”’ 
products, numbering more than 200 items, include 
both surface and recessed type trimmings, medicine 
cabinets and mirrors. 























The most important room in the home can also be 
the most beautiful by equipping with ‘““SSNO-WITE”’ 
Bath Room Trimmings. 

“SNO-WITE” trimmings are made of enameled 
iron, finished in glistening, vitreous porcelain enamel 
under a special process originated by us. 


Originators of Porcelain Enameled Bathroom Trimmings 






AMERICAN ENAMELED 
2101 INDIANA AVENUE. 
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PRODUCTS COMPANY 
CHICAGO, ILLINOIS 
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All Is Not Bad 


MONG fire department officials there has been 

much laughter at the expense of the fire depart- 
ment of the city of Tulsa, Oklahoma. It seems that 
one of the members of that fire department recently 
rushed into his fire house screaming that one end of 
the city was aflame. The alarm was given, the appara- 
tus turned out and rushed towards the threatening 
glow. But, when they arrived at the locality where the 
fire was expected to be, it was found that the glow had 
been caused by nothing more serious than a beautiful 
sunset. 

The one word which is almost certain to make the 
average retailer or retail clerk shudder is the word 
“Competition.” To them, competition is something 
akin to a threatening conflagration, something which 
is just about to swallow them up. The mere fact that 
our economists tell us that competition is the life of 
trade means nothing whatsoever to them. And yet, 
why is it, if they fear competition so much, that re- 
tailers continue to flock together? Why is it that in- 
stead of locating their competing stores as far as 
possible from each, the retailers of each line of busi- 
ness tend to locate their establishments just as near 
to each other as is possible? It is because they know 
the consumer will do a certain amount of shopping 
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Styles ‘‘Graham’’ and 
‘*“A’’ All Steel, Prac- 
tically Indestructible. 
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20 Hand—4 Horse—3 Motor 


structible. 
Send for No. 25 Catalog and Discounts 
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31st and Chestnut Sts., Philadelphia, Pa. 
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‘PHILADELPHIA 


Genuine ‘PHILADELPHIA Lawn Mowers 
Mean Genuine Satisfaction 


Genuine * PHILADELPHIA’? Lawn Mowers 
please every user because they are everything real 
lawn mowers should be. 

Remember, a satisfied customer is an asset that - 
means future profit, When you sell Genuine 
* PHILADELPHIA’’ Lawn Mowers you make 
more than the profit of the sale. 

Your customers want good value. Then insist 

them having the “PHILADELPHIA” 
with the highest reputation : 
all over the world. 


Two New Styles—“Graham” Golf and “A” Golf. The only all 
steel Golf Mowers on the market. 8 Blades, Practically inde- 


The Philadelphia Lawn Mower Co. 


“The Original People in the Lawn Mower Business Since 1869’ 
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about anyway and the competing stores which are 
nearest to each other are certain to attract the great- 
est number of such shoppers. The ideal locality for 
retail merchandising would certainly not be the one in 
which only one retailer in each line was located. Cer- 
tainly under such conditions each retailer would not 
get 100 per cent of the trade in his line. There would 
always be an increasing percentage of those persons 
who felt urged to look elsewhere, even though it 
meant a special trip to the next important shopping 
center. 

Indeed, there is no one thing which can better in- 
sure that a retailer and his clerks will continually keep 
up on their toes, ever growing and developing as mer- 
chandisers, than the right sort of competition. This is 
so if for no other reason than because the public be- 
lieves that competition benefits it. Stores of one type 
located near to each other will usually attract more 
trade than more stores will which are located in iso- 
lated places. Competition is the father of Quick-Turn- 
Over, and Quick-Turn-Over is the modern fairy which 
insures not big profit-per-sale but big-profit-per-dollar 
invested. Competition is not a threatening blaze but 
a sunset promising a better tomorrow. 
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Motor Mowers—30” 
Walking Type, 30” 
Riding Type, 40” Rid- © 
ing Type, Combina- » 
tion Rollerand Lawn %% 
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Cabinet Heater 


The Stover Mfg. & Engine Co., 
Freeport, Ill., is now marketing what is 
known to the trade as the Stover Stov- 
ola, a new and scientifically designed 
heating stove of the cabinet type. 

The Stovola is specially designed to 
apply to the latest principles in warm 


. 





air heating, has demonstrated its abil- 
ity to heat many rooms from a single 
unit, at a correspondingly large saving 
in fuel. It is attractive in appearance, 
having a two-toned walnut vitreous 
enamel finished cabinet which har- 
monizes well with the finest furniture 
and blends with any decorative scheme. 

The heating portion of the Stovola is 
the result of careful technical study by 
expert heating engineers and embodies 
the latest and most improved practices 
of heating development. The firebox, 
cool air inlets and top grating through 


Stover Announces Improved | 





which the warm air is put into circula- 
tion are all of a distinctly new and im- 
proved design. 
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and hotels, as well as all other places 
where insects are a problem. 

Power for this new sprayer is fur- 
nished by a one-third horsepower elec- 
tric motor which will operate from any 
ordinary lamp socket. The device is 
much more powerful and efficient than 
the hand type sprayer as it will diffuse 
into a fine mist any liquid insecticide; 
and will throw this mist for distances 
up to twenty feet with sufficient force 
to penetrate all crevices, killing even 
hidden insects. 

The sprayer is designated by the 
trade name Cadillac, and its use is not 
confined to that of a sprayer exclu- 
sively, as the spray tank can be re- 
moved from the nozzle and the device 
used for blowing out dust and dirt from 
motors, line shafting and other equip- 
ment. It is furnished in two sizes. 


Two New Fish Lures by 
South Bend Co. 


The South Bend Bait Co., manufac- 

















Power Sprayer Features 
Electrical Operation 


The Clements Mfg. Co., 608 Fulton 
Street, Chicago, IIl., has recently placed 
on the market a Portable Electric 





» 


turer of fishing tackle and equipment, 
South Bend, Ind., announces the plac- 


_ing on the market of two new lures, the 





Fish-Oreno and the Gulf-Oreno, the lat- 
ter being particularly adapted to fish- 
ing in southern waters. 

An innovation with the Fish-Oreno 
is that it is sold with a gudrantee to 
catch fish, or “money back after a 





year’s trial.” The head is polished and 


sinks two feet per second, with an er- 


ong motion, and is a deep traveling 
ure. 
The Gulf-Oreno is a substantial deep 


water lure, without flash or attraction, 
and is built to land the big ones and 


stand up under heavy strains and long 


abuse. 





New Loring Lane Catalog 
The Loring Lane Co., wholesale 
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New Arcade Lift Truck Has 


Safety Feature 


The Arcade Mfg. Co., Freeport, IIl., 
has recently put on the market a new 
lift truck, designated to the trade as 
the Arcade Lift Truck. It has been es- 
pecially designed to take care of loads 
up to 2000 pounds in weight. 

It is simple in construction, sturdily 





built, easy to operate and in using, 














once the load has been lifted it cannot 
slip or lower itself, due to the positive 
gravity lock which is furnished as 
standard equipment. 

hydraulic release check insures 
lowering of a load without any undue 
jar or strain, thus protecting not only 
the load but the life of the truck. 

A special feature of this new lift 
truck is that loads can be lifted 
from an upright position; simply grasp 
the handle with both hands, bracing the 
foot on the cross piece at the base of 
the handle. One steady pull, using the 
— of the body will easily lift the 
oad. 





Complete Lindemann Bird 


Cage Catalog 


_A very interesting trade catalog of 
sixty-seven pages is being distributed 
by O. Lindemann & Co., manufacturer 
of bird cages, 35-37 Wooster Street, 
New York City. 

This new catalog contains many new 
designs and improved shapes in cages, 




















notably cages finished in red, green and 

















Sprayer designed especially for use in 
killing insects and other vermin in fac- 
tories, grain mills, warehouses, stores 








dealer in wood and willow ware, 53-55 
Beach Street, New York City, has an- 
nounced the publication of a new 
twelve-page catalog, fully descriptive 
of its line of chair seats, moth chests, 
brushes and dusters, wood bowls, fly 
swatters, etc. 

The new book is of a handy size, 
eight by eleven inches, and each item is 
clearly illustrated. 


Reading matter continued on page 86 





blue with brass trimmings. rass 
cages, with red, green and blue trim- 
mings are also shown, as well as cages 
in oxidized finishes and cage stands to 
match these items. 

One of the company’s brass bird 
cages is illustrated herewith. 

This complete catalog makes a worth- 
while addition to any merchant’s 
library and a copy may be procured 
by addressing the company. 
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Clean, Quick Profits 
for both Dealer and Jobber 


Here are three Service Station Neces- 
sities enjoying an unusual demand by 
Filling Stations, Garages and Car 
Owners Everywhere. 


With the Brookins Portable Drain Tank, 
Brookins Gasoline Can and Brookins Oil 
Measures jobbers can give their dealers an 
unusually fast-selling, big-profit combina- 
tion. 

And dealers can give to their trade inex- 
pensive, money-making, time-saving equip- 
ment which wins new customers and does 
away entirely with costly drain pits and 





racks. . : Brookins 
Extensive national advertising plus the — 


natural demand for products so simple, prac- 
tical and handy in design and idea make 
srookins Service Station Equipment an 
outstanding sales opportunity for you. 


Cash in on Brookins popularity! Dealers— 
ask your jobbers. Jobbers—write us, or if 
you already stock Brookins equipment, in- 
struct your salesmen to acquaint your deal- 
ers with the easy, quick sales and large 
profits awaiting them. 


The Brookins Mfg. Co. 
342 Xenia Ave., Dayton, Ohio 

















Brookins 
Portable 
Drain Tank 





Brookins Oil Measure 


easy work Made in one, ae, four _ 
five quart sizes. as a flez- 

Ceskese. “Stoel shove it ible, metal hose that reaches 

under the car and start the flow of oil. any oil intake without a funnel. 

It costs little and pays for itself in a A handy thumb-valve controls 
days. the flow of oil. 


SSS 
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Counter and 
aisle-table business 
on a line that 





sells itself 


Here is a new kind of glassware, sold in 
a new and different way. It is No-Nik 
Safedge Glassware—a heavily advertised 
line—sold in striking display carton. Six to 
the carton. Set the cartons on the counter, 
or on a table in the aisle, and watch the sales 
climb. Every customer who needs new 
glassware will take a carton home. 


No-Nik Safedge Glassware is thin—not 
thick and heavy. It is beautiful ware made 
to be especially durable through its two 
patented features of construction. The 
first, is the patented rim which strengthens 
the edge of the glass and prevents chipping. 
The second, is the patented curve below the 
rim which strengthens the side of the glass, 
and protects against bumps and knocks. A 
popular-priced line with a good profit on 
every sale. The hardware store listed as 
an outlet in advertising. : 


The Libbey Glass Manufacturing Co. 
Toledo, Ohio 


Vlo-nik 


SAFEDGE GLASSWARE 





ibbey 
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Says the Man Behind the Counter 


‘N most of us there is a little streak of contrariness 
or obstinacy. I can remember when, as a retail 
salesman, I would resent it if I happened to be waiting 
on one customer and some man in a terrible hurry 
would come in and try to get me to give him what he 
wanted out of his return. Even if I could just as 
well as not take care of him without offending the 
customer already occupying my attention, I wouldn’t 
do it. 

As a matter of fact that hurried man might be 
merely thoughtless in his untimely persistence, or he 
might have serious reason for haste and he might 
overlook the need of being courteous. At all events, 
if I had been as anxious to please him as I was to 
assert my rights, I would have helped the business 
more. 

% % * 

“It’s a fool that gives overweight and a scoundrel 
that gives underweight,” my first preceptor in busi- 
ness told me. The customer who buys merchandise 
by weight, measure or count, thinks of the amount 
he gets as being just what he pays for. Give him 
down weight or a little extra for good measure and 
the fact, if noted at the time, is forgotten in use 
and you get credit only for what you get paid for. 
And yet it doesn’t do to acquire a reputation for 
stinginess by spending time trying to get an exact 


balance. You know what you think of the grocer who 

would break a cracker in two to make an exact pound. 

Learn to weigh and measure accurately and quickly. 
* * * 

So much is said about what an employee ought to 
be and do that it is forgotten that there are two sides 
to the question. It is just as important for you to 
choose the right kind of an employer as for you to 
be the right kind of employee. Look up the record 
of a hardware merchant before you hire out to him. 
Find out whether he recognizes merit on the part of 
his force and is willing to pay more to those who 
earn more. And find out whether the men who have 
worked for him usally have gone on to better jobs 
or have been able to go into business successfully for 
themselves. Some stores are habitually stations on 
the way up for young men. Others are stations on 
the way down. 

* % * 

“T had to let two of my salesmen go when I stocked 
electrical goods,” said a hardware man. “Those two 
fellows just would not learn about the new line and 
the uses of electrical current. They were good enough 
salesmen as far as mere salesmanship went, but when 
it came to electricity they were zero. You would think 
any young man would want to know something about 
electricity and its common principles. 












-Are YOU Sharing In , 


the Big Volume of Highly Profitable Busi- 
ness Now Being Done on 





TUBULAR LATCHES 


For SCREEN-CUPBOARD and FRENCH DOORS 


Unless you are already handling this fast-moving merchandise, there’s a 



































to install, simply 
bore two 
ave) fans 








stream of golden trade passing your door. 

The sale of Dexter Tubular Latches continues to grow by leaps and 
bounds. Dexter dealers’ profits keep meunting higher and higher. Here’s 
the reason—Dexter latches fully meet the builder’s idea of perfect latches 
for screen doors, French doors and cupboard doors. They are exceptionally 
good- looking—positive in action—absolutely trouble-proof—they require no 
gouging or mortising to install them; in fact, they can be installed at about 
1/5 of the cost of installing the ordinary mortised latch. 

All these advantages are so strikingly apparent to progressive builders 
that Dexter Latches literally sell themselves. Cash in on their unusually 
strong sales appeal—investigate the splendid opportunity for greater profits 
that these items offer you. 


Descriptive Literature on Request 


NATIONAL BRASS CO. 
1611 - 19 Madison Ave. Grand Rapids, Mich. 
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‘We Sell Many of Them’ 


WRITER in “Printers’ Ink’”’ 
Selling Tal k A tells i vital story of merchan- 
plus dising which fell down in its next- 
to-the-last . chapter. It centered 
Enthusiases around an excellent new article, 
SALES backed with more than adequate 
hte funds. Indeed the manufacturer 
had spent $50,000 on special sales- 
schooling for his salesmen and many times that 
amount in advertising. 

Through this manufacturer’s salesmen, the selling 
points of the product had been brought home to the 
jobbers’ salesmen until they were enthusiastic about 
them. But somewhere between that juncture and the 
moment when the consumer walked into the retailer’s 
and asked about the product, as the result of the 
advertising, the initial selling enthusiasm had so seri- 
ously cooled off that the best the retail store clerk 
could say in behalf of the merchandise was an indif- 
ferent: “We sell a great many of them.” 

Faint praise, how many worthy products have been 
prematurely buried in oblivion in thy name! There 
may be some few customers who buy because the 
crowd buys and are not concerned with what mer- 














keep quiet with enthusiasm—yes, that is a perfectly 
possible thing to do—than to mouth listless, meaning- 
less selling talk. All of us have seen demonstrators 
in store windows who, because of their situation, have 
been denied the power of oral communication and yet, 
because of the enthusiasm they have radiated for 
their tasks and for the merchandise they have been 
selling (with a smile here and a well-timed, thoughtful, 
serious expression there), have been able to hold the 
attention of a whole sidewalk full of passers-by and 
bring hundreds of the latter into their stores to buy 
during a business day, all without a word being 
spoken. 


ne ee ee ee 


Friend wife had been shopping in the women’s ap- 
parel stores and out of a day’s experience she asked, 
“Why is it that the homely, fat saleswomen are so 
much more accommodating and nicer to do business 
with than the slim, pretty ones?” 

I had no answer ready. Perhaps I thought I would 
personally rather buy from the pretty salesperson than 
from the other kind. I did draw a moral, however, 
from the implied fact. You don’t have to be hand- 
some to be the best and most popular salesman in the 








chandise can do and mean for them. But even they 
seldom respond with enthusiasm unless the selling- store. Probably, if you are not handsome, you will 
talk is launched with some show of the latter. take all the more pains to offset unattractive personal 


Enthusiasm is the vital spark of salesmanship. appearance with attractive personal matters and 
Better for the sales-person not to talk at all but to habits. 


Woven Right and 











The many uses of “Buffalo” 
Standard Galvanized Hardware 
Grade Wire Cloth for screening 
cellar windows, for guards, etc., 
make it a rapid seller. Put up 
in rolls 24 to 48 in. wide and 
100 ft. long. 


iced right 
carefully woven on improved power 
om Bae wh ized—each intersection soldered with 


“Buffalo” Galvanized hardware grade 
B looms, insuring accurate mesh and uni- 
spelter—moisture will not harm it. When 


wire cloth is outstanding value. It is 
a form selvedge, then thoroughly galvan- 
you sell wire cloth or any wire products 

















ior with the “Buffalo” trademark attached 
Wir e you know you are offering your custom- 
h ers the best they can obtain anywhere. 
BUFFALO WIRE WORKS CO. 
ane ee Send for catalog No. 8 A.B. 








BUFFALO, U. S.A. 





This tag of Yellow 
guides a fellow when 
ordering “BUFFALO” 
Wire Cloth. 


BUFFALO WIRE WORKS CO., Inc. 
(Formerly Scheeler’s Sons), Est. 1869 


Buffalo, N. Y. 


Manufacturers of 


ffalo 


Set BETTER WIRE CLOTH" 


918 Terrace 


The galvanizing process applied 


to “Buffalo” wire cloth not only 
makes it more durable but also 
more attractive — consequently 
more saleable. 
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Four Burner Oil Stove Made 
by Favorite 


The Favorite Stove & Range Co., 
Piqua, Ohio, manufactures a three and 
four burner oil cook stove available 
with or without the high shelf shown 
on the model illustrated. 
frame and legs are constructed of non- 
corrosive rust-resisting steel, finished 
with black lustro enamel. The con- 
struction is strong and rigid. White 








porcelain burner trays are inserted be- 
neath the oven and cooking top to catch 
all the drippings and condensation. The 
porcelain finish makes it simple and 
easy to keep range sanitary and clean, 
with a minimum of attention. 

The cooking top is large and com- 
modious, equipped with especially de- 
signed, easily removable, cast iron 
grates, designed to form a smooth con- 
tinuous surface over which utensils 
easily slide from one burner to another. 
A neat oil reservoir is conveniently lo- 
cated at the right end of the cook top. 
The reservoir is constructed of durable 
lead and zinc coated metal. It is easily 
removed, filled or replaced. The high 
shelf is of porcelain. It not only adds 
to the appearance of the stove, but also 
serves to keep the kitchen walls in back 
of the stove free from discolorations 
and provides a suitable warming shelf. 

The company’s catalog contains com- 
plete descriptive data with illustration 
on the three and four burner oil cook 
stoves and other products of the Fa- 
vorite Stove & Range Co. 





Machine Makes Complete 
Keys 


The Beisser Key Machine Co., De- 
troit, Mich., has recently placed on the 
market its Beisser key machine, a spe- 





cial feature of which is that it will 
completely make all kinds of keys. 
Other features of this new machine 
are that it will cut any kind of a key 
and makes Yale keys in 20 seconds. It 
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eliminates hand finishing and cuts four 
flat keys at one time. 

The machine is very easy to operate, 
no experience being required. The 


original key is simply clamped on the 


sliding table in front of the cutting 


wheels. 


The key blank is placed in an- 


other clamp directly in line with it. 


The body, | 


Then, all that it is necessary to do is 


to follow the guide with the original 





| 
i 
i 
j 


i 
i 
' 


| 





key and the blank will be cut to the 
exact size of the original key. Any 
Yale key can be duplicated in 20 sec- 
onds, while bitted keys can be dupli- 
cated in 30 seconds. From ten to 
twenty keys can be made on the Beisser 
machine in the same time that one key 
can be made by hand. In the case of 
flat keys, such as safe or cabinet keys, 
four can be made at one time. 


Electric Die Stock Matches 
Portable Drill 


An electrically operated die stock for 
threading *%, % and % in. pipe has 
been developed by the Oster Manufac- 
turing Co., Cleveland, Ohio, manufac- 
turer of high grade pipe tools and ma- 
chines exclusively. 

The die head is actuated by a fully 
inclosed, universal motor, which op- 
erates from any lamp socket on either 
direct or alternating current of 110 
volts in any cycle between 25 and 60 
inclusive. 

An aluminum alloy housing that cov- 
ers the gear reduction from motor to 
die head reduces the weight to less 
than thirty-five pounds and makes this 








new tool as easy to handle as a porta- 
ble electric drill. 

The tool is placed on the end of a 
stationary length of pipe in exactly 
the same manner as though the oper- 
ator were going to thread the pipe by 
hand. It is centered by means of a 
universal chuck instead of loose bush- 
ings, thereby giving the proper align- 
ment without any loss of time hunting 
for loose parts and also eliminating fil- 
ing the burr off the thread before the 
tool can be placed on the pipe. 

A separate die head is furnished for 
each size of pipe, so that the change 
from one size to another is quickly 
made by simply pulling out a pawl 
which holds the die head to the rotat- 
ing sleeve, thus disengaging the head 


from the sleeve and allowing another to 


_be inserted in its place. 


| 





Although there is a different die 
head for each size pipe, the dies are 
fully adjustable, so that over and un- 
der size threads can be cut as easily as 
standard threads. 

The switch is conveniently located at 


the top of the tool, under the fingers of 


| the operator. 


Reading matter continued on page 90 
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Steel Clothes Posts with 
Removable Feature 


The Banks Steel Post Co., 128 Wake- 
man Avenue, Newark, N. J., is now 
marketing the “Banks” Removable 
Steel Clothes Posts. 

The posts are made of high carbon 
steel tubing, 1% inches in diameter, 
and stand six feet 
above the ground. 
They are grass-green 
enameled, with a black 
enameled “Ace of 
Clubs Top,” which is 
the firm’s trademark. 

They set in concrete 
in the ground, have a 
top which closes down 
when the clothes pole 
is removed. By reason 
of their construction 
and finish they add to the beauty of 
any yard and blend nicely with the sur- 
roundings. 

They are out of sight and out of the 
way when not in use, and leave the 
ground clear for mowing the grass. 

To install, it is only necessary to dig 
a hole about 8 inches square, drive the 
socket base in the center of the hole, 
level with the ground, then put stones 
around the socket and jam them down 
solid. Fill the hole with concrete, place 
the cap over the socket in the concrete. 
The post will then stand up and give 
you good service. 

The company manufactures pulley 
poles, standing 12 feet above the 
ground, when installed, and flag poles, 
standing 23 feet above the ground when 
installed. 








Se 


New Stearns Cattle Leader 


and Clamp 


Among the new additions to the man- 
ufactured line of E. C. Stearns & Co., 
Syracuse, N. Y., are a new type of cat- 
tle leader, constructed of both gray and 


C 





malleable iron and made in two sizes, 
2 in. by 4% in. and 3 in. by 6 in. 
They weigh five and six pounds respec- 
tively and are packed one half dozen in 
a bundle. 

The firm is also marketing the handy 
clamps, nickel plated, designed in sev- 





eral sizes with a view to fitting spe- 
cific requirements of different jobs and 
are built with various combinations of 
openings and depths. 
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Screw Plate Sets 


“The Line That Keeps Moving” 


It hye steam to make the engine “Go” and it takes more than 
gor ene keep tools Seat ™ 

e’ve built “Go” as well as to the complete line 
“Threadwell’’ Tools. Get the Cotabe —r . 


The THREADWELL TOOL CO., Greenfield, Mass. 


CES: 
New York City, 396 Broadway Cleveland, 135 St. Clair Ave. N. EL 
es 















a, 809 Harrison Bidg. San Francisco, 604 Mission * 
L ._ ¥., 246 St. Paul St. Detroit, 1323 Dime Bank Bl 
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are now ona: quantity producti 
basis that Peay made possible 
PRICE REDUCTION OF 25%. 
Send for complete information 


FAVORITE STOVE & RANGE COMPANY 
Piqua, Ohio 
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McKinnon 
ALL STEEL 
Hose Reels 


LIGHT IN WEIGHT 
STRONGLY BUILT 
EASILY HANDLED 





Manufactured by 


McKinnon Dash Co. 
BUFFALO, N. Y. 








IVER JOHNSON 


BICYCLE — VELOCIPEDES 
SHOT GUNS — SAFE REVOLVERS 
ALL BIG SELLERS 





Iver Johnson’s Arms & Cycle Works 
332 River St., Fitchburg, Mass. 


New York, 151 Chambers St.; Chicago, 108 W. Lake 8t.; 
San Francisco, 717 Market St.; New Orleans, La., 625 Pine St.; 
Ogden, Utah, 2327 Grant Ave. 

















PEGGY PRIM 
The Sanitary Dust Pan 


Put it on the floor—the hood auto- 
matically raises. Lift and it closes. 
No dust can possibly get out to 
blow around. 

Peggy Prim is a quality pan and 
catches the eye of particular house- 
wives. It is beautiful, too, and has 
an inserted steel edge long 
handle. 


Order a sample. 


Patent Novelty Co., Inc. 


Fulton, Illinois 


and 
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Advertised in Peestieniie 
Every Marine and Boating Paper 


When a man has a leaky boat his 
first thought is JEFFERY’S 
Waterproot Marine Glue—he sees 
it advertised in his favorite boat- 
ing magazine. 

He knows it will stop the leaks— 
not for a week or a 
month, but perma- 
nently. He is told 
to buy at the hard- 
ware store. Are you 
supplied? If not, write your Jobber. 


i LW.Ferdinandé(o.¢* 


152 Kneeland Street. Boston.Mass. 











RANITE STATE 
LAWN MOWERS 


are good merchandise to carry from 


a sales standpoint—and A-1 value 
from the users viewpoint. 


You'll like them. 


Granite State 
Mowing Machine Company 


HINSDALE 

















SQUEEZ EZY MOP 


Keeps Hands Out of Filthy Soapy Water 


Has a record for fast selling and 
substantial profit. Outsells and out- 
wears any mop made. Wrings by a 
twist of the hand. Best 
materials handsomely fin- 
ished. Prices on request. 
This Display Rack 
Boosts Sales 75% 
A real merchandising help. 
Keeps goods off the shelf. 
Easily knocked down and put 


up. Ask for our _ special 
“Outfit” proposition. 


Squeez-Ezy Mop 
Co., Ine. 
New Orleans, La. 
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Sell the Best 
= s3. HARDWARE 
© For Hard-wear 


For more than 48 years 
Bommer Spring Hinges have 


o; |= 

















maintained their leadership and 

Ke) proven their superiority over all 
6 L_ |__| others. 

[—— They have kept pace with the 

G s times, because they have been 





kept up with the times whenever 
improvement was possible. 


BOMMER 


SPRING HINCES 


ARE THE BEST 


Replenish your stock with Bommer. 


They are in universal demand—are 
quickest to sell—easiest to apply and 
wont most satisfactory spring hinges 
made. 


Your Jobber handles them. 


Send for New Catalog 47. 
big help in ordering. 












Ite is a 








Bommer Spring Hinge Company 
Manufacturers BROOKLYN, N. Y. 
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Lavon 


orinklers 
w. p>. AJ_LLE N mre.co. 
Chicago [ Through che Jobber New York 














TELL THEM WITH SHOW CARDS 


Hardware stores 
everywhere are get- 
ting favorable atten- 















tion to their goods 
with neatly lettered 
show cards, display 
signs, price cards, 


streamers, etc. 
With a NATIONAL 
SHOW CARD 
WRITER any clerk 
can make snappy signs 
: of almost end- 
less variety and 
save you the cost 
of hiring a pro- 
fessional sign 
writer. 


National Sign Stencil Co. 19% University ive: 


a 
Pacific Coast Office—206 Chotiner Bidg., Los Angeles, Cal. 
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Towanda Firm Sells Watches 
and Alarm Clocks Profitably 
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One of the clock and watch window displays in the store 

of the Dye & Breese Hardware Co., Towanda, Pa. By 

consistent pushing of these items this firm is enjoying a 
nice business from clocks and watches 


Towanda, Pa., feature watches and clocks in 

one of the store windows. This company en- 
joys a good demand sale on these lines. Inside the 
store in a standard size and conventional shape 
show case you will find a good assortment on both 
watches and clocks. The clocks sell from $1.25 to 
$4.50 each and about 150 a year are passed over the 
counter of this Pennslyvania store. The firm sells 
about 100 watches per year. These range in price 
from $1.50 to $4.00 each. 

Albert H. Metz of this company tells us that the 
sale of moderate price watches and clocks comes 
largely from the display of these items. During the 
time of a timepiece window display sales are great- 
est. Towanda is the trading center for a large 
farming’ area. The store gets its biggest crowds on 
Saturday. 

The Dye & Breese show case of watches and clocks 
does not take up a great deal of space, but ade- 
quately pays its stock and space investment as the 
margin on these lines is very satisfactory and at- 
tractive. Timepieces are good specialties for the 
hardware dealer. The mere display twice in the 
windows and steadily in a store show adds several 
hundred dollars to the annual sales volume of Dye 
& Breese Hardware Co. in Towanda and would prob- 
ably help your sales volume the same way. 

Every man wants a watch and whether or not he 
enjoys getting up in the morning an alarm clock is 
a positive necessity. 


[ree a year the Dye & Breese Hardware Co., 





Have you ever noticed that when one house in a 
street is painted, others quickly fellow suit? This 
isn’t hard to explain. The one freshly painted house 
in the street will make the others look shabbier than 
anybody realized they possibly could. 
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$6,000,000 to Keep Chickens 


at Home 
(Continued from page 29) 





These totals are not all net and independent. For 
instance, a part of the corn is fed to hogs and cattle, 
so the combined income from corn, hogs and cattle is 
less than the total of these items above. Also a large 
portion of the hay is fed on the farm and consumed 
in the production of beef and horse power (production 
costs). The income from poultry products, however, 
is independent and practically net. 

Moreover, as every hardware merchant knows, poul- 
try raising is not confined entirely to the farm. There 
are many chickens and eggs produced in back yards in 
towns and cities that do not get into the Department 
of Agriculture estimates. Even though these chickens 
and eggs are consumed at home and do not get on the 
market they require poultry fences. There is a large 
volume of poultry fence sales for towns and city use, 
and quite a lot of close mesh lawn fence also is used 
for poultry inclosures in urban districts. 

The average sales of poultry products per farm 
per year in the United States of those farms sell- 
ing poultry products is about $200, and in some 
States the average is near $1,000. An income of 
several hundred dollars from poultry products from 
the farms in your community means an increased pur- 
chasing power of value to you, and you also have an 
opportunity to supply many of the production require- 
ments such as feeds, conditioners, feeders, waterers, 
sash, glass and of course fences. 

The volume of sales of poultry fence in the United 
States, is in excess of $6,000,000 per year, and is the 
largest single item in poultry raising. The merchant 
who makes his store headquarters for fences and other 
poultry raising needs renders a service to a large num- 
ber of families, the profitable influence of which will 
extend throughout his store. 


Tie Ups 


ANUFACTURERS are continually trying to get 

the merchants to tie up with their national 
advertising campaigns by asking the merchants to 
advertise in their local newspapers and show the goods 
in their windows at the same time that the magazine 
advertising is trying to create a public interest in 
them. 

This scheme is a good one, but there are not enough 
merchants who are doing it. However, those who are 
going in for it are profiting by it, but it seems as 
though this tie up should not end with putting in a 
window of the advertised goods. We fellows behind 
the counter should tie up with the windows and push 
the goods that are being shown, draw customers’ at- 
tention to the values shown, and “sell ’em.” That’s 
the point,—“‘sell ’em.” What is the good of all this 
tie up, if we don’t “sell ’em?” If we can do this, I 
think the tie up will then be complete and, as anything 
that we can do to increase the store’s sales, is a bene- 
fit to ourselves, it is to our interest to tie up with the 
windows. 

“Tie ups are not all confined to traffic.’”—W. D. M. 
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Olive-Knuckle 


The Knuckle of the Hinge is a copy 
of the popular French “‘Olive-Knuckle” 
Hinge which sold at about $3.50 per 
pair in iron. We offer this Hinge in 
iron (malleable) at a price which 
makes its use possible in competition 
with ordinary butts. Supplied in Mal- 
leable Iron, Brass or Bronze Metal. 














Friction Stay 


When applied to 
Doors, Hinged Win- 
dows swinging in, or 
Transoms, holds them 
open in any desired 
position, or when 
closed absolutely pre- 
vents rattling. 


Designed on the 























ON 





principle of a multiple THE ‘RIXS oe 
disc clutch, with six FRICTION STAY 
friction surfaces one Bein ae 









inch in diameter; fric- iia lth la 
tion adjustable. ‘as — 
Circular on request. 


THE OSCAR C. RIXSON CO. 
4450 CARROLL AVE. CHICAGO, ILLINOIS 
NEW YORK OFFICE, 10! PARK AVE., N. Y. 





















Speco Solid Sal Ammoniac 
will clean a Soldering Iron 
quicker and handier than 
any other method. 

Speco “Cleans as it Tins” 
and without a particle of 
waste—hence its economy. 


Always a live, satisfactory 
seller. Good profit. 


Write for Trade-prices. 


Special Chemicals Co. 
Highland Park, Il. 








ROOF GUTTER SUPPORTS 


This illustration shows, unassembled, one of the many styles of 
eaves trough hangers made by us which may be adjusted every 
eighth of an 
ineh for 
drainage in 
the gutter. 

These hangers are 
widely used through- 
out the United States. 


— 


A @ =. 050502050 iy 


Write for catalog No. 
27, which also ilius- 
trates and describes 
conductor hooks and 6) a 
fasteners. 


Free sample _ gladiy 
furnished. 


L. D. BERGER COMPANY 


51 N. 2d St., Philadelphia, Pa. 
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Window display of Galvanoid and American Bronze in the store of Hammacher, Schlemmer & Co., New York City 


Novel Screen and Wire Window Display 


in the hardware line to furnish sales aids com- 

parable to those which are so freely distributed 
to exploit specialties. When a manufacturer of 
screen cloth issues a window display as elaborate 
as the one the American Wire Fabrics Corporation is 
distributing to dealers who handle Galvanoid and 
American Bronze, the fact is worthy of special note, 
and the sales policy which prompted this departure is 
of interest to every hardware merchant. 


l is rather unusual for manufacturers of staples 


First as to the display itself: It is certainly one 
of the most striking that is likely to be seen this 
year. Set up, it is roughly 3 ft. wide by 3% ft. high. 
It is printed in eight colors and mounted on extra 
heavy board. A novel feature is the inclusion of 
the product in the display. The porch on which the 
husky youngster sits is actually screened with Gal- 
vanoid. 


Not only is this by far the most elaborate sales 
aid ever put out by a manufacturer of screen cloth, 
but for eye-catching value, for sheer power to arrest 
attention, it is one of the most effective in the trade. 


An officer of the Wickwire Spencer Steel Company, 
of which the American Wire Fabrics Corporation is 
a subsidiary, has the following to say concerning the 
innovation: 


“It has been widely assumed that staple articles 
in the hardware line are less susceptible to exploita- 


tion through advertising and sales promotion than 
specialties on which there is a wider margin of 
profit all along the line. 


“It is true, of course, that many specialties cannot 
be sold to advantage without strong advertising as- 
sistance. It is also true that staples will sell with- 
out advertising, but it doesn’t necessarily follow 
from this that staples will not respond profitably to 
strong merchandising. 


“As a matter of fact, if they are featured at the 
right time staples will bring more people into the 
store than specialties. Keen hardware dealers have 
realized this for a good many years, and have built 
up wonderful businesses by displaying screen cloth 
in the spring, along with other merchandise which 
is needed for the repairing, painting and planting 
that takes place every year. 


“By doing this they not only put their stores in 
tune with the thought of the community, but they 
help to promote the thought of freshening things 
up for spring. If they will make use of them, hard- 
ware dealers have strong allies for the sale of 
screen cloth in the local health authorities. The 
danger from flies and other insects is becoming 
widely known, and local boards of health will look 
favorably on and will cooperate with advertising 
which helps their own propaganda for keeping in- 
sects out of homes.” 
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BLAIR 


LAWN MOWERS 


THE MEANING OF DRAWCUT 


How It Will Help You to 
Sell Blair Lawn Mowers 
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Drawcut expresses in a single word the scien- 
tific principle of grass cutting used in Blair lawn 


mowers exclusively. 








The revolving blades are designed and mounted 


For Grinding ALL Tools : : 

in such a manner that the grass is drawn across 
the edge of the under-knife at an acute angle, bent 
backward, and cleanly cut with a drawing shear— 


MOWER KNIVES not chopped or hacked off. The result is a 


smooth, velvety surfaced lawn. 


and 


The New Drawcut lawn mowers are self-sharpening, be- 
CHENEY GRINDER cause the drawing action of the revolving blades 
across the edge of the under-knife sharpens the 

knife in the same way that a barber strops his 


F ast — Ef fi icient razor. 


Every farmer, home owner A Blair Drawcut mower will cut either a piece 
and shop owner will find fea- of thin sheet metal or a human hair—a good dem- 
tures in the new Cheney that onstration to give your customers. 


will appeal to him. Its adapta- 


bility is unequalled. We will be pleased to send folders, cuts, or 


window displays on request. 


The strong construction and 
the high grade 7 x 1%” Vitri- 
fied Wheel are two more rea- 
sons for the new Cheney’s pop- 
ularity. 


The 





: uns Way The Right Way ' 


- { . , : : P Vie 
/ _ o _—es 
put ting G rags 





Clamp one to your counter 
where your customers can 
turn it. Its plainly apparent 
quality, utility and smooth op- 
eration will make more sales 
than hours of “selling talk.” 


Write for our details on the Cheney Line. 
Blair Manuf acturing Company 


S. CHEN EY & SON | Established 1879 


Manlius, N. Y. Springfield, Mass. 
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CEL-O-GLASS 


When you handle CEL-O-GLASS 
you do not have to stock several grades, 
weights, sizes and styles. There is only 
one kind of CEL-O-GLASS—and every- 
body uses it. 

There are so many uses for CEL-O- 
GLASS that every home or farm in 
your locality will buy it. Picture an 
economical, unbreakable material that 
can be used wherever fragile glass is re- 
quired and you have some idea of the 
sales possibilities for CEL-O-GLASS. 
It is shipped in rolls—easy to stock and 
easy to handle. 


CEL-O-GLASS is the only glass sub- 
stitute sold through the hardware trade. 


Our sales policy recognizes the dealer 
to the fullest extent and distribution is 
secured only through legitimate trade 
channels. 


If you are not acquainted with CEL- 
O-GLASS and its tremendous sales possi- 
bilities, see your jobber or write us for 
sample, discounts and descriptive litera- 
ture. 


CELLO PRODUCTS INCORPORATED 
21 Spruce St., New York, N. Y. 




















Ohi skilled craltsman- 
‘ship and a high ideal of 


uality makes possible 
the precise uniformity 
and superior tinish 


GRIFFIN Hinges se 










PENNSYLVANIA 
ranch Offices__ 


45 WARREN ST. NEW YORK 
74 W. LAKE ST. CHICAGO 
268 BINFORD ST. BOSTON 
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Aas Mechanic 
Will Stop for 
That Sign 


He knows—by personal ex- 
perience, shop tradition and 
what he sees going on around 
him in his daily work—that 
“Starrett” on a tool is a 
guarantee of satisfaction. He 
knows that when a new tool 
is added to the Starrett line, 
it’s added because men in 
his own line of work have 
asked for just such a tool— 
and he’ll thank you for call- 
ing it to his attention. 


Any man who says “Star- 
rett” to a machinist or 
mechanic is sure of getting 
attention. 


THE L. S. STARRETT CoO. 

W orld’s Greatest Toolmakers 
Manufacturers of Hacksaws Unexcelled 
Steel Tapes—Standard for Accuracy 
ATHOL, MASS. 





9173 


Sell Starrett Tools 
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5,845 Merchants 
Asked This Question 


‘“What are the advantages of departmentiz- 
ing, and how can I! go about it>’’ is the ques- 
tion put to the Merchants Service Bureau of 
the National Cash Register Company by 5,845 
merchants during the past year. 


Fundamentally, departmentizing helps increase 
sales and profits; specifically it (a) reveals 
profitable lines; (b) shows up unprofitable 
lines; (c) speeds stock turnover; (d) permits 
figuring of correct mark-up on each line; (e) 
simplifies keeping and checking of inventory; 
(f) places responsibility on more people; (g) 
develops greater incentive to work and greater 
interest in the store by salespeople; (h) in- 
sures better control of the entire business. 


WARREN FIXTURES 


Warren Sectional Store Fixtures go still further. Dis- 
playing your merchandise attractively, in sight of cus- 
tomers, they compel attention, suggest purchases and 
actually sell. Warren Fixtures have earned their posi- 
tion of leadership through their quality, attractive- 
ness, utility and stamina. They hold it because they 
retain these fine qualities through years of service. 
There is no substitute. 


Why not investigate the Warren answer to the question 
of Departmentizing ? 
Shall we send the Warren Catalog? 


J. D. WARREN MFG. COMPANY 
Chicago, Illinois 


159 N. State Street 
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re You ready 


The UNION COLD PACK CANNING 
RACKS are big sellers to housewives 
during canning times. Display them with 
your mason jars, caps and rubbers. 


The NO. 8 RACK fits any standard No. 
8 or 9 wash boiler, locks rigidly upright 
and has an adjustable top which permits 
locking all sizes of jars at one time. 


When through using, the No. 8 Rack 
may be folded up compactly and hung up 
in a small space. This rack is heavily re- 
tinned and will not rust. 


Retailed profitably at 50 to 75 cents. 

















No. & N. T. Ganring Rack 


The 8NT CANNING RACK holds 8 
two quart or one quart cans and fits a 
standard No. 8 or No. 9 wash _ boiler. 
The 8NT does not collapse but the top 
can be taken off to permit nesting to 
save space. It is rigidly made of heavily 
tinned wire and is very serviceable. 


Retailed profitably at 25 to 50 cents. 
Ask your jobber or write for prices. 


Dept. 70 


Union Steel Products Co. 
Albion, Michigan, U. S. A. 

















No. 8 Rack fits any No. 8 or 9 Wash Boiler. 
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You Will Like These 
Witt Features 


You sell the Yellow Label Line of Guaranteed 
Witt Corrugated Cans and Pails. 


You win customers, who go out and tell their 
friends about Witt quality—and send more Witt 
buyers to your store. 


You make about three times the usual profit on 
each sale. 

You find it surprisingly easy to get the price be- 
cause the manufacturer’s pledge is wired to the 


handle of each genuine Witt Can and Pail, guar- 
anteeing it to outlast 3 to 5 of the ordinary kind. 


You become very proud of your Witt franchise, 
knowing that it represents the finest quality ever 
built into Cans and Pails—permitting you to 
make more profits per sale and to win a larger 
turnover than you ever could hope to win with 
an ordinary line. 

You prove it with one conservative order, stock- 
ing Garbage Cans and Pails at once for Spring 
and Summer. See your Jobber or write at once 


to 


THE WITT CORNICE COMPANY 


2111 Winchell Ave. 


Cincinnati, Ohio 


Manufacturers of 


wut oy “A wW& ae 


CORRUGATED 
*CANS and PAILS* 
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Men who know vises ap- 
preciate what it means to 
getavise whose jaw CAN’T 
work loose. That castel- 
lated collar fastening that 
replaced the set-screw, is 
certainly selling a LOT of 
Prentiss Vises. 





what hammers 


HARDWARE 





Mechanics, Machinists, 
carpenters, and the family 
handy man—all of ’em like 
the Cheney Hammer. 


They like the second growth 
hickory handle and the bal- 
ance or ‘‘hang’’ that is found 
only in a Cheney. They like 
the tool steel heads with the 
separately tempered ends, 
and they like the knowledge 
that, if for any reason, the 
particular Cheney Hammer 
they bought doesn’t come 
up to scratch in every way, 
they can get another for the 
asking. 


And they’re going to ask for 
Cheney Hammers mcre and 
more. Can you accommo- 
date them? 
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Hardware Merchants Find These 
Fixtures Highly Profitable 


ERE are some of the fix- 

tures which have helped 
make the Chinawyte line famous 
all over the country. Note the 
smooth round _ surfaces; the 
graceful lines; the white, clean 
appearance. No wonder the 
housewife likes them—especially 
when she knows they have no 
visible screws, and can be lifted 
from the wall and washed. 
During April, May and June— 
and again in September and Oc- 
tober, many newspapers through- 
out the country will carry “Easy- 
Set” advertising as part of our 
extensive publicity program. 


Full details will be sent on re- 
quest. 


SASY-SET 


CHINAWYTE 
BATHROOM FIXTURES 





4 
; or (¢ h . . 
You Can Lift Them é >\ Off and Clean Them 
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LOWELL 


Quality 


SPRAYERS 
All double 












99-99/100% 
Perfect 


Most industries maintain a re- 
pair hospital for the mechan- 
ical ills of their products. 
Lowell has no repair depart- 
ment—it doesn’t need one. 






A defective product returned to the 
Lowell factory is a matter of curiosity. It 
is passed from hand to hand; it is a thing 
to wonder at, for nine times out of ten 
it is an interesting exhibit of a whim of 
nature which balks man’s attempt at 
absolute perfection. 


99-99/100% of Lowell Sprayers give per- 
fect satisfaction. To you, Mr. Dealer, 
that means clean profits and satisfied 
customers. 
Make arrangements now to handle the 
Lowell Quality line. See your jobber 
or write for catalog of our complete 
line of hand and compressed air 
sprayers. 


LOWELL 
SPECIALTY CO. 


LOWELL, MICH., U. S. A. 
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R&S 
O 


S quality is always a first considera- 


tion with us we know that the 


metal used in our rivets is absolutely 
“‘right”’ to start with. This is also true 
of the fabrication of the metal into the 
finished product. As proof of these 
statements we invite a comparative 
test of the driving and setting qualities 
of our rivets with those of other make. 


Coast Representative 


J. T. McDEVITT 


Postal Telegraph Building 
SAN FRANCISCO, CALIFORNIA 
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PORTERS 





BOLT CLIPPERS 
WIRE CUTTERS 
NUT SPLITTERS 
CHAIN CUTTERS 
BENCH CUTTERS 


Mechanics know and use Porter 
Tools. Dealers sell them with as- 
surance. Leading jobbers every- 
where carry them in stock for 
prompt shipment. 


H. K. PORTER, Inc., EVERETT, MASS. 
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MYERS 
SURE LOCK SLING UNLOADER 


acreage is extensive and 
hand, there’s a heap of 
knowing that a Myers 
is waiting in the 


When the 
harvest is at 
satisfaction in 
Sure Lock Unloader 
mow to do the unloading Ever de- 
pendable, of large capacity, easy to 
handle and fast operating, its remark- 
able time and labor qualities cut 
unloading costs in two. Four or eight 
wheel trucks, steel, wood or cable 
track, every unloading requirement is 
met with Myers Sure Lock Sling Un- 
loaders Now is the time to ask for 
literature, terms and prices. 
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MYERS 
HAY i.GRAIN 
UNLOADING 


S 
O~K HAY UNLOADER. 


We have lost track of the number of 
Myers 0. K. Unloaders now in service. 
Thousands of them, and many have been 
in use during the harvest period for from 
thirty to forty years. A more popular 
or satisfactory unloader cannot be pur- 
chased at any price. For steel, w 
or cable track—-handles forks or slings— 
operates easily, has ample carrying power, 
and is as reliable as the day is long. 
A favorite and a leader with many 
dealers. Place your specifications for 
1926 now. 


THE F E.MYERS & BRO.£o: 
LFEPA ICT 
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MYERS CROSS DRAFT 
SLING UNLOADERY 


For nigh and long barns — here 
Myers Cross Draft Sling Unloaders 
excel. They can be used with any 
steel track, do not require a knocker, 
elevate load at right angle to track, 
and are adapted for forks or slings. 
A remarkable unloader for service 
where barn construction will permit. 
We are ready to quote on this and on 
other styles of Myers Unloaders as 
well as the complete line of Myers 
Hay Unloading Tools. Your inquiry 
will receive prompt attention. 
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“Perfect” and 


It won’t take long to sell him. 
but “Perfect” 
“put off ‘til tomorrow” 

with the assistance of 





‘Pecfeer 
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The 


“Really don’t expect to buy today. 
Screen Cloth you have in your window so I came in out 
of the rain—been putting it off ‘til spring.” 


‘Tomorrow’ Customer 


That’s something like the trend of conversation. 
something about 
‘Nikolite” quality and durability. 


encouraged! Tell him 


He 


“Perfect” 


See your Jobber. 





ST. LOUIS, MO. 


I saw some of that 


wasnt quite ready 
was too much of a temptation to 
what was just as easy to do today 
a sale is made. 
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LUDLOW-SAYLOR WIRE CO. 
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« George E. Quigley, Detroit 
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(Steel Wool in Readi-Form) 
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The new self-seller! Handi- Rolls come in O me! | 
This new Handi-Rolls package puts new life into Steel Wool Soin aa anieen I O¢ 
sales! It’s American Steel Wool in its most convenient form. yo shapes hey 

Convenient for the consumer, because it gives hand comfort and 12 dozen to the case, RETAIL 






it’s not necessary to pull steel wool apart to get enough to use. 






’ ° 
Just show your customers how these convenient rolls fit the hand 
and fit thework and your sale is made. These rolls are patented and 
are just right forthe many uses for which Steel Wool is employed. 


American Steel Wool Mfg. Co. Inc. 
9-11-13 Desbrosses St., New York, N. Y. 


Write for samples, 
mentioning your jeb- 
ber’s name and city. 
Display and shew 
eards, electros and 
eirculars for 
mailing fur- 
nished free. 
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There’s Good Money in 
KEY-CUTTING 


If You Use 
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= KAO. The most valuable space in 
‘X Ss ‘ the hardware store is that 5 or 
800 Ye 6-ft. strip in front of the windows. 
No. — Here may be displayed the lines to be 


THE SEGAL 
Rectifying Key-Cutter 
There is practically no overhead to cut into 


the profits earned by the No. 800 Segal Key- 
Cutter. Any boy can operate it in his spare 
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found in the store and lucky is the 
manufacturer who can get his product 
displayed in this space. 


In connection with the hard- 


ware dealer’s sale of motor ac- 
cessories, HARDWARE AGE has taught 
him to make better use of this space 
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ir tine add a tidy extra profit to the day's for displaying his goods and has 
siness. ner 
. : : - rer that it is the 7 
The Segal No. 800 will cut all makes of flat = taught the manufacturer that it 1s t S 
keys, such as trunk, letter-box, padlock keys, possession of this space that gives 
etc., as well as cylinder or paracentric keys in the hardware dealer a good part of 
less than a minute. It will make an accurate his strength in the accessory trade. 
duplicate from an inaccurate blank. It cuts E = 
the key from the lowest groove just as the Now, to hardware men, we = 
manufacturer does. : say, follow the pages of z 
All Segal Key-Cutters operate by hand or : _ 
power = HARDWARE AGE to learn the latest = 
= wrinkles in accessory displays. The 
men who are making the displays = 
shown in the editorial pages of HARb- = 
= WARE AGE may be no more capable = 
NO. 810 VISE FLAT KEY VISE = than yourself, but surely their ideas 2 
Cross section of machine show- Vise for flat keys. Note that = , os i : = 
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You Never Heard 
of a Dealer Switching from 
Smith Sprayers to Another Line 


It is not entirely because Smith Sprayers are better known— 
or that they are the leaders in all important improvements— 
that they always net a highly satisfactory profit—that they are 
persistently advertised—that dealers can “make good” on the 
Smith unconditional guarantee without argument or loss—or that 
there is a Smith Sprayer especially designed for every possible 
spraying need. It is not any one thing but an unusual combina- 
tion of features that combine to make Smith Sprayers the easy, 
fast-selling, profitable line that they are. 


Write us for the name of the jobber nearest you who will supply you with Smith 
Sprayers. A catalog illustrating the full line will accompany our reply. 


BANNER 


COMPRESSED AIR SPRAYER 


Check these construction § specifica- 
tions and it will be plain to you 
why the original compressed air 
sprayer is today the most popular 
and enjoys the biggest sale of any 
compressed air sprayer made: Tank 
21 x 7% in. heavy double seamed 
and riveted galvanized’ steel or 
solid brass; capacity 4 gallons; 
seamless brass pump 2 in. diam- 
eter; heavy brass pump castings 
with machine cut threads; handy 
spade type handle; adjustable shoul- 
der strap automatic non-clog brass 
nozzle; 2 ft. heavy spray hose with 
threaded brass fittings and flexible 
guard. Made to stand the hardest 
kind of day after day use. Com- 
pare the Banner yourself and see 
why experienced sprayer users pre- 
fer it. 


D. B. Smith & 


Company 
Incor porated 
Utica New York 
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Two New 


DENNSYIVANIA 


Quality 
LAWN MOWERS 


The very newest model—the last 
word in lawn mower construction— 
is pictured above. It is the 


Pennsylvania 
Super Roller Mower 


for golf greens, tennis courts and cro- 
quet lawns. 





Price to golf clubs and other users, 
$50 at Philadelphia. 

















The other new model is the WM. 
PEN N—Everyman’s mower for 
household use. One size only, 16- 
inch cut, retails at $16.50 at Phila- 
del phia. 





FORMERLY 


QUNDED 1877 JOHN BRAUN & SONS pnicavecrnia.ra. 
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GREASE Cups 
and OIL CUPS 


HE constant demand for oil and 

grease cups as repair and re- 
placement parts as well as for new 
work makes them an indispensable 
part of the stock of the up-to-date 
dealer. The Empress line of grease 
and oil cups is complete, it consists 
of over fifty types each in several 
sizes. Whatever the need, there is 
an Empress cup for it. 


Booklet No. L-103 gives full data on the 
complete line. Write for it. 


BOWEN PRODUCTS 


Main Office 
AUBURN, NEW YORK 
Branches 
BOSTON 161 Massachusetts Ave. 
CHICAGO 412 Wrigley Bids 
CLEVELAND 7113 Euclid Ave 
DETROIT W. Warren Ave 
KANSAS CITY 1420 MeGee St 
MINNEAPOLIS 983 {17th Ave & 
NEW YORK 220 Broadway 
SAN FRANCISCO Monadnock Bidg. 


Manufacturers of Empress 
Lubricating Devices 
since 1890 

















A Dollar Weeder 
That is Easy to Use 
and Effective 


The Holmden Lawn Weeder 
works on the correct principle. 
No stooping or bending over, 
and it gets all of the roots so 
that no weed returns. 












The easiest, fastest and surest 
way of ridding your lawn of 
weeds. 

These features and the low 
price are making money for 
many dealers. A small stock 
will prove their saleability. 


Packed one dozen in 
a box. 


Send for discounts. 


Holmden Lawn Weeder Co. 
Cleveland Ohio 





over Fifty 








Known as Reliable for 


Remember Priest quality and 
service are back of every clipper 


AMERICAN SHEARER MFG. CO. 





Years 





The bobbed hair fad is at its peak 
—take advantage of it. 


Priest’s Tiger and Shaver are 
ideal for keeping the cropped hair 
short. The daintiness and light 
weight of these clippers always at- 
tract women customers. 





NASHUA, WN. H. 
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Bathroom Fixtures that Sell on Appearance 
And Stay Sold on Performance 


The beautiful and | and practical designs sell RINGO Fixtures to the most 
fastidious. The long wearing solid brass and heavy nickel construction 


keeps them sold and sells others. 


When you want bathroom fixtures that will appeal to the eyes of 
your customers and to their sense of economy, put in a stock of ever- 
lasting RINGCe Fixtures. They make an attractive and profitable win- 


dow display. 
Send for the NINGCO Catalog. 


AMERICAN RING COMPANY, Waterbury, Conn., U. - ng 


BRANCH OFFICES: 
Chicago, No. 29 E. Madison St. 
Boston, No. 170 Summer St. 









New York, 2 Hudson St. 
San Francisco, 116 New Montgomery St. 











Wood Screws 
Drive Screws 
Coach Screws 
Machine Screws 
Set Screws 

Cap Screws 

Saw Screws 
Thumb Screws 
Hand Rail Screws 


Special Automatic Screw 
Machine Products 


Stove Bolts 

Tire Bolts 
Agricultural Bolts 
Sink Bolts 

Hanger Bolts 
Machine Screw Nuts 
Stove and Tire Bolt Nuts 
Semi-Finished Nuts 
Castellated Nuts 
S.A.E. Nuts 

Jack Chain 
Plumber’s Chain 
Register Chain 
Safety Chain 
Furnace Chain 


PVE a 


UNIFORM QUALITY and ADEQUATE STOCK 
The CORBIN SCREW CORPORATION 


Ladder Chain 

Sum oo The American Hardware Corp., Successor 

rooney NEW BRITAIN, CONN. 

Warchouses—New York, Chicago, Philadelphia 
Western Factory—Dayton, Ohio 


=f @  @ EW k A Ak Ae 





CORBIN 
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SEND FOR CATALOG 


[UFHIN 


MOST FAMILIAR TO USERS EVERYWHERE; 
HIGHEST IN THEIR ESTIMATION. 

SELL READILY; 

YIELD THE DEALER PROFIT AND SATISFACTION. 





Send for Attractive Set of Signs 


Fi sialSal sett 
THM AMM MAMMA An 


Tapes 
and Rules 
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THE /UFAIN fru E Ca _SAGINAW, MICHIGAN 


NEW YORK WINDSOR, CAN. 





















STAPLE 


A Coes Genuine Knife- 
Handle Wrench stock is as 
“Staple as nails.” 


You keep well stocked on 
all standard sizes of nails— 
why not on screw wrenches? 


The Coes line includes 
seven standard sizes in both 
the Knife-Handle and the 
Steel-Handle patterns. Sizes: 
wae. 


Your Jobber will be pleased 
to give prompt attention to 
your orders. 


Send for Catalog 


Coes Wrench Co. 


“In business since 1841” 
Worcester Mass. 





Selling Agents 





., (2. Ce «see eee és 29 Murray Street, New York 
JOHN H. GRAHAM @& CO........ 113 Chambers St.. New York 
FENWICK FRERES ............ 8 Rue de Rocroy, Paris, France 























"ia Te” 


Stee. Pocket Tare 





—fits their pockets 
—helps fill yours 


 hned a good supply of this 
handy article and display it! 
Its compact size and handsome ap- 
pearance make it an ideal vest 
pocket companion for the business 
or professional man who has need 
for accurate measurements. 


In nickel plated cases, 
spring winding. Length 
from3to12ft. Also metric 
or both, inch and metric. 


While inexpensive, they yield you a 
liberal profit and introduce new cus- 
tomers to the K & E Quality line! 

The Tip Top Tape is just one of the 
articles handsomely displayed in our 





Can also be furnished : NI : . 
a len” see oe Display Tray No 52. Send for informa 
Steel line. tion today! 


-KEUFFEL & ESSER CO. 


NEW YORK, 127 Futon Street, General Office and Factories, HOBOKEN, ff. & 


CHICAGO ST. LOUIS SAN FRANCISCO MONTREAL 
@16-20 S. Dearborn St. = 817 Locust St. 30-34 Second St. 6 Notre Dame St. 


Drawing Materials, Mathematical and Surveying Instruments, Measuring Tapes 




















Growing demand for 


W. ROSE Tools 








No. 1111—6 inches Wide Heel Cut Back 





is the result of our use of choice ma- 
terial and skill. 


Wm. Rose & Bros., "7 


Selling Agents 
Wiebusch & Hilger, Ltd. 
New York 
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A: genuine antique fireplace fittings 
become more and more difficult 
to obtain, the demand for such worthy 
reproductions as those made by Howes 
of Boston steadily increases. 











HHT Eee 


In addition to replicas of priceless an- 
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quaint old New England design. 


tiques, you will find in the catalog many = 
skillful adaptations of old-time designs. = 
Howes fittings have for years been “ze = 
noted for beauty of design, sturdy con- oe | = 
struction and perfect finish. Made in me | = 
Brass, Wrought or Cast Iron, in all pop- ™ : : 
ular finishes, they are the finest line of «| 

fireplace accessories available today. ’ 

THE S. M. HOWES CO. ~-soyremmenmnsne title lt ree 
44 Union Street Boston, Mass. Style No. 25 — Reproduction of a = 
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Painter's Trestle Close Top Extension Trestle 
Fruit 











Ss 


Spruce Up and Sell Spruce Ladders |" } 


Single Iixtension 

















Common 
Extension 





Summer Is Here! See the Painter, Carpenter, Plumber, Mason, Farmer and Housewife. 
Sell Them a Ladder or Step Ladder 


W. W. BABCOCK CO. | Bath, N. Y. 
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TWO 
WINNERS 


The Gem Nail Clipper 


4 Good Seller For Over 25 Years 
Gem Clippers are nationally advertised in the Sat- 
urday Evening Post. Everybody knows them— 
they are carried in the pockets of thousands. Your jobber has them 
You can sell them. Attractively carded. The in stock. 
Gem retails for 50 cents—Gem Jr. for 35 cents. 
The profit is there, too. 


THE H. CG COOK CO. 


Cook’s “Burro”? Hack Saw Frames 


The original Dollar Hack Saw Frame. Made from 
the best materials and made right. Your cus- 
tomers will appreciate the quality of “Burro” 
Hack Saw Frames. 

Write for trade-prices and literature of “Burro 
No. 20 and No. 1046. 


Ansonia, Conn. 











No. 202 


SELL PROTECTION 


Increasing robberies emphasize the 
need of ILCO lock protection. Our 
No. 202 Night Latch gives it. 
By turning key once backwards, 
the Bolt and Inside Knob are 
_dead-locked so that the bolt can- 
not be forced back or the lock 
opened from the inside by the 
knob. 
—A special protection for glass 
panelled doors. 
—It can also be used as an ordinary 
night latch and doesn’t cost any 
more. 
Send for trade-prices. 
Send for our new catalog No. 7— 
our line will interest you. 
BRANCHES 
7, i ove nt iis seh egannwekeannail New York City 
7 N. Sth St Philadelphia, Pa. 
3 State St., 
: W. Lake St 


6 Wall dé uibidaGe kine eocsee kane los Angeles, Calif. 


(DINDEPENDENTIOCKCOMD 


Leominster, Mass., U. S. A. 


Manufacturers of Cylinder Locks, Padlocks, In- 
side Door Sets, Glass Knob Sets, Key Blanks, 
Auto Switch Keys and Hardware Specialties 














Better 
Machine Screws 


for the 
Hardware Trade 


SCREWS 
CONN. U.S.A. 


aw YORK. &.v. 
anor coer ey 


HARVEY HUBBELIZ 
cae 


Wd 














part. 





Bronze ana Copper 
FLY SCREEN CLOTH 


Spargo is real fly screen cloth that looks the 


And besides its attractive appearance, du- 
rability is woven into every square foot of it. 


Write for prices. 
Spargo Wire Co., Rome, N. Y. 
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The Improved Air Duct Increases the Heating Capacity about 30 per cent in our 


WASHINGTON 
HOME FURNACE 


Placed above floor, hence saves the cost of digging cel- 
lar. Produces circulating moist heat for 5 to 7 rooms. 


Is the most beautiful, economical and efficient Furnace on the market. It can be installed in a living 
roem. No basement required. Our Gigantic Advertising Campaign during the Fall of 1926, will reach 
over Six Million Homes. .Through National Magazines, Farm Papers and Metropolitan Newspapers, theu- 
sands in your territory will be interested. Your Section may be open. Write now for the complete details. 


GRAY & DUDLEY COMPANY 


NASHVILLE, TENNESSEE 


“We melt over 100,000 Pounds of Southern Pig Iron Daily’’ 

















A Salable Weed Puller f 


gt The “Out-U-Kum” Weed Puller 

is salable as soon as shown. 
C This practical device removes the 
ENTIRE ROOT without leaving 


the usual unsightly holes and bald 
spots in the lawn. 


It is a 
















WHEELBARROWS 





























triumph, sturdily __ built, 
attractively finished and 
moderately priced. Want- 
ed by every gardener and 
home owner. Packed %4 
No. 6A doz. in an attention com- 
Sterling pelling Display Carton. 
Specially packed for 
EXPORT trade in 
strong cases of 3 doz. 





Sterling wheelbarrows are a specialized 
product, built strong for hard continu- C. S. Norcross & Sons 
ous service. Manufacturers 
The line includes a barrow for every Bushnell 
wheelbarrow purpose. They are carried — 
in factory and warehouse stocks for . 4 BS los 
prompt delivery. U. S. A. 4 | Si 
Send for catalog. 
Makers of 
STERLING WHEELBARROW CO. the well” <i, ON @ sos we 
Main office and factory NORCROSS; beicy F terete cen steat ac os 
Milwaukee, Wis. poe i | YAN i 
Warehouses Warehouses = ~ Mh AL FLU i uf i < IS NEV 
vatore. j A } | i) Py is , 
nF peal Can A AANA HEN PA se 


































Made un the sy & G.” 
QUALITY, both in FIN- 
ISH and WEIGHT. Or- 
der a Sample Line and be 
convinced. 


LALANCE & GROSJEAN MFG. CO. 


| NEW YORK CHICAGO BOSTON 
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£ Centre Drive—lIron 
; Frame and Gears 


| | 


| | finish is Rust Proof. 


‘ (4 } 30 Years Experience Behind 
This Beater 


Comfortable to grasp—no sharp 
edges to cut the hands. No holes 
or crevices to hold decaying food. 
No soldered parts to come loose. 
No parts that bend and cramp the 


gears. 








White o 
Black Handles 


TT White 
Douse it in water to clean—the Black oo 


Double Dasher LAPLIN Kitchen Tools 


r 








MIXING SPOON No. 30 All Steel, Tool 
Steel Blade 


FD 


' ' eiiihiiaitias No. 96 Stainless Steel 





r 
dles 


THE TAPLIN MFG. CO., NEW BRITAIN, CONN.—New York Office: 71 W. Broadway 














GOULDS 





Fig. 1741 


Goulds Automatic Ojiling “Pyramid’’ Pump 


No Crankcase Oils Itself 
Dilution Oil is fed automatically 
Impossible for Gland to gears and bearings 
leakage to enter from the supply in 
crank case. the crankcase. 


Write for Catalog “M” 


GOULDS PUMPS, Inc. 


Seneca Falls, New York 


PUMPS 




















SAUCER SPRAY 


With two Heads—tEither a Half Circle or a 
Whole Circle 


Here’s the fastest selling sprinkler you ever saw. It 
waters with a gentle spray a circle thirty to forty feet 
in diameter. There is no terrific rush of water to tear 
out the roots or wash away the seed. It provides a 
gentle shower that soaks the ground and refreshes and 
revives. 


Note that it is provided 
with two sprinkling caps 
—one for watering a 
complete circle, the other 
for watering a half cir- 
cle. This sprinkler is 
durable; it is simple. It 
can be easily cleaned and 
will give perfect satis- 
faction. 


In addition to this sprin- 
kler we make a complete 
line of sprinklers, both 
revolving and fan spray 
types, and our Rid-o- 
weed, a compact, sub- 
stantial weeder, which 
will quickly and easily 
eliminate weed growths from the lawn. 


We have a mighty attractive and profitable proposition 
for ljve dealers. Get it. 








The B. & J. Manufacturing Company 
SPRINGFIELD, OHIO 








ware Age. 





Do YOU Want a Good Position? 


Right now you may be looking for a good position as Manager, Assistant, 
or Salesman with some responsible Hardware company. 

And right now some one may be looking for you. 

The best meeting place is in the Classified Opportunities Section of Hard- 


Fifty words at a cost of a dollar and a half will put you on the right road, 
in the right paper, for the right position, with the right Hardware concern. 
Send your ad to 


Classified Opportunities Dept. 
HARDWARE AGE, 239 W. 39th St., New York 
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ARE YOU PROUD 
of your 


Tool Department? 


Here’s the highest quality adze made. 
Cost a little more, certainly, but 
there is always some demand for 
the best and you should have a 
few of them. 





Better get our catalogue 
for you will have in- 
quiries for these and 
we do not want to 
furnish consumers 
direct. Remember 

these are hand- 
made and all of 
them have expensive 
tool steel edge. 


“Old Fashioned” Quality 


The L. & I. J. White Co., Inc. 
125 Columbia St. Buffalo, N. Y. 








The New 
Boston Rubber Chair [ip 


SprinGriP Trade Mark The Tip and Its Parts 
ali Brass Washer Brass Nail 
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WAGES ) THE ELASTIC TIP CO. 


Manufacturers of 
Buyets Rubber Specialties 


TM Gicle 370 ATLANTIC AVENUE 
BOSTON, MASS. 
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on page 763. 
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No one has even claimed to 
have a Better Nail Puller 
than Morrill’s 


We have frequently heard statements that such and 
such a nail puller was cheaper than Morrill’s but we 
have never heard anyone claim to have a better one. 
With the Morrill Nail Puller you get a straight aim 
pull that cuts down the work. 
And you get these important 
eatures: 

Elliptical ram. lLay the nail 
puller anywhere. It can’t roll 
away. 

The name Morrill is a guaran- 
tee of the highest quality. 

The guard above the handle 
which saves your hands from 
injury. You can’t get hurt with 
the Morrill. 

Rolling fulcrum that is _ scien- 
tifically designed to pull the 
nails out straight with half the 
effort of any other. 

Drop forged, mortised jaws. 
Grips the nail with or without 
head every time. Can’t spread. 
This ball keeps the foot down. 
Does away with bothersome 
springs. 





Morrill tools appeal to the man who is willing to pay a fair price 
for an article that will give him real service, and to the merchant 
who knows that permanent business is built on a foundation of 
satisfaction to the customer. 


CHAS. MORRILL, INc. 
102 Lafayette St., New York 








Se” 


‘Pistol Grip’”’ Saw Set 
with 
Oscillating — 
Plunger 


No other saw set 
has this Patented 
l‘eature., It en- 
ables user to set 
plunger to the 
pitch of the tooth, 
so that when set- 
ting a saw. the 
plunger always 
comes in contact 
with the tooth at 
the proper angle 
and does not inter- 
fere with any 
other tooth. It 
sets the teeth. on 
both sides alike. 
Packed one in box. 
Send for Trade- 


prices. 
Manufactured by 


E. C. STEARNS & COMPANY 
sane N. Y., U. S. A. 


Sales Representatives: 
WwW. R. VOORHBES & CO., 417 Market St.. San Francisco, Cal. 
THOMAS A. TROY, 150- 152 Chambers St., New York, N. Y. 
GEO, J. M. RAMSDEN, Canadian Representative, St. Thomas, Ont. 





No. 695 
Patented 
April 8, 1924 
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HOUSTON’S 
Gold Medal Rock Hard Water Putty | 
Will Not Chip, Break, Warp or Crack vou CAN DRIVE 
Quickly Dries Rock Hard—Stronger Than Wood Si WANS IM AT 
Just the thing for every home! Needed by every painter and carpenter. | ee) 
Has hundreds of uses—filling cracks; repairing friezes, ornaments, furni- 
ture and woodwork. Permanently sticks to wood, cement, plaster, stone 


and compositions of all kinds. Easy to mix. Can be made to match any 
shade. 





Fe r ‘* 

i \t 4, (=. i 

Easy Sales, Quick Profits i\ \ Eee 4 
Sells at sight. In handy cartons. Retails at 1 Ib., 30c.; 2 Ibs., GOc.; ~~ 

5 lbs., $1.40; giving dealer 40% quick margin. A great repeater. Write > 

for samples. Ask your jobber or order direct. ; / 


GOLD MEDAL PRODUCTS COMPANY 
Makers of Houston’s Famous Wax Products eA J“ \&®, 


j 
A 


j 
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1210 Sheridan Road, North Chicago, Illinois Fey : ane 





DROP FORGED WELDLESS 


EYE BOLTS 


ROLLED THREAD 
NO. 636—REDUCED SIZE GALVANIZED OR PLAIN 


THE BRAINERD LINE 


TWO POPULAR NUMBERS 


No. 636 Fastener, 2%” x 24%”, Pol. Brass or N. P. YY” Diam. with Eye I” Inside 
No. 190 Hinge, 414%” x 15%”, Pol. Brass or N. P. 54” ss ss se Tiw 6s 


” «6 66 $6 ,e 66 
Look on Any New Household Size Refrigerators, 14 - be - 1% " 
and You Will See These Styles | Wy” 








THE BRAINERD MFG. CO. Quick Shipment 


EAST ROCHESTER, N. Y. 


Oliver Iron and Steel Corp. 
1001 Muriel St. 
PITTSBURGH, PA. 


ESTABLISHED 1863 




















YOU CAN SELL ’EM 


Women are quick to appreciate the 
satisfaction in having clean, pure, 
delicious, wholesome Ice Cream, 
made at home, under their own 
supervision, in our easy running, 
quick freezers. They take very 
little ice and salt and freeze so 
quickly, it’s really no trouble at all. 









They sell on a 35 year reputation and they stay sold. This means 
permanent profits for you. 

The Blizzard is simpler in construction and a trifie cheaper, but sells 
as well as either the Lightning or Gem and should be ordered with 
either style to satisfy the demand. 

mm ny | ne in - age wae yeu good geese: « Be sure to include sales 
rour order, or write for ese rec ARE FRE 
FOR THE ASKING. — ” - 


NORTH BROS. MFG. CO., American St. & Lehigh Ave., Philadelphia 




















May 6, 1926 HARDWARE 


AGE 113 











(Reg. U. 8S. Patent Office) 


WOOD SCREWS 
MACHINE SCREWS 

DRIVE SCREWS 

STOVE BOLTS 


Quality Service 
Samples Gladly on Request 
CONTINENTAL WOOD SCREW CO. 
New Bedford, Massachusetts, U. S. A. 













Anchor ™|“* Brand 


Clothes Wringers 
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‘The Best Wringers Made Are 


Anchor Brand 





Lovell Manufacturing Co. Erie, Pa. 


Largest Manufacturers of Olothes Wringers in the World. 














Which Hod Would You 


Rather Carry? 


If you had to haul mortar for a living, you 
certainly wouldn’t want to carry a hod that 
dripped water all over your shoulder. 

You would choose a Never Drip Steel Hod 
with its one-piece ends. You would go 
whistling on your way while the other fellow 
sulked. 

There are lots of hod carriers in your town 
who are bearing the discomforts of carrying 
leaky hods simply because they have not been 
shown the sensible and better kind. 


This open field of profit is yours for the 
asking. Write us at once for details. 


The Cleveland Wire Spring Co. 
Cleveland Ohio 

















HELLER’S ADVICE 


On proper store arrangement, display and storage 
problems can absolutely be depended upon. 


- 


~ 


“Heller's Reference Book on Hardware Store Shelving 
will help you plan for greater sales." Send Coupon 
TODAY for your copy. 

W. C. HELLER & COMPANY 
767 Bryant St., Montpelier, Ohio 20 Vesey St., New York City 
W. C. HELLER & CO., Montpelier, Ohio 
Please send me your reference Book No. 27-A on Hardware 
Store Shelving. 
. cccpnesededd bese ees eed es Febdodsecneseeesceeeaces 
pe ee err eT rrr rT eee TTT EET ETT CT Tree Tt 
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BEISSER 
KEY 
MACHINE 

















No investment you could make is as 
profitable as a Key-making department. 
Many expert locksmiths have regretted 
buying other machines before seeing the 
Beisser. 

Here’s what the Beisser does: 


(1) Cuts any kind of key com- 
plete in one operation 

(2) Makes Yale Keys in 20 sec- 
onds 

(3) Eliminates hand-finishing 

(4) Cats four flat keys at a time 

(5) Requires no experience to ope- 
rate 

(6) Makes keys by number with- 
out taking lock apart 

(7) Cuts Bitt Keys, side and upper 
grooves as well as length and 
width in one operation 

(8) No swiveling or adjusting 
necessary 


Let us tell you what a complete Key- 
making Department is, investment, oper- 
ating cost, everything. Write today. 


Beisser Key Machine Co. 
407 East Fort Street 
Detroit, Mich. 
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PROFITS 
¢+SALE 





MAKE YOUR OWN SALES PRICE 





CONSOLIDATED ELECTRIC LAMP CO. 
208 MAPLE ST. DAN VERS, MASS. 





















SKY SCRAP 


RUBBISH BURNER 












A RUBBISH 
BURNER 
with 
Sales 
Features 
that SELL 
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Built like a Skyscraper, they give the same 
enduring service. You can’t wear out a Sky- 
scraper Rubbish Burner. 


Shipped in heavy cartons, only 3%” deep, a 
large stock occupies but little space. Send for 
full details and prices. 


H. B. BORNSIDE, 


6 Winter St. Providence, R. I. 








REICHARD MAGIC-WEEDERS 
CONSTANTLY “DIG-UP” PROFITS 


Very little persuasion is necessary to sell 
the Reichard Spring-Tooth Combination 
Magic-Weeders to the garden enthusiast. 

Just let him get the feel of it and the 
sale is made. Their many advantages are 

,apparent. They are easy to use—just half 
the labor with better results. They cannot 


clog because of their spring tooth construc- 
tion. 


Reichard makes a line of nine models re- 
tailing from $.15 to $1.10. They will yield 
you a fine profit—making it worth while 
to push them hard. 


THE F. H. REICHARD MFG. CO. 


Bangor, Penna. 


a! 
| a4e 


and five other models 
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SAAN 

The World Moves—So = wen: meine nian = 
99 DOC 

Does the “BEST YET 


iiae Sakis te di SUMMA Says: AL 
“Best Yet” is the new- 


est idea in a FOOD 
CONTAINER. _Inves- 
tigate! This container - ; 
is made with a two- Dh RB 2 prevent fruit 
piece, all-steel jacket, a BS fe from interfering 
center sealed, making ie. SN Lee “th healt! 

it absolutely airtight. \ gir ea | with health, and 


Kee ps FOODS or it calls for sanita- 
LIQUIDS hot or cold tion to prevent 
better than _ others. waste from fruit 
Holds one gallon. Has ; . 

large 3% in. opening doing the same 


HS 
ll 


II 


“Tt calls for ice to 








and is fitted with san- thing.” 
itary aluminum, insu- 
lating stopper with 
a ee Sink the Garbage with a 
SEXTON 
Container is finished in a beautiful Brewster Green Underground 


with Two Gold Bands. It “Moves” as soon as dis- 
played. Good profit. GARBAGE RECEIVER 


If your Jobber doesn’t handle our line, write us for porn : i 
name of nearest distributor. Circular and Prices The Sanitary Way 
sent on request. 


The Colt Manufacturing Co. 
9 North New Jersey St. ree mite Ind. SEXTON CAN COMP ANY, Inc. 


EVERETT, MASS. 





Send for complete catalog 


Department J 




















“Improved” Guaranteed 


Jersey 
Shoe Lasts and Stands 











oney They are lock bearing and absolutely the best of 
M. their kind. 
r If you are stocking lasts and stands similar to the 
or you JERSEY it will be to your interest to get in touch 
with us before placing your next order. 





We will show you that you will increase your sales 
on Lasts and Stands by stocking JERSEY. 


he New 
Zimmerman an 
Casement Fastener 


for NN. 
Revolutionary in design—extremely neat in appearance—low in This 


cost. Simpler, more practical and sightly. A startling improve- ax 
ment over all previous models. Mark. 
The New Zimmerman Casement Fastener sinks flush with the 









holds them there—rigidly. Made in dull brass, oxidized copper 
and nickel finishes. 

National advertising has created a widespread demand for the 
New Zimmerman Casement Fastener and Zimmerman Shutter 
Fasteners among architects, builders and home owners. A profit- 
able specialty for hardware merchants. Write us for full particu- 
lars about prices and trade discounts. 


window frame. Allows casement windows, when properly hung, 
to open all the way out—flat against the side of the house—and 
Denotes VY 
Quality, 
Durability. 


THe G. F. S. ZIMMERMAN Co., INC. 


2 Broadway, Frederick, Md. STAR HEEL PLATE CO. 


7IMMERMAN en 


5 1 Wilson Ave. ewark, N. J. 
FASTENERS for SHUTTERSandCASEMENTS | Sah 
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Russell Jennings 


we Satisfied 
Customers 


Profitable ' 
Sales 


Russell. Jennin ings } Mfg. Co, 


Chester, 


Soe 


ee 
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Osborne High Grade Punches 





Arch Punches 
Revolving Punches 


re Trade. Also: 
sterers’ and Plumbers’ we BP 


The sbove teols will please your customers, as well as our famous Round 
ae 


Belt Punches 
Spring Punches 


A verted and attractive line for the Hardwa 
Werkers’, Trimmers’ and Uphol 


and Oval 
Bemember ve had 89 years of successful ep —_ enes, 
alta: aan workmen and use the finest quality of in 


making our products. 
~_We stand ‘beck of every tool we make Try us. Write for Catelog 


Cc. 8. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 








MACHINES 


HACK SAW BLADES 





“REDUCE YOUR COSTS” 


Samples furnished for testing. 
Write for catalog and prices. 
Sold by Jobbers. 


DIAMOND SAW & STAMPING WORKS 
BUFFALO, N. Y. 

















PATENT APPLIED FOR 


“KEYCO” Sure Grip Pipe Wrench 


Wonderful grip. Super strength, Made from 
Alloy Steel heat treated by our own process. 
Light handy—can be used with one hand 
on pipe, nuts or studs. Instant release. Sizes : 
7 9 in. Widely adaptable. “Keystone 
quality.” Write for Discounts. 


The Keystone Manufacturing Co. 


Sales Repr tati less, Dune & Ce. 
Buffalo, N. Y. 























COMBINAT 
SOLDERING AND TINNING FLUX 





It’s easier and more profitable te sell the best 
known products. Ruby fluid is preferred because 





Free Sample it is non-corrosive, non-explosive and non-injurieus. 
and our latest | Feature and sell Ruby fluid. 
pape. The RUBY CHEMICAL COMPANY 


68 McDowell St. Columbus, Ohio 














New York 


VERS Tine 


tread steps, proper , with convenient ‘al 
handholds on both sides of ladder permit mounting 
or descending with ease. Both hands free to remove or 
replace stock without a of falling. Cushioned Tired 
Trolley and Truck Wheels eliminate noise and prevent 
vibration. Erection as simple as A, B,C. Utili 
small space. Make top ee 
for stock a One style--neat of 



















































More Than Ever Before 


it is essential that you study your Market 
Report carefully and consistently. Every 
important price change in the trade is re- 
corded in these columns weekly. 


The MARKET REPORTS as found in 
HARDWARE AGE are the most authen- 
tic published. 


Use them as a buying guide. 
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ALLEN Safety Set Screws 


30% Extra Strength over broached hollow screws 
—the only other kind made. By a tented 
process we increase the density of the steel 
around the socket-holes, so that even the smaller 
sizes will stand all the strain the best made 


utilized either for solid metal at the oe or depth of socket 
for the wrench. All sizes in stock from % in. to 1% in. 
any len point or thread. Pong Socket-Head Cap 
Screws, ap Extensions and Socket Wrench Sets. Dealers: 
Write for catalogue and sales proposition. 


The ALLEN MFG. CO.HartForb. CONN: 





M-KAY%0 BUMPERS 


—and the better black chains in the red 
band bag are both of them profitable to 
sell. And they do sell. Get our proposi- 
tion and profit. 


UNITED STATES CHAIN & FORGING CO. 
UNION TRUST BLDG., PITTSBURGH, PA. 


“McK 





















BURNLEY 


The Soldering 
Paste that has 
satisfied cus- 
tomers for over 
23 years. 








Sample free. 


BURNLEY BATTERY & MFG. CO. 
NORTH EAST, PENN. 











REVOLVING 
CABINETS 


Hardware ae ee in 
auto 
owners these ollieta. 


They prevent mixing of bolts 

























Geo. W. Diener Mfg. Co. 
400 N. Monticello Ave., Chicago, Lil. 


Manufacturers of the finest line of Garage Door Hardware. 
Recommend Allith products for satisfaction. Let us send 
you our new Catalog. It is considered the most complete 
ever published—a request brings it FREE. 
Representative jobbers distribute A-P 
products throughout the United States. 


Door Hangers Fire Door Hardware 
Garage Door Hardware Overhead Carriers 
Rolling Ladders Spring Hinges 


ALLITH-PROUTY CO., Danville, Ill. 





PaineT oggleBolts 
The only spring type toggle 
on the market. 

The wings open in- 
stantly in any position 


in hollow mate 
Aay te head 
bolt 
Standard stele, threaded 


a no ani 
just insert—The 
does the rest. 
Samples en request 
ne charge 


THE PAINE COMPANY 


Cer. Sacramento Bivd. & Carroll, Chieage, HL 
33 Warren St.. New York, N. Y. 

















The 


| H. B. Ives Co. 


New Haven, Conan. 
U. S. A. 


Established 1876 
Incorporated 19060 





Manufacturers 


BUILDERS’ HARDWARE 
HIGH GRADE WINDOW AND DOOR 
SPECIALTIES 


WRITE FOR ILLUSTRATED FOLDER 
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Classified Advertising Rates 
Opportunity Exchange Section 





Use the “Opportunity Exchange Section” to reach Hardware Manufacturers, 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. 
BOXED DISPLAY RATES 


50 words or less...... 
Each additional 50 words or less. 4.00 


Positions Wanted Advertisements 


oe 50% off the above rates 





Address your advertisements and replies to 
- Hardware Age, Classified Oppor- 





Set Solid, Minimum 50 words... . .$3.00 
Each additional word.......... .06 
All Capitals, Minimum 50 words.. 4.00 
Each additional word....... soe ie 
Allow Seven Words for Keyed Address 








Discounts for Classified Advertising 
4 insertions, 10% = 8 insertions, 15% 
° 


Remittance Must Accompany Order 


tunities, 239 West 39th St., New 
York City 
Harpware Ace is published each 
previ 


Thursday 
Forms close Ten Days ous to date of 
publication 

















BUSINESS OPPORTUNITIES 





MEN WITH SMALL CAPITAL to have own hardware business, sell- 
ing builders’ hardware to the architect, owners and contractors, in West- 
chester County, N. Y., Connecticut, Long Island and New Jersey. Backed 
by New York Hardware Corporation of high standing, with stock and 
show rooms. Must have experience in builders’ hardware lines and be 
able to read plans and make schedules. Give full particulars when 
answering. Address Box H-94, care of HARDWARE Ace, New York. 





FOR SALE—GENERAL HARDWARE STORE, fixtures and_ stock. 
Brick building, flat over store. Stock inventories $10,000. Tin and plumb- 
ing shop in connection. Business well established. Located in a thriving 
town on the Dixie Highway, 38 miles from Chicago. Sales $50,000. Sell- 
ing price $26,000. Reason for selling, old age. Address Box H-75, care 
of Harpware Ace, New York. 








DISSOLUTION SALE—Shelf hardware and house furnishing stock 
invoicing $10,557.00. New brick building 25 x 120 with 40 foot base- 
ment; heat furnished. Good fixtures and good location. Lease expires 
August, 1929; can be renewed. Good railroad town surrounded with 
coal mining, lumber industry and diversified farming. WATSON & 
STANTON, Centralia, Wash. 

FOR SALE—GENERAL HARDWARE STORE and paint store. 
Located in small town in Western New York. The building which is 


28 x 60 has deep basement and up-to-date living rooms above. Stocx 
will inventory about $5,000.00. The business was established in 1890 
and must be sold on account of ill health. Address Box H-25, care ot 


HiARDWARE AcE, New York. 


5000 Special Statements $8.00, size 64% x 7. 
on 20 lb. Bond, can be used with window envelope. 1000 Letter Heads 
8% x 11, 20 Ib. Bond, $4.00, reduction in larger quantities. Samples 
sent gn request. THE YORK PRESS CORPORATION, Gouverneur, 


SAVE ON PRINTI NG 


FOR SALE—HARDWARE BUSINESS in good live town on Hudson 
farming community. Low rent. Good lease. Priced at inven 


River. : : 
(;o00d reasons for selling. Can interest anyone 


tory for quick turnover. 





looking for a real bargain. Investigate. Address Box H-92, care oft 
Harpware Ace, New York. 
FOR SALE—STOCK OF HARDWARE and shoes. Will invoice 


around $15,000. Good northeast Louisiana town. Fine farming and mill- 
ing section. New brick building on best corner in town. Will sell or 
lease building. Adress Box H-80, care of Harpware Acre, New York. 








STORE FOR RENT—Wonderful opportunity for house furnishing 
business, Pennsylvania town, no other store like it in town. 100 per 
cent location. Address Box H-89, care of Harpware Ace, New York. 


FOR SALE—Hardware and 
invoice about $8.500 low overhead. 


Address Box 91, Ogden, Utah. 


HELP WANTED 


WANTED—BY MANUFACTURERS, REPRESENTATIVE SALES- 
MEN with wide acquaintance among hardware and automotive jobbers in 
the East to sell a high grade advertised product. Your merits will be 
proven by your past accomplishments and your ability. Write BENCO 
TOOL BOX CO., Box 6, Bath Beach Station, Brooklyn, N. Y 





Grocery business in good location, will 
Owner wishes to get out of business. 











ENAMELWARE AND ALUMINUM SALESMEN wanted to sell high 
grade lines direct to dealers. Good commission, also full commission on 
repeat orders. Give experience and territory fully in first letter. Address 
Box G-852, care of Harpware Ace, New York. 














WANTEIW—-SALESMAN WHO HAS wide acquaintance with New 
York State hardware dealers. To such a man we have a very attractive 
proposition. Write or call personally. Advertising Manager, AMERICAN 
AGRICULTURIST, 461—4th Ave., New York City. 





SALESMAN—METROPOLITAN DISTRICT—Selling nails to hard- 
ware trade. State age, experience, salary. Address Box H-65, care of 


Harpware Ace. New York. 





HELP WANTED 


A WELL KNOWN MANUFACTURER of a quality line of paints 
and varnishes, .having an occasional opening in its sales force would like 
to be in touch with several capable salesmen, preferably now employed 
in calling on the retail hardware trade, who are seeking to improve their 
earning power and would like to be considered when an opening develops. 
Previous paint experience unnecessary. Please reply in detail as to your 
experience, age and salary desired. Address Box H-96, care of HARDWARE 
Ace, New York. 








WANTED—A MAN EXPERIENCED in handling contract trade; one 
with a sales record back of him; not over 35 years of age; must under- 
stand all details connected with estimates from blue prints and be capable 
of making up schedules therefrom. Experience as well is required in the 
sale of wheelbarrows, shovels, and all special equipment carried for con- 


tract trade. Address--Box 647, Topeka, Kansas. 





WANTED—WINDOW TRIMMER AND ad writer for large retail 
hardware concern in Northern Illinois. Good salary to competent man. 
Address Box H-87, care of HArpware Ace, New York. 


POSITIONS WANTED 


POSITION WANTED—BUYER AND SALES MANAGER with live 
local jobber 20 years, hardware, mill, oil well, marine and builders’ sup- 
plies. Experience covering retail, wholesale, traveling six years, buyer and 
sales manager. Can organize buying and sales department, catalogue 
pricing and get results. A-1 references. Employed but desire to make 
new connection. Address Box H-23, care of Harpware AGE, New York. 











YOUNG MAN, 23 years old, with 7 years’ experience in the hardware 
business would like to make a connection with a jobbing house, whole- 
sale, paint company or reliable firm engaged in the hardware business 
selling to the wholesale trade. Address Box H-82, care of Harpware 
AcE, New York. 

RETAIL HARDWARE CLERK, over 20 years’ experience in all de- 
partments of business buying, selling stock and store arrangement, window 
trimming, etc. Good salesman and personality. Nine years in last posi- 
tion. High grade business references as to ability, character and responsi- 
bility. Adlress Box H-84, care of HArpware Ace, New York. 








HARDWARE CATALOG COMPILER. Just finished big 
Kleven years experience. Splendid 
record. Speedy, accurate, efficient. Can superintend several assistants 
and rush work through in record time if desired. Samples and references 
on request. Address Box H-93, care of HArpWAre Ace, New York. 


EXPERT 
job. Ready to start another one. 





YOUNG MAN, 29 YEARS of age, desires position as inside sales- 
man or road salesman. Have had experience in selling hardware. Will- 
ing to travel or locate in any part of the country. Address Box H-90, 
care of Harpware Acre, New York. 





POSITION WANTED—As store or sales manager or buyer by execu- 
tive of ability. References of qualifications to your satisfaction. Southern 
States preferred. Address Box H-81, care of Harpware Ace, New York. 

SALESMAN—5 
Metropolitan District. 

“ork. 





YEARS’ EXPERIENCE wishes position selling in 
Address Box H-91, care of Harpware Ace, New 





SALES ACCOUNTS WANTED 


MANUFACTURERS’ WHOLESALE REPRESENTATIVE AND 
DISTRIBUTOR, now selling the wholesale and retail trade with office. 
salesrooms and warehouse facilities at Phoenix, Arizona, the largest and 
only logical point for distribution in the Southwest, including Western 
Mexico, desires to add several non-conflicting lines of standard tools, 
hardware specialties and kindred equipment, to present lines. Manufac- 
turers desiring high class representation in this territory write ““MACHIN- 
ERY AND HARDWARE,” P. O. Box 1978, Phoenix, Arizona. 








WANT LINE HARDWARE SPECIALTIES, quick sellers, on com- 
mission. Twenty years’ experience. Can furnish satisfactory references. 


Address O. P. R. FOX, Morristown, Tenn. 
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SALES ACCOUNTS WANTED SALES REPRESENTATIVES WANTED 











A SALES ORGANIZATION with a record of success and years of 


experience selling automobile and parts manufacturers as well as all ® 
classes of jobbers, is 7, one or more new automotive lines having t 

merit. Commission basis f yeu want distribution in Michigan and gencies an e 

sales volume it will pay you to communicate with us. We invite your 





Were st oo — care of Grinder Sales Company, 526 for hardware, building products, automo- 
Sunennaiie Manns DianeNne eunaunndiaauainees 4 bile accessories and allied lines. Well or- | 
tory lines for Southern California. Can give references. Reply ee 7, ganized and financed firm of experience, 
care ef Harpware Acz, New York. ; ; ; 
well-known in the hardware, building 





7 and garage trade in Metropolitan District 
SALES REPRESENTATIVES WANTED including Long Island, would like to 


hear from interested manufacturer. Ad- 




















NEW ENGLAND’S LARGEST DIRECT factory organization repre- ' 
senting twenty-five manufacturers’ lines of staples and specialties have dress Box H-95, care of HARDWARE AGE 
several openings on their sales staff for high-grade, live-wire representa- YT r 
tives with established following among department, hardware, drug and New Y ork. 
general stores on strictly commission basis, weekly settlements. Must be 
willing to —— — time to our lines, and traveling in car. Fine 
opportunit n first communication state territ d d 
highest ae references. INTERNATIONAL eee array oS MANUFACTURERS of full line household specialties want local repre- 
Federal St., Boston, Mass. sentatives in all important cities to handle line on commission. Depart- 
ment houses, premium concerns, are all big users. State experience, lines 
" handled and territory covered. We want none but those who can “make 
SALESMEN, REPRESENTATIVES, AGENTS to handle _ popular good.” For such our proposition is an excellent one. Address “S. H.,” 


priced high grade all-steel, white enamel recess bathroom medicine cabinets, care of Harpware AcE, New York. 


selling to jobbers, building supply houses, hardware dealers to the con- 

tractors and builders, architects, hotel and apartment house builders; OHIO MANUFACTURER OF BUIL DERS’ HARDWARE specialties 
liberal commission and exclusive territory to real salesman that can sell desires representatives to handle product on a commision basis in various 
and guarantee results. Address Box H-28, care of HarpwareE AGE, sections of country. Address Box H-79, care of HArpware Acz, New 


New York. York. 














SIDE LINES FOR SALESMEN 
Many good salesmen are looking for profitable “Side Lines” 
to handle. 
What have you to offer? Give details—insert your ad in the “Classified 
Opportunities Section” of this paper and you'll i. reasonably sure to find a 
reliable salesman to represent you. 




















FORSTNER BITS One of the Most Remarkable Tools for Wood 

Working Ever Invented for Brace and Machine 
The Forstner pen poy ye Bit, unlike other bits, » ties oe Ap See ae canes Be. cones, ey ee 
wy X. a circle and can be guided in any direction regardless of grain or a oe eaving a ‘Gouge, ecrll-saw, of lathe erable nd —_ 


boxes, fine and delicate patterns, screen work, saamegene: fancy 
scroll twist columns, newels, en 3 moulding and mortising, 


THE PROGRESSIVE MFG. CO. --- TORRINGTON, CONN., U.S.A. 





























CATALOG of TOOLS 


and Supplies for Stone Working = S Drive und Foot « run nd, Set, {ant 
Metal, Punch Tubes, Punches and Dies. All 





Just off the press— 
free on request, send for it today kinds and sizes made to order. Write jobber. 
Trow & Holden Co. Booklets free. Established 1858. 
Barre, Vermont American Can Company 190 Dorchester Ave., Boston, Mass. 

















ELEVATORS : CARPENTER’S 
Write for our catalog HALK— 
Energy Elevator Co. STANDARD CRAYON CO. 


211 New St. Philadelphia Danvers, Mass. 


you want Hose Bands for 


nae a 2938. Anse cinco 1508, on All Hose Connections. 
RIXFORDM% Co. A trial will convince. 
EastHighgate, Vt. WILLIAM YERDON, Box 102, Fort Plain, N. Y. 


Jj. L. THOMPSON MFG. CO. 
Waltham, Mass. 
Tubular and Bifurcated 


=v 2 to 


Taintor Positive Saw Set 


All steel. Fully 
Guaranteed. Send 
for Free Book. 


TAINTOR MFG. CO, 
1183 Chambers St. N. Y. City 














YERDON CAST 
BRASS HOSE BANDS 
give JUST THE SERVICE 














pee em hay ea nen reamed —————————————— SS | 
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WANTED REPRESENTATIVES 
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WINSLOW'S 
SKATCS 2K3 














plain or nickeled. Turnbuckles are made 
plain or galvanized. Really economical 
because they last. Ask your Jobber or 
write us for Catalog. 


Brownie Mfg. Co., Inc. Fort Wayne, Ind. 





| tHe STEWART IRON won Co. The Samuel Winslow Skate Mig. Company 
“BROWNIE” CLAMPS pease eS 
CNBREARARLE, “Clamps ae, wade of HANDLE aS 


Fer Small Toois, Many Electrical Goods, Btc. 
Enameling, b th baked and air dried. 


STRATTON MFG. Co. Stratton, Maine 











NONE BETTER 
SOCKET WRENCH SETS 


NINE DIFFERENT SETS 
The New Britain Machine Company 
New Britain Connecticut 











Sesion ronseO 
quauty a I BALANCED 
“The Toots in Lhe Youd Bor” 

AMERICAN SAW & MFG. CO. SPRINGFIELD. MASS. 


MACK SAWS - BAND SAWS — SCREW ORIVERS - GLASS CUTTERS 


a screw “TF NOX” onivers § 











Waste — Mops — Wicking 
Cleaning Cloths 
Caulking Cotton — Chemical Cotton 


Send for samples and prices 
MASSASOIT MANUFACTURING CO. 





Fall River, Mass. U. 8S. A. 
New “York Office - - -- +--+ +--+. 350 Broadway 
Chicago Office --+-+--=- 189 West Madison St. 











*‘Superior’’ Screw Driver Bits 


Five Sizes, 14 to 5§ inch 
The Conn Valley Mfg. Co., Centerbrook, Conn., U. S. A. 

















CONNEAUT SPECIAL 
SHOVELS—SPADES—SCOOPS 
Kind to the hands and the back and the pocket book. 


THE CONNEAUT SHOVEL CO. 
CONNEAUT OHIO 


Jersey Copper Screen Cloth is easy to sell because its dura- 
bility, stiffness and tensile strength are soextensively advertised 


THE NEw JERSEY WIRE CLOTH Co. 
628 South Broad Street 
Trenton New Jersey 


Copper Screen Cloth 


Made of Copper 99.8% Pure 














SEYMOUR SMITH PRUNING SHEARS 


A Full and Gompiete 





Line of Pruning Shea 
and Tree Pruners. Neg magnet which holds 10! ; 
B UTHEL the * tion for driv- ee 
é ARANTBED ing. Awardea the Silver Medal pediniaannesn 
Write for New ‘ —eo offered) at the Panama-Pacific BMxposition. 
MA i SMITH e SON sae ‘oak 4 hy ; 
mo 2 my hg By ee ARTHUR,R. ROBERTSON 94 Portland St., Boston, Mass. 


Robertson “Horse Shoe” Magnet Hammers 





















Sets Manufactured by Toys 
The Hart & Cooley Co., New Britain, Conn. 





WESCO TIRE CHAINS 
ARE GUARANTEED 


Western Chain Co. 
Chicago, U. S. A. 























THE INFLUENCE OF MILLIONS 


of attractive advertisements yearly which create demand for Lorain 
Oil Burner Cook Stoves should mean greater profit for you. Get 
acquainted with the supremely good 1926 Lorain Burner. Oonsider 
the sales continually made by satisfied users and the wonderful 
reputation of the manufacturer. Only by selling Oil Cook Stoves 
a with the Lorain High Speed Burner can you share these 
protte 


AMERICAN STOVE COMPANY St. Louis, Mo. 











BROWN @ SHARPE 
34 FOOLS 
Nia * 
They Give Complete Satisfaction 


TRADE MAAK ('ataio 
BROWN & SHARPE MFG. CO. Provi 
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INDEX TO ADVERTISERS 


THE ADVERTISERS INDEX is published as a convenience and not as «a part of the 
Ne allowance will be 


advertising contract. 
made for errors or failure to insert. 


Every care will be taken to index correctly. 
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English Cottage— Recommend 
Milcor “Titelock” American Tile 


Eset g heavy slate effects, or 
itelock k Metal Slate, or “Tite- 
” Art Shingles. 


Italian — Use Milcor “ Titelock” 
Spanish Tile, painted red or green, 
orm pure copper. effect 
is decidedly authentic and a consid- 
erable saving in cost can be made. 





New England Colonial — Milcor 
“Ti Metal Shingles or Metal 
Slate, lend a true a character 
to roofs. Milcor “American” Metal 
Tile is also in good form. 





Dutch Colonial—This style om, 
Milorrghing a S the Now Beglaad 
ew 
rae res Sm oe Tile 
being the most 











Spanish— Milcor “Titelock” Span- 
ish Tile uces the int charm 
of old Spanish roofs. In Pure 
Copper wonderful effects tesult as 


the copper takes on its anent 
greenish oxidized fnish. 


Titelock Protection 
and Beauty with any 
Style of Architecture 








French Cottage—Recommend 
Milcor “Titelock” Art Shingles for 
the French Cottage. The general 
result is fine as it nicely resembles 
the original French Cottage effects. 











Modern American Two-Story 
Houses —Milcor “Titelock”’ Metal 
Roofings are adaptable to this type 
of architecture, according to the 
basic style. Tile effects are the most 
popular; slate or shingle effects 
are also desirable. For an desired 

ect there is a Milcor ““Titelock” 

etal Roofing. 


SPANISH 





ARIOus styles of Milcor “Titelock” Metal Tile, 
Slate and Shingles are especially adaptable 

to each authentic architectural motif. For ex- 
ample, Milcor “Titelock” Spanish Tile produces 
the picturesque roofs of the Spanish and Italian 
designs, while Milcor “Titelock” American Tile 
gives the effect of heavy slate so desirable with 
the popular English-Cottage and French styles. 


And Milcor roofs are more than good looking. 
They are firesafe, weatherproof, proof against 
cracking. They are locked on—can’t disengage, 
warp, curl or rot. They positively lock out 
rain and snow. The air pockets formed under 
Milcor Roofs help insulate against heat in 
summer and against cold in winter. Possessing 
as they do, every quality that makes for satisfac- 
tion in their durability and pride in their beauty, 
it seems, we confess, too good to be true, that 
Milcor metal roofing is also decidedly economical. 


Do not confuse Milcor “Titelock” Metal Roofs 


with ordinary metal roofing. Investigate! 


Made from Terne Plate Painted Red or Green, 
Terne Plate Galvanized, Pure Zinc or Pure Copper. 
Also made in the famous, pure, rust-resisting 


INGOT ' IRON 


MILWAUKEE CoORRUGATING COMPANY 
MILWAUKEE, WISCONSIN 
Chicago, Ill. Kansas City, Mo. La Crosse, Wis. 





MILCOR>3 


“TITELOCK” 





Modern eg bet style upon 

which the architectural effect in 

each individual case is founded, 

is the basis for selection of the 

ilcor roofing. “Tit ” Spanish 
Tile is very 








Tudor pg A Timber—Milcor metal 
slate or ‘“‘American”’ Metal Tile is 
pecan ME appropriate for this style, 
and can be painted to uce 


a fine shingle effect, if desired. 





ee oe near ART oy 
METAL TILE LATE SHINGL 


METAL ROOFING 








Data Book Free 


This illustrated book should be in 
your files. It contains all desired 
information and specification data 
on “Titelock” Metal Roofing and 
trimmings and other sheet metal 


building materials. Complimentary 
copies will be mailed on request. | 




















Co an Pare » 











May 6, 1926 HARDWARE AGE 








What You are Interested 
in is SALES/ 


HE Modern Merchant 
doesn’t want his shelves 
cluttered up with products that 





Turn Over is the thing that makes 
the old trial balance look sweet. 
There is no profit or glory in 
capital tied up in merchandise 
that doesn’t move. 


Empire Levels are “Lively”. The 
many wonderful features and the 
obviously high quality of these 
fine tools create many a sale. The 
merchant who displays his Em- 
pire Levels where his customers 
can see them realizes how attrac- 
tive they are to men who use— 
who know Levels. 


The Empire Line of Levels is 
complete. There is a tool for every 
requirement. It 1s not necessary 
to carry a big stock. Specialize 
on Empire—others do and profit 
by it. 


Empire Level Mfg. Company 
MILWAUKEE, WIS. 


Our new catalog is just off the press—send 
for tt. 


4 
“2 x 


LEVELS 
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TAREE YEARS OF HOVORABLESERVICELIZO | 
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In this issue: 


Display Method Brings Success in Wiring Supply Sales—-How One Depart- 

ment Store Sells Radio—Making a Success of a Lamp Sale—What the 

New Incandescent Lamps Mean to the Dealer—Radio in Every Room in 
the House—An Idea for the Summer Bungalow Trade 
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a June 26 
Saturday ; 
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May 29 
Saturday Evening Post 
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Hoepoint electric cookery is 
dom to women in all parts of 
ospoins Super Automaty 
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= é — 16 million Hotpoint Advertising Mes- 


sages in the May and June national publi- 














“I cations will help you sell Hotpoint Servants. [22== 
“1 Two-thirds of your possible customers will read 

‘=| this advertising. Take advantage of this oppor- 

=] tunity to make more profit. Get a supply of 


Hotpoint Servants from your Hotpoint Distrib- 
utor and identify yourself as a Hotpoint dealer. 


The advertising in May and June is just a part 
of Hotpoint’s year-round program. Hotpoint’s 
leadership in national advertising for over 20 
years has made Hotpoint Servants easiest to sell. SS 
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Write for our complete sales plan that will build business for you i 
fee June 

Woman’s Home Companion 
Ladies’ Home Journal 


atenientntentoetedioetestententententententen 


May 
Ladies’ Home Journal 
i? at, Good Housekeeping 


EVERY HOTPOINT PRODUCT GUARANTEED 








Edison Electric Appliance Co., Inc. 
5610 W. Taylor St., Chicago, Ill. 5 


Please send me by return mail, your complete sales plan i 
on Hotpoint Servants. i 
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Utah Guarantee Sells Merchandise 


An Open Letter 
to Jobbers— 
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Utah 
Superflex 


Reg. U. Ss. Pat. Off ° 


$12.50 











Utah 
Phonospeaker 
With stand $10.00 eee Erere 
Without stand $9.5O 


$25.00 
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This dramatic demonstration is ‘your 
best salesman 


6131-6 


ITH Servel, you can per- 
form a feat which fascinates 
electric refrigeration prospects. 


Just pour a glass of water into 
a glass of Servel refrigerant. The 
instant they meet:—Ice! 


Wonder and curiosity rise to 
high pitch. Then you proceed. 
No! this isn’t magic. It is simply 
proof of the extreme cold of the 
Servel refrigerant. 


This demonstration explains the 
mystery of electric refrigeration. It 
inspires confidence. It stays vividly 
in the prospect’s mind. And it 
sells a distinguishing feature of 
Servel. 


Concentrate your selling on the 
electric refrigerator which you can 
demonstrate so dramatically. For 
further information, write or wire 
The Servel Corporation, 51 E. 
42nd Street, New York. 


SERVEL 


Trade Marks 
Reg. U. S. Pat. Of. 
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we went for our homes, we ecidom think of all 
that has heen done to sateguard « ne 
make our task of setec 

Thousands of manufacturers of thousands of things, 
want you to buy what they make 


The natu gs for you to buy then wa “om 
the most relhable store in your town 

The natural place for that rehable store to bay the 
th vou ore hkely to want, « the ae wholesale 
ware - Be where such things are cpliected as the first 
step of the great service « ' i) 

Se the natural place for the manufacturer to start the 
dvtnbunon of the things he makes is the wholesale 
cttablisament 

lf wou had to select nie jectrxe washer oF 

roner from the many differe rent hin is, you would be 
beeside red 

all or most of them have firar been offered to 
the caduien on chin « noah wpe Hardware Whole 
salers, who select, from the many, the one thei experts 
after much srudy and many tests, coneder hon 
Judgments may differ somewhat, but im the end 
the Flardware Wholesalers will select the one or two 
cOmMPpaee 


THE wYRTOW MANUFAC? 's 
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machines that 





great service to > American homes 


YI HEN we go to the rehable stores for the things 


can be depended upon to serve retably 
value 


and that represent sou 


The next _ m duatnbunen vs 


tocal retail ato 


will offer 


from «#holesaler to 


To the most rehable locd) store ma 
thes 


1 selection and — local store will pudge 


and teat, and make ite seleetio 


When these sclections are once made 


the deserving 


product continues to be the selection of Wholesaler and 


Retasler—-unnl something more 
So the less deserving, farting 
adopt the more expenarve methods 


When distr 
must come do 
The produce 


the best position to 


deserving 1 offered 
to win store dastribunen, 
of drstrebutien 
ibunon costs rise, manufacturing costs 
wa—qu wall ty 8 apt to suffer 

er with the lowest cost of distriburon rs 
dehver quality at s price-—-value 


serform an economucal service, the 


a v pe 
are : Whe ousle Hardware Fstablishments have gre 
‘I they select and Gaius Gun tun 0 Gite ”n 


‘ 
dollars worth o 


of merchandise annually 


vestige ts the resul it of quality vested in use 


= antage of low 


© vears—and = ton quality rests 


the 
¢ Wholesale distr dbosien 
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Storekeepers and housekeepers 4o// indorse Horton 


Do you know why? 
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that the longer « 





it may be chat mag are preju 

deb tut che rtanty 

we the result of a Ady toss thew 
wer 








tt may be chat all the chousancds are 
ot Local Stores that recommend 
Horton Washers and lroners are premudwed, too 


i ’ 
Bur when houreke “ and storekeepers both ha of waleamen traveling fro town and 
tem G rem = to door, The result wa large _— of 


she , 
the product surety must be more than ordinarily good do 
more than ordinary value 
Now here'sthe secret Here's the ta es _—w 
an put extra quality into wae nd lroners witho 
wth “ an extre penny to pr <c¢ ~ am rt when you be ~ 
vou know the f re 
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Back 
Nationally 


This 
Organized 


Movement 


IGHTY million pages 


of National Advertising 


are telling the people why it is greatly to their 
advantage to buy Electric Washers and Ironers from 


Reliable Local Merchants. 


Over a Hundred Leading Hardware Wholesalers 
are effecting thorough economical national distribution 
of Horton Electric Washers and Ironers. 


An underlying principle 


of the plan is a direct 


practical help to Make Retailing More Profitable. 


Write for “Getting Back 
—a practical help for any 


into the Main Channel” 
Retailer who wants to 


increase his volume and profits. 


HORTON MANUFACTURING COMPANY, (Established 1871) 1024 Fry Street, FORT WAYNE, IND. 


HORTON 
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Transformer and Outlet Box 
Cover in One! 


HE neatest and best place for a bell ringing and signal 

transformer is on the outlet box. Putting it there is now 

a simple matter, with this new transformer. Electrical in- 
spectors have recommended and asked for this type of instal- 
lation for more than two years. The Jefferson “Nucode” 
Transformer fastens to any standard outlet box. Connect the 
wires and tighten two screws — that’s all you do! 


The “Nucode” Transformer is designed for residence and small apart- 
pO OO aot at ment buildings to operate door bells, door openers, and other sig- 
Se a nals. Listed by the Underwriters’ Laboratories, and fully guaranteed. 


s 
yo" 


me 


we ee Your customers will want this convenient, new-type trans 
en former — order today. Jefferson “Nucode” Transformers are 
sold by all Jobbers. Costs no more than ordinary transformers. 





speceonEetrical ine Jefferson Electric Manufacturing Co. 
recommend the Jefferson 516 So. Green St., Chicago, III. 


Nucode”’ Transformer. 


JEFFERSON Jlucode Bell Ringing Transformers 
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Vn brecedenied Son 
of ‘pte Cabinet lroner 


has been won on sheer merit. It is 
the most advanced, ingeniously de- 
signed, and compactly built ironer 
ever produced. 


That the CONLON Cabinet Ironer 
has established unqualified leader- 
ship of the ironer field is best evi- 
denced by the fact that leading 
dealers and distributors have en- 
thusiastically tied in with our sales 
plans in their respective territories. 


CONLON CORPORATION 
CHICAGO, ILLINOIS 























a 


CONLON CORPORATION 
19th St. and 52nd Ave., Chicago, IIl. 


Gentlemen: Send details of your proposition 
on the Conlon Cabinet Ironer. 


Name . 
Address ...... 


City I cccnapenrenninininn 
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Retail Price 
$18.50 
Denver and West, $19 


Kitchen Attachments at Slight 
Extra Cost. 


The Market 


An investigation made by the General 
Federation of Women’s Clubs shows: 
that, while in the 432,084 homes reported 
87% had electricity; 22% had washing 
machines, and 33% vacuum cleaners, only 
5.6% had electric sewing machines. 


Think of this tremendous market: 14,- 
538,000 wired homes with their millions 
of sewing machines of which only 5.6% 
are motor driven. 


And remember this, the Hamilton Beach 
Home Motor gives a sewing machine the 
same speed and ease of operation found 
in the finest electric models at a fraction 


of the cost. 










Hamilton Beach 
Home Motor 

ONE of the 

Fast Sellers 
ina 

' PROFITABLE 

YEAR AROUND 
LINE 


Real Profit 


We realize it costs money to sell any merchandise 
so we give dealers a real margin. The high quality 
of our Home Motor and the big national magazine 
advertising campaign behind it means quick turn 
over, too. Rapid turn over and a real margin 
means big profits to you. | 


World’s Finest Motor 


The Hamilton Beach Home Motor is the result 
of 15 years of specialized experience in a particu- 
lar field. Over 1,000,000 of the motors are in use. 
The motor is rugged yet light. It runs cool and 
quietly—it needs absolutely no attention except 
for an occasional oiling. Runs on both AC and 
DC, 105 to 120 volts, 25 to 60 cycles. Scientific 
design, material of highest grade, over size shaft 
and bearings and precision workmanship insures 
long life. 


19 NUMBERS IN THIS FAST SELLING LINE 


In addition to the Home Motor, we manufacture Vacuum Sweepers; 4 other styles 
of Sewing Machine Motors; a Tailor Motor; 4 high grade Vibrators ; 2 Hair Dry- 
ers; 2 Drink Mixers; 2 Jeweler’s Lathe Motors; a Tool Post Grinder, and the 


New No. 104 Polishing and Grinding Motor. 


All are guaranteed absolutely and quality Products. They're all good sellers—and 
stay sold. Dealers find it pays to be a Full Line Dealer. It will pay you, too. If 
you're only selling a few numbers ask your Jobber for prices and full information 
on the Hamilton Beach Line—It’s a Year Around Line that is Nationally Adver- 


tised the Year Around. 


HAMILTON BEACH MANUFACTURING CO. Racine, Wis. 








“Our final choice’ 





























SAys D. C. Roden, manager 

of the Radio Department of the Powers 

Mercantile Co., Minneapolis, Minn.: 
“We tried several brands of ‘B’ batteries 

before deciding to sell Evereadys and we 


have never been sorry 
for our final choice.” 
Note that here again 
Eveready Radio Bat- 
teries are the final choice. 
More often they are 
the first choice as well 
as the last, for Evereadys 
are as profitable to the 
dealer as they are satis- 
factory to the customer. 
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Tuesday night means Eveready Hour 
—8 P. M., Eastern Standard ‘Time, 


through the following stations: 


wsaAI—Cincinnatt 
wTamM—C leveland 
\wwy—Detriit 
wGon—C hicago 
woc—Davenport 


WEAF—New York 
w yJAR—Providence 
WEEI—Boston 
wtAac—Worcester 
wFi—Philadelphia 
wcr—Buffalo § Minneapolis 
wcaE—Pittsburgh weco 7) St. Paul 
Ksp—St. Louts 














Radio Batteries 


-they last longer 
9 


The 
trated above “gave excellent results,” ac- 
cording to Mr. Roden, and a similar win- 
dow will do as much for you. Display ma- 
terial, linking your store with our national 





Powers window illus- 


advertising, is available 
to aid you in dressing 
attractive window and 
counter displays. Order 
Eveready Radio Bat- 
teries from your jobber. 
Manufactured and guaranteed by 


NATIONAL CARBON Co., Inc. 


New York San Francisco 
Atlanta Chicago Dallas 
Kansas City Pittsburgh 


Canadian National Carbon Co., Limited 
Toronto, Ontario 
































in Performance: 


On the racetrack there is always a winner! One 
whose stamina is greatest of all contestants— 
so it is with Radio. Your set, when equipped 
with the new Majestic Super-B, will literally 
outperform at all times, the records made pre- 
viously by your receiver in its best tempera- 
mental moods. 


The Majestic Super-B not only improves the 
volume and quality of tone, but spares you 
the constant annoyance of depreciating B bat- 





/ 





teries. Also, it reduces the cost of operating 
your set to less than one-eighth cent an hour! 
Two chokes of 41 Henrys each and 20 micro- 
farads of capacity are used in the Majestic 
Super-B filter circuit. Winding the chokes 
and transformers with 30 gauge wire of low 
resistance also allows voltage regulation of 
better control. The unusually large condenser 
bank smooths out every trace of ripple with 
a wide safety factor to spare. 


Majestic Super-B Current Supply Complete with Raytheon Tube Capacity | to 12 
tubes including the use of new 135-150 volt power tubes. 


110 volt, 60 cycle. Price 


| The Majestic Standard-B is a smaller B Current Supply unit, designed for sets having 
not more than 6-201A type of tubes or 5-201A, plus one 112 type of 135 volt power 


tube. 
Majestic Standard-B Current Supply Complete with Raytheon Tube. 


110 volt, 60 cycle. 


GRIGSBY - GRUNOW - HINDS - CO. 


4556 Armitage Avenue, CHICAGO 


Price 
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Why Not Listen In? 


LECTRICAL GOODS’ educational 
H; broadcasting program is to 

be greatly increased in its 
scope, from _ present indications. 
Several electrical service stations 
have requested the talks now being 
broadcast from WEAF in New York 
with a view of having them broad- 
cast for their communities from local 
stations. 

Last fall Mrs. Bernice Bowser, 
Lamp Editor of ELECTRICAL Goops, 
broadcast a series of talks on the use 
of lamps in the homes. These talks 
proved so popular that the manage- 
ment of WEAF asked ELECTRICAL 
GoopDs to arrange for a series of talks 
on electric household appliances. 

These talks are being prepared 
through the _ Electrical Woman’s 
Round Table of New York and are 
being broadcast over WEAF by 
members of that organization. Mrs. 
Lillian Cassels is chairman of the 
committee handling the work and 
she has personally broadcast several 
of the talks. 

The talks are scheduled for 11:15 
on the last Friday of each month. 
On May 28 the subject will be elec- 
trical refrigeration. While the talk 
is arranged with a view of giving 
practical information to women who 
are probable users of electrical re- 
frigeration, there will be much in- 
formation of value to salespeople. 

On June 25 the talk will be on elec- 
tric cookery. This talk will cover 
the subject from grills to ranges and 
include kitchen motors and other 
accessories. Special attention will 
be given as to the use of newer cook- 
ing appliances. 

The July talk will be on fans and 
ventilation. 
































Those Attending the 
N. E. L. A. CONVENTION 


at Atlantic City are urged to visit the 
Hoover Booth in order to see the won- 
derful results of Positive Agitation—the 
newly perfected principle of cleaning, in- 
corporated in the New and Greater 
Hoover, Model 700. Hoover executives 
and engineers will be in constant attend- 
ance in order to explain this great ad- 
vance in home-cleaning science and to 
demonstrate the difference between The 
Hoover and ordinary vacuum cleaners. 


THE HOOVER COMPANY, NORTH CANTON, OHIO 
The oldest and largest maker of electric cleaners 
The Hoover is also made in Canada, at Hamilton, Ontario 
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Decreasing Rates and Increasing Service 





Basis of the Electrical Industry 


UICK appreciation of electricity for lighting is almost unparalleled in the 
acceptance of a salable commodity. Electric lights in the guise of arc 
lights for street lighting swept the country and then came the improve- 
ments in the incandescent lamps and immediately many people wanted 
these lights for their homes. 

This demand brought new problems to those interested in the extension of the 
service companies or stations. Cost of current, as we now judge it, was high and 
| the leaders in the industry quickly realized that with a proper price for the cur- 
rent, the residence and retail store fields were the big opportunities in the lighting 
business. 
| Every person of middle age today can remember the crude, expensive lighting 
| equipment of many business houses, installed only for the reason that, poor as this 
| light was as compared with the light we have today, it was superior to the old oil or 
| gas lights. 

Price of lighting was early in the minds of those who were behind the lighting 
business in those days. These men quickly realized why the cost was so high. 
They realized that they were maintaining an expensive plant and an expensive 
wiring system over the town that were of use only for a few hours a day and that 
the lighting business had to carry the entire overhead of this expensive plant. 
These men realized that this was uneconomical and unfair. 

As necessity is the mother of invention, there came into the market many de- 
vices for making a wider use of electricity. Motors for power came and then the 
household and other appliances were developed. 

These devices were crude and in some cases dangerous. There was much to be 
learned about wiring and manufacture to make their use safe. The wiring that 
had been developed when a constant or nearly constant load of lamps was the ob- 
jective did not serve when the variable load of motor and heat was put onto it. 

Because the entire situation was experimental, only electrical experts were 
capable of making the changes that were necessary to make a building safe for the 
use of these things. 

Because the manufacturers then did not know as much about making switches, 
fuses, plugs, insulation, terminals and other odds and ends that are now practical- 
ly fool proof, experts were necessary wherever electricity was installed and used. 

Motors that now run day in and day out, starting when wanted and stopping 
when not needed, with only occasional inspection, were then guarded constantly by 
an electrician. 

These difficulties were overcome quickly and the varied and popular use of elec- 
tricity was under way. Many thousands of dollars were spent in research, engi- 
neering and experimental work to bring about safety and better service. New 
metal alloys were developed and manufacturing and designing skill began to make 
less necessary the personal attendance upon an electrical installation and the prices 
for energy began to come down as there was more use to absorb the plant and 
equipment overhead. The story of the development of electricity is the story of 
voluntary decline of rates in order to get more customers. 
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People just naturally buy when they see the device that 
1s what they need at home. 


By Milton J. Phillips 


MECHANIC on his afternoon 
A off entered the Walmer hard- 
ware store looking for a tool. 
He found what he wanted and then 
his attention was caught by elec- 
trical equipment displayed on an 
open counter. He stopped to look 
at some of the articles. 

“T never knew there was a porce- 
lain insulator of that shape,’’ he said 
to the clerk a few moments later, 
“I need three of those.” He con- 
tinued to look and his bill amounted 
to $9 when he left. He had found 
a two way connection that suited 
him, an oil lamp adapter, devices for 
baseboard connections, two kinds of 
wire, some tape and a lamp socket. 
He was much interested in other 
articles and promised to come back 
again. 

“T usually know about what I want 
but it is awfully hard to tell a clerk 
exactly what it is,” he said. 

A woman came into the store, 
telling the clerk who greeted her 
that she did not want to buy any- 
thing; she had merely heard of the 


display and wanted to look 
about. This clerk is not supposed 
to bother “lookers,” his duty is to 
efface himself as much as possible 
but always be present to explain. 
He KNOWS electrical wiring sup- 
plies and can explain. 

This woman’s purchases ,amounted 
to $41. “I don’t know exactly what 
my husband will say,” she remarked, 
“but we need all of these things.” 

And so it goes in the new Walmer 
store. “I did not know there was 
such a thing as this. I have often 
wondered why some one did not 
make it,” is an ordinary remark, 
after shoppers have looked over the 
display counters and have selected 
one or more articles. 

Charles W. Walmer of the Charles 
W. Walmer Hardware Co. of Swiss- 
vale, Pa., credits this display with 
the increase of 200 per cent in his 
sales of electrical goods. He says 
that the increase will run to 300 per 
cent by the time the community 
realizes the meaning of this service. 

Early last fall, the Walmer Co. 


new 
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Merchandise on these Counters 


made radical changes in their floor 
lay-out, doing such things as ripping 
out conventional counters, age-old 
necessities in the minds of hardware 
and other merchants, and tearing 
down ball-bearing plate glass doors, 
leaving in their stead fine wall cases 
filled with precision instruments, 
within reach of each and every cus- 
tomer interested in such things. 

Furthermore, garden rakes, hoes, 
pitchforks, step-ladders, and kindred 
articles that graced the rear of hard- 
ware storerooms longer than many 
of us can recall, have been relegated 
to basement or upper floor where 
space is not so valuable, for the 
Walmer Co. figure turnover per foot 
of floor space. 

Old-fashioned show cases are con- 
spicuous by their absence, and the 
doors that have gone, the counters, 
and show cases were all new two 
years ago, when the four-story 
building was new. 

Yet, Walmer got the idea strongly 
that far too much goods, particularly 
electrical and a few other lines, were 
hidden away snugly out of sight of 
inquiring customers who knew defi- 
nitely what they wanted and were 
ready to lay their money down as 
soon as they found it, almost irre- 
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spective of whether a salesman was 
handy at the time. 

In the place of the show cases are 
display tables, many of them, ar- 
ranged in squares or parallel with 
cozy aisles between and attractive 
lights just right to put each and 





The window display brings people in to ask “for something like— 





Brought a 200 Per Cent Increase in Sales 


Ability to handle and an opportunity to ask many 


questions boosts 


every article, be it wires of various 
insulations, brass or _ porcelain 
sockets, switches, fuse plugs, base, 
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and 


they are referred to the counters to look to their heart’s content 
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appliances sales. 


or wall plugs, or what not, in the 
best of display situations. 

The tables, of course, consist of 
literally hundreds of compartments 
on top. There are plate glass parti- 
tions, strips finely polished. with 
beveled edges. In these squares and 
rectangles of varying widths and 
lengths to suit the merchandise, the 
most fastidious shoppers find ‘with- 
out annoyance electrical articles 
they did not know existed. 

Of course, every department— 
household, or what not—on the.main 
floor has its own coterie of. tables, 
each group different in some manner 
‘from each similar one. There: are 
thousands of articles to be found. in 
the walk down one side of the room 
between rows of tables, back: the 
middle and down again the far. side. 

“It takes too much time,” re- 
marked a bright-looking mechanic 
one evening recently. “I want to 
take time to see things,” and so, it 
goes. 

“IT fully expect by Spring to be 
doing 300 per cent of the electrical 


(Continued on page 51T) 














“IT need this experience in my business. 


the house with the enthusiasm 
characteristc of all who bear 
good tidings. 

“Oh! Mom,” she called, shedding 
hat and coat while she talked. “I’ve 
got it!” The next thing Mrs. Hope 
knew she was being waltzed around 
and about by her excited offspring. 
But Sally’s mother was used to such 
outbursts from her “menagerie,” as 
she playfully called her three chil- 
dren, and stood pat, at least figura- 
tively. 

“Got what?” she asked wonder- 
ingly. Sally’s rendition of the 
Charleston came to un abrupt stop. 

“Ye Gods, Mom, here I’ve been 
talking about getting the buyer’s 
job for a week—and that’s all the 
impression it’s made on you. Say, 
how often do we make buyers of 
electrical departments in Bangup’s 
Department Store?” 

“Oh, that’s it! I suppose you ask 
me to believe that Mr. Bangup up 
and gave the buyer’s job to my little 
lamb, just because she was bleating 
after it?” 

“I expect you to ‘suppose’ no such 
thing. I want you to know, poso- 
lutely, that I’m about to be the buyer 
of electrical household appliances in 


Give HOPE catapulted into 
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My j0b depends upon it” 


Bangup’s Department Store,” Sally 
declared. 

“From sales clerk to buyer. That’s 
a2 long cry, Sally.” Mrs. Hope shook 
her head doubtfully. “What do you 
know about buying electrical appli- 
ances—or using them for that mat- 
ter?” 

“More than the _ bunga-loafers 
that are going to buy them. As for 
the second part of your question— 
it’s going to be more before I go to 
bed tonight,” she said earnestly. 
“Let’s see what’s for supper?” 

“You’re brother Ben’s not coming 
home tonight—and it’s been so 
warmish all day, what with this 
spring weather " 

“IT know,” interrupted Sally 
“bacon and eggs, salad, toast, cof- 
fee. Yes? No?—Great for me. But 
not on the stove—at the table,” she 
declared rushing into the dining- 
room; returning with arms peril- 
ously ladened. 

“Sally Hope, what ever do you 
mean carrying that good, new perco- 
lator that way—and the grill, too! 
Do you think I’m going to let you 
use those expensive appliances just 
for us? I won’t stand it!” she said 
without determination, gazing at her 
daughter placing them on the table. 
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An informal discussion by 
Mrs. Ethel Wan-Ressel 
Chantler, showing that 
wives, sisters, fathers and 
brothers-in-law may be use- 


ful. 


“S’all right, Mom, I’m just going 
to use ’em in the ‘nook.’ Just this 
once. Better say yes, if you want 
little Sally to bring home the extra 
money needed to get that bungalow 
at Beachville. You see, Mom,” she 
went on, her head under the break- 
fast nook table where she was try- 
ing to plug appliance cords into 
convenience outlets “Darn 
the man who put that outlet out of 
sight!” 

“It was your brother-in-law.” 

“Dang, Joe. But as I was saying, 
I need this experience in my busi- 
ness—my job depends on it. Lord! 
I wish Alice and Joe would come. 
They can help me for once in their 
lives.” 

Mrs. Hope stood silently observ- 
ing her energetic daughter. She 
admired Sally very much but would 
never let her see it. While the grill 
was heating Sally expertly filled the 
percolator and brought the bacon 
and eggs from the refrigerator. 

“You fix the salad, Mom,” she 
ordered. “Gee, but J wish we had 
a waffle iron—that would be a real 
test!” 

“I’m glad we haven’t—you’d ruin 
that as you will the grill and perco- 
lator.” Mrs. Hope said crossly. 
She was a mother who did not be- 
lieve in her daughter learning to do 
things for herself while she was 
alive to do them for her. Besides, 
this catered to her sense of self-im- 
portance. 

Mr. Hope, arriving at the very 
moment dinner was ready, heard the 
good news from Sally between gulps 
of food. 

“One thing at a time,” he 
chuckled, passing his plate for a 
second helping. “Better wait until 
after dinner to tell me about it in 
detail. Maybe we can help you. 
It’s certainly a wonderful oppor- 
tunity.” 

Shortly after dinner, while Sally 
and her mother were still cleaning 
up the kitchen, Alice and Joe 
dropped in for the evening séance. 

Joe was an electrical contractor 
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BUTTONS and BUNGALOWS 


Perhaps you may be looking for a summer sales idea and this 
may be it, for it 1s all very practical. 


who sold appliances in a small way, 
and because he was in the electrical 
business he felt his wife should 
have at least the most important 
devices. Also it helped business. 
When friends and neighbors came 
to visit, Alice always showed them 
her new things. She was pretty 
clever at handling them, too. 

“Sally’s got a new job—she’s 
going to tell us about it,” said 
Father Hope as Sally and her 
mother came into the living room. 

Everyone turned to her interested. 
“Well I’ve got it—almost,” she 
laughed a little excitedly. 

“What’s the job?” Alice asked im- 
patiently. 

“Buyer of the department.” 

“Buyer?” Alice and Joe echoed. 

“Yes, a buyer,” Sally nodded con- 
firmation. 

“But how did you ever convince 
the old chromo you could handle it?” 
Joe asked incredulously. ‘He’s been 
dead set against women buyers.” 

“He’s against anything only so 
long as it doesn’t cost money—and 
for everything that promises to 
make him some. Nobody can call 
Mr. Bangup a fool. I told him I 
had a plan for selling electrical ap- 
pliances during the summer slump 
that would make it seem just like 
the week before Christmas. When 
he heard what it was, he said they 
were overstocked at present and 
there’d be no buying anyway, so I 
might as well try the job.” 

“That’s great, Sally, but what’s 
your plan?” her father inquired. 

“It’s not quite complete yet, but 
the nub of it is to sell the small 
cooking appliances such as grill, 
toaster, percolator, water kettle, 
fireless cooker, and the like, to the 
bungalow vacationists. That is, ad- 
vertise them for the purpose. Fami- 
lies go away to have a rest as much 
as to get a change, and all but 
‘mother’ get what they go after.” 

Mrs. Hope nodded affirmatively. 

“She’s got to cook three a day just 
as she must at home usually in a 
makeshift kitchen,” Sally went on, 
“and it’s my idea to run advertise- 
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ments telling the bunga-loafers what 
these appliances will mean to them 
on their vacation. Teach ’em to 
push buttons—and plenty of ’em. 
That’s why I tried cooking our din- 
ner on the grill tonight. It was 
pretty simple too, even though I 
haven’t had as much practice as 
Alice. 

“Up to now I sort of thought Alice 
was an exception, that not everyone 
could manage the appliances the way 
she does. But I’m convinced that 
with very little practice anyone 
could do it. Even a man,” she ended 
at a loss for an appropriate simile. 

“Thanks,” Joe said sarcastically, 
“but do you mind telling me how 
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you hope to sell appliances where 
there’s no buttons to push?” 

“The new bungalows are wired. 
You know it as well as I do. The 
old ones will have to be wired, of 
course. Incidentally, old thing, 
that means more work for the elec- 
trical contractors of Bustleburgh,” 
she hinted broadly. “Get busy.” 

The idea had already occurred to 
Joe. In fact, it was at that moment 
performing the function of a sooth- 
ing syrup for the somewhat unrea- 
sonable resentment he began to feel 
for Sally because she had given birth 
to an idea he would like to have 
fathered. But if, after all, the idea 

(Continued on page 46) 
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“Families go away to have a rest as much as a change, and all but ‘mother’ 

get what they go after. Mrs. Hope nodded affirmatively. “It would seem to 

me, Sally, that any sensible housewife would appreciate a small washing 
machine” 
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How One Department Store Made 
a Success of Radio 


All Salespeople on a Commission Basis—Careful Credit Terms—Only 
Two Lines of Merchandise Made a Profit Possible. 


GOOD many hardware men, 
A both those in the cities who 

come in direct selling com- 
petition with the large department 
stores and those in the smaller towns 
who come into indirect competition 
through price comparisons, are apt 
to jump to the conclusion that 
through some mysterious and un- 
known methods the department 
stores can sell merchandise at less 
than cost and still survive. 
As a matter of fact, however, the 
average large city department store 
is anything but a cut price store. 
It is true that they make special 
purchases of various items, usually 
of a somewhat, cheaper quality, in 
large quantities and use them as 
“leaders” at a, seemingly cut price, 
but, if the truth“were known, they 
almost without exception make even 
on these specials a margin greater 
than that of the average hardware 
store. | ae 
In many instances, department 
stores in establishing prices on staple 
hardware items, follow the lead of 
local competitive. hardware stores. 
There was a case some time ago in 
a large city where three department 
stores discontinued selling a certain 
staple hardware article because the 
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An attractive salesroom flanked by soundproof demonstration rooms 


price asked by the exclusive hard- 
ware stores was not considered high 
enough to insure a reasonable profit 
and there was: no wish to carry it if 
it did not. ae 

A better understanding of the 
methods and problems of the depart- 
ment store will erase some of the ap- 
prehension and belief on the part of 
the hardware men that they were 
unfair or unethical competition. 

A recent interview with E. O. 
Strandlund, assistant manager of 
the radio department at Dayton’s, of 
Minneapolis, one of the largest de- 
partment stores in the northwest, 





A prominent show window is allotted to the radio department and mer- 
chandise is attractively shown 
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may serve to give a better insight 
into this form of competitive selling. 

In this one department are seven 
salespeople, four women and three 
men. Each is given a definite sales 
quota based on past performance, 
and their salaries approximate 81, 
per cent of that quota as the deter- 
mined allowable selling expense. By 
this method, the ability of each sales- 
person is definitely checked and ad- 
vances in salary come automatically 
as they are earned, all of which 
amounts to practically a commission 
basis. | 

This plan is something that the 
average hardware man might do well 
to study. 

The department maintains no out- 
side solicitors as such, for the fact 
that each clerk’s prospect for a raise 
in salary is based entirely on his 
sales volume gives him a decided in- 
centive to call on his own prospects 
after store hours. 

Dayton’s, like a great many hard- 
ware stores which took up radio 
at its inception, have had to do a 
great deal of experimenting as to 
what to sell and how to sell it. After 
many ups and downs and several 
costly mistakes, the store now carries 
a full line of radio accessories, such 
as batteries, chargers, tubes and 

(Continued on page 44) 


Lighten Servant Problem with Lamps 





Every woman who has ever run a sew- 
ing machine realizes the difficulty of 
seeing clearly at the needle point when 
working on dark fabrics. A simple 
demonstration would guarantee a sale 


IFTY years ago, in the day of 
fe brownstone front house, 

the kitchen was a dark, dismal 
place below the level of the street, 
in the rear of the house, where sun- 
shine never entered. The servants’ 
quarters were tiny cells under the 
roof, and nobody thought they needed 
a bathroom, so there was none. 

The sewing room, which was used 
much more than today—in this day 
of electric machines and ready-to- 
wear clothes—was also a small, dark 
room, hardly bigger than a closet. 

In those days it was a simple mat- 
ter to get “help,” because young Eu- 
ropean girls were coming to Amer- 
ica in droves, and home work was 
the only avenue open to them. 

Today conditions are different. 
The girl who worked 12 hours a day 
—often 15—with half a day off once 
a week, when she wore her mistress’ 
cast-off clothes and didn’t know what 
to do with herself for amusement, is 
on piece work in a factory, has reg- 
ular hours, clean, light working con- 
ditions, knows her movie stars and 
uses a makeup box generously. 

The American woman who did very 
little to bring happiness into the 
lives of her servants now feels much 
abused. She needs servants and she 
wants to keep them satisfied. Every 
year the American kitchen is raised 
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| How merchants can help women to solve the great 


worry and discomfort of the kitchen 
and work rooms. 


By Mrs. Bernice Bowser, Lamp Editor. 


to a higher standard of comfort and 
efficiency. The man who sells elec- 
trical appliances has done more to 
lighten the burden of the woman 
who works in the kitchen than any 
other one person, but he needs to go 
a step farther. 

Now that the kitchen has fine 
plumbing, fascinating glass jars all 
neatly labelled, which are kept in the 
open where they may be reached 
quickly, electric washing machines, 
irons, etc., he needs to sell them 
lamps which eliminate all glare and 
eye strain, with resultant nervous 
disorders. 

Recently there was an excellent 
kitchen unit campaign conducted 
throughout the country. Many kitch- 
ens now have clean, white, overhead 
lighting which reaches every cor- 
ner. But this is not enough—the 
lady of the house uses lamps every- 
where. She has the comfort, charm 
and flexibility of local lamp lighting, 
and if she is to keep the maid in th2 
kitchen, in the sewing room and in 
the laundry happy she must give 
them the same comfort. 

It is regrettable that electricity is 
so cheap, otherwise we would value 
it more. For a few cents a month 
much may be done to keep servants 
satisfied and even happy. 

Recently I talked with a woman of 
discernment who had had the same 
maids for ten years. I asked her: 
“Do you give your maids a lamp in 
their bedrooms ?”’ 

“Certamly I do; my maids have 
bridge lamps, so that they may read 
and sew in comfort, and I am sure 
that makes them want to stay home 
in the evening. I give to each a bed 
lamp, and each maid has an electric 
curling iron. 

“TI treat them in their bedrooms as 
I would any guest, and they respond 
to my consideration exactly as any 
guest would.” 

I talked with another woman who 
has never been able to keep a maid 
more than a few months, and I 
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asked, “In your new house, did you 
put outlets in the maids’ rooms so 
they could use a lamp?” 

“Certainly not, Jack was too smart 
for that. He had a single overhead 
light on a switch. He says they 
would leave the lamps burning all 
the time and eat up all sorts of cur- 
rent.” 

I’ve wondered what the “all sorts 
of current,” might be, in her mind. 

(Continued on page 48) 





This small, compact, adjustable 
lamp may be attached in a mo- 


ment to any place. It comes 
packed neatly in a box and is a 
typical hardware store lamp ow- 
ing to its unusual utility appeal 
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This Salesman 
Knew When to 
Use Technic 


ECHNICAL knowledge of the 

article you are selling is a 

most excellent bit of salesman- 

ship equipment. That is, if you 

know when to use it and when to 
keep it concealed. 

Technical knowledge is a good deal 
like a pistol or other firearm. They 
are extremely dangerous in unskil- 
ful hands. Possession of firearms 
calls for great personal restraint or 
trouble. There are so many times 
when the man who is carrying a pis- 
tol wants to show and use this evi- 
dence of power, when such an exhibi- 
tion means only trouble and loss of 
objective. 

The writer recently was privileged 
to visit in an electrical refrigeration 
booth at an exhibition and to hear 
the conversation of the man in 
charge as he talked with people. 

There was a constant stream of 
interested people. Sometimes the man 
would be talking to one person but 
oftener to a group of three or more. 

For an hour the questions ran 
along much alike. People asked what 
is the cost of operation, does the ap- 
paratus make much noise, what kind 
of refrigerant is used, what happens 
if this escapes, where is the appara- 
tus likely to get out of order, the 
price of the apparatus complete, the 
price if installed in the present ice 
box and so on? 

This salesman knew his story and 
in answering these questions he 
brought into the answers the points 
that he wanted to get across: that 
the advantages were a lower temper- 
ature than in an iced box, that the 
temperature remained even, that 
food kept longer, that you did not 
have to await the ice man’s con- 
venience, the cleanliness, the dryness 
of the temperature. 

There was no suggestion that this 
man had technical knowledge of the 





She said: 


I would like to buy some fuses.” 


husband can install the fuses.” 


must bring in the percolator.” 
And the woman left. 


Street, New York City. 
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Where Was the Mistake ? 


$20 for Those Who Point Out Errors 
| i neggnees approached a salesman in the electrical department. 
“I have a Blank percolator and last night the fuse burned out. 


“Did you bring the percolator with you?” 
“No, it is much too large to carry around conveniently and my 


“I do not think it would be a good idea to sell you the fuses. You 


What happened later, we will tell you 
with the announcement of the results of the contest. 

To the person actively engaged in selling who supplies the 
best explanation of the fault, ELECTRICAL Goops will pay $15. 
For the five next best answers, $1 each will be paid. 
editors of ELECTRICAL GooDS will be the judges. 
the number of answers received, it will be necessary to consider 
only those who state connection with a retail store. 

Address Sales Contest, ELECTRICAL .Goops, 239 West 39th 
Competition closes May 20. 
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Because of 
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machine except in the questions as to 
installation in the present ice box. 
Then he warned that the apparatus 
could be used only in good boxes and 
not in all of them, that the installa- 
tion must be made by a man who 
understood both electricity and 
refrigeration and that it was impos- 
sible to tell the cost or the advis- 
ability of such installation without 
an inspection by an expert. 

But suddenly the scenery was 
shifted. A man among the listeners 
asked about the effect of gas on the 
bearings. With a quick look of ap- 
praisement of his questioner, the 
salesman began to talk in technical 
terms concerning lubrication and 
corrosion of metals and the resistant 
qualities of certain alloys. Most of 
the people in the booth began to move 
away, but two or three gathered 
closer. The questioner asked about 
gas pressures and the salesman re- 
plied with figures and references to 
certain tables. 

This conversation went on for 
fifteen minutes. The salesman failed 
to answer only one question and ap- 
parently lost nothing of the respect 
of his hearers when he frankly stated 
that he knew of this point only in a 
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superficial way and would rather not 
answer. 

The point of the incident is that 
this man, working as salesman in 
charge of the booth, was really an en- 
gineer who had given several years 
to designing work on refrigeration 
but he did not impose this knowl- 
edge on anyone who did not signify 
a desire to hear it. When the occa- 
sion arose he talked technicalities. 
Two of his auditors told him they 
had asked the questions he had an- 
swered in several booths and none 
had answered them until they came 
to him. 

During this technical conversation 
a large majority of those who 
stopped at the booth moved on, in- 
dicating clearly they were not inter- 
ested. At other times, this man was 
apparently one of the most popular 
salesmen in the exhibition because 
he talked to people in their own 
terms and his manner carried a con- 
viction that he knew. 

He explained later that he was 
working in the booth because he 
wanted to learn what people wanted 
to know about electrical refrigera- 
tors. May we have more of such 
salesmen. 











by eter Salesmen 


Boost or Keep 
Silent; Never 
Knock Article 


HE responses to the curling 
iron problem brought some 
interesting and unexpected 
points. There is a wide difference 
of opinion expressed in these re- 
plies as to the advisability of selling 
an appliance without a cord. Ap- 
parently some merchants follow this 
practice and some do not. This be- 
comes a local stock problem, as we 
see it. 

In the main the replies were very 
good and caught the point that a 
store of the character described has 
a somewhat different selling technic 
from other stores, but there remains 
the problem of keeping the customer 
in a good humor with a view of 
future sales. 

We took the replies received to the 
man who had the experience related 
in the problem. He had told us of 
this circumstance because it an- 
noyed him. He had not told exactly 
what point annoyed him, so we left 
it largely to him as to which letter 
described the method that would 
have pleased him. 

With his approval, the following 
are named as supplying the best 
solutions: 

W. J. Larkin, Valley Refrigeration 
Works, 501 Cornwall Avenue, 
Buffalo, N. Y. 

Fred Bateman, Charles Ogilvy, Ltd., 
Ottawa, Canada. 

Madge S. Kempe, W. A. Kempe 
Hardware Co., Red Wing, Minn. 
J. A. Eric Graham, P. Dodds & Son, 

Watford, Ontario, Canada. 

Helen D. Crawford, McGregor Hard- 
ware Co., Winfield, Kan. 

Mrs. Mary H. French, Paul Steketee 
& Sons, Grand Rapids, Mich. 

In passing judgment on_ these 
solutions, there are two major 
points. One is the pointing out of 
the mistakes and the other is the 
outline of proper procedure. In many 
cases where the mistakes are clearly 
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electrical counter. 


the customer. 


making change, remarked: 





The Problem 


‘Tas store had built up its sales department to handle trade at 
a suburban railroad station, 
be in a hurry. One of these hurry up customers rushed up to the 


“A Blank hair curler, how much?” 
“Complete with cord so much,” said the clerk. 
“No, no cord. The last cord is o. ‘k. but the iron burned out,” said 


The new price was given and customer said all right. 
apparently trying to cover the time necessary for wrapping and 


“That’s the worst of these things. 
perfected and they will not burn out so often.” 
The package was wrapped, the customer paid and departed. 


where customers were likely to 


The clerk, 


Some day they will have them 








pointed out, the writer fails to in- 
dicate what a _ better procedure 
would have been. 

Mr. Larkin says in part: 

“When the salesman remarked 
that some day hair curlers would be 
perfected so as not to burn out, he 
placed the blame on the manufac- 
turer. When the customer had time 
to think over this remark, she would 
naturally think the hair curler one of 
inferior quality. 

“What he should have said is 
something like this, ‘Madam, if one 
of Blank’s curlers has burned out 
and the cord is still good, it is be- 
cause you have let it become over- 
heated. May I not advise you to let 
the curler get only as hot as you can 
safely use it on your hair. Your 
curler will not then burn out and will 
give you long service.’ 

“If there was time remaining, the 
clerk could fill in with further re- 
marks about the care of hair curlers 
and other electrical appliances and 
leave something constructive with 
the customer.” 

Mr. Bateman makes suggestion 
that the customer gave no hint as to 
any dissatisfaction and may have 
known clearly that the default of the 
curler was entirely her fault. He 
adds that some people abuse elec- 
trical appliances and know that they 
do, and merely pay for what is their 
fault in buying renewals. If there 
was time to fill, Mr. Bateman would 
have called attention to electric travel 
conveniences. 
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Miss Kempe would have _ said 
“That’s one fine thing about the 
Blank curler, the cord is detachable 
and if, by accident, you burn out the 
element you save on the next pur- 
chase. Blank’s curlers are good and 
so are the rest of their appliances. 
When you have time come in and see 
what else they make.” 

Miss Crawford writes; “An em- 
ployer I once worked for put much 
emphasis on speedy service to cus- 
tomers who were in a hurry. I be- 
lieve it is well to study the mood of 
the customer and then try to please 
them, for the best customers are 
those who come back. If you have 
nothing good to say ‘silence is 
golden’ and while there are many 
things that could have been said to 
this person who was in a hurry, 
silence would have been much better 
than the remark made.” 

Mrs. French would have said; 

“*We consider it a great advan- 
tage that fhe parts can be purchased 
separately if either wears out.’ The 
salesman might have created inter- 
est in all of his standard appliances 
by saying ‘elements are guaranteed 
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for one year’. 

Mr. Eric 
point ; 

“The customer evidently approved 
of the curling iron, despite the mis- 
hap, and to make any remark was 
critical of the purchasers’ choice. A 
word of confidence in the curler 
would have added to the customer’s 
good opinion.” 


Graham makes this 
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Two Merchants 


N a city of approximately 300,000 inhabitants an 
| incandescent lamp salesman has two dealer accounts 
in the same building. It is, of course, a very large 
building. In fact, it covers an entire block and each of 
these merchants has frontage on excellent streets. 

One merchant sells many kinds of merchandise and 
has built up an extensive store traffic. He advertises 
freely from day to day but seldom advertises incan- 
descent lamps. The customers who come to his store 
to buy other things, also buy lamps. 

The other firm has a considerable traffic, but chiefly 
of people who come to pay electrical bills. Of course 
this traffic does not compare in volume with the other 
merchant. 

The first merchant has a turnover of about $20,000 a 
year in incandescent lamps, the second one not enough 
to make visits interesting to the jobber salesman. 





June as a gift season has been neglected by many 
merchants. With its weddings, graduations and 
other school events, this month should bring forth 


displays in every store. 
() cent conversations as to the vogue for selling 

goods on the installment plan. Thousands of 
merchants who employ credit to operate their business 
and consequently believe in the credit system, fear that 
the over extension of time payments are going to 
create havoc in business. 

If each one of these merchants will do his part in 
restricting the business done by time payments, this 
danger will be averted. Credit in retail operation is 
just as sound as credit in wholesaling or manufactur- 
ing, but it should be conducted on the same safe lines. 

Time payments for a retail business is an improve- 
ment on the old “pay when you can” credit, provided 
the risks are selected as carefully. If each of the mer- 
chants who fears bad results from the over extension 
of installment credits will be just a bit more careful 
as to the person, the time and the amount of first pay- 
ments than he was last year, this over extension will be 
avoided during 1926. If the individual merchant does 
not watch his small line of credits, he cannot expect 
others to do so. 

Whenever the wholesaler and manufacturer begin to 
talk of tighter credits, it is time for the retailer to do so. 





Now for Your Part 
NE outstanding fact has developed from the re- 





Electrical appliances, because of their beauty and 
usefulness, should always be considered where gifts 





are suggested. 
the newspaper radio departments as now con- 


Radio Publicity 
[iene is a growing opinion among dealers that 

ducted are doing a considerable harm to the re- 
ceiving set trade. 
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In the main these radio publicity pages are conducted 
on the same general program as when radio parts were 
the article of sale. A favorite subject with them is the 
new circuit. Every few weeks the “best circuit” is 
described and illustrated. Some weeks a dozen circuits, 
each described with numerous adjectives, are illustrated. 

If the receiving set prospect reads these pages, and 
doubtless many of them do, they must have doubts 
raised in their minds as to the effectiveness of the cir- 
cuit in the set designed a year ago. There is such a 
thing as injurious publicity and we believe that radio 
pages can easily become this sort, if the so-called tech- 
nical discussion continues. 

A discussion of broadcast programs always will be 


helpful. 





There are appliances for every age and for all 
occasions. Their use is so intimate and individual 
that they make a strong appeal to the recipient. 

E 
R the population of the United States brings a 
new basis for the basic figures of business. 
With the up and going industries this will mean a 
better showing. With some other industries it will be 
a sad story. The electrical industry will receive good 
news. 

The National Electric Light Association has just pub- 
lished its revised figures, based upon the new estimate 
of 117,135,817 population for the country. Of these 
people, 65,696,157 are urban and 51,439,660 are rural, 


and 78,480,997 live where it is possible to obtain elec- 
trical service. 

There are 13,410,000 wired dwellings and 12,410,172 
not wired and there are 16,876 communities served with 
electric service. 

This means that 66 2/3 per cent of the population 
can be made customers for electrical supplies by proper 
salesmanship and more than 50 per cent are already 
using electricity and in the market for supplies. 





Defining the Market 
CENT publication of the official estimate of 





Electrical gifts have their place in the boudoir, 
study, living room, parlor, boarding house room, 
hotel room, en route or wherever the owner may be. 





Now About Fans 


ANS are soon to become an item of great inter- 
est to all those merchants who sell electrical appli- 


ances. <A considerable effort has been made to 
find uses for fans aside from making people comfort- 
able during the hot weather and these efforts have been 
quite successful. But people are not buying fans to 
help furnace fires, but these varied uses are a selling 
argument when the hot weather prospect hesitates be- 
cause of the price. 
Of course you have ordered your fans and it is time 
to be thinking of the window and counter displays, 
for these early hot spells come suddenly and some 
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morning pretty soon you are going to come steaming 
into the store and order the fans put on display. 

If this display has not been thought out, it is going 
to show that it is an emergency display and it is not 
going to do your store credit. All of the fan manufac- 
turers have their dealer helps ready and are anxious 
to ship them out. Suppose you look up the models you 
have bought and write for the display aids right now 
and then plan the display so, when you order it in some 
hot morning, it will look like a finished job. 

Another thing to think of right now: Fan manufac- 
turers have large repair departments and large stocks 
of parts and they like to get as much repair work out 
of the way as early as possible. Suppose you take an 
early flier in fan advertising and send out a broadside, 
telling the people of your community about the fans 
you are going to sell next season and asking that those 
who have fans to be overhauled get them in early, so 
you can get prompt shipments of parts or quick jobs 
at the factory. 

It is not a bit too early to give a thought to fans. 





Few lines of merchandise make as strong an ap- 
peal in a window display as electrical appliances, 
especially when they are shown with the colorful 


merchandising panels. 





Quality Merchandise 
OMMUNICATIONS frequently reach ELECTRICAL 
6 Goops which refer to the quality of appliances 
on the market. Dealers, it seems, sometimes are 
imposed upon and much to their disgust find they are 
selling appliances and other electrical supplies that are 
not as good as they should be. 

There is no reason for this, as there are many means 
of discrimination open to dealers, even if the dealer 
cannot by himself pass judgment. 

First of all is the reputation of the manufacturer. 
This test is the same in the electrical goods field as in 
any other. 

Second is the price. An appliance that is priced well 
below the average of standard appliances is likely to 
be inferior and the dealer should put the burden of 
proof on the manufacturer. 

Next is the home test. Every dealer has an oppor- 
tunity to try out appliances before he stocks them. A 
department store that stands second to none for guaran- 
tees of merchandise, always makes such tests in the 
homes of buyers and others before goods are put in 
stock. They even buy the articles to be tested in other 
retail stores to be certain they get “run of factory” 
goods. 

Then there is the electric service company. Certain- 
ly this company should be sufficiently interested 
to assist a dealer in selection. R. F. Pack, vice-presi- 
dent of the N. E. L. A. and general manager of 
the Northern States Power Co. said in an address to 
jobbers: “One inferior piece of equipment which fre- 
quently gets out of order, casts its reflection on all 
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equipment. Probably the electric service company’s 
greatest field of good is in the general stimulation of 
the sale and use of electric appliances.” 

As a customer of the service company, you certainly 
have a right to expect honest advice and you undoubted- 
ly will get it. In addition to that, every appliance you 
sell boosts the service company business. 





There is still a bit of mystery about the efficiency 
and usefulness of the electric appliance that makes 
it doubly welcome. 





Why Be Technical? 


N some quarters there appears to be a contention 
| that everything electrical should be handled by a 

technician. This was true, perhaps, years ago 
when much less was known about conduction, qualities 
of materials used, and there was little or no standardiza- 
tion in manufacture. It is probably true today when an 
entirely new appliance is being pioneered and it cer- 
tainly is true today of supplies used in technical affairs 
and where high voltage is used. 

But it is not true of the usual run of household sup- 
plies and appliances. By excellent standardization and 
the use of high quality materials, this merchandise is 
ready for the public. George A. Hughes, president of 
the Edison Electric Appliance Co., referred to this 
phase of merchandising in an address to the hardware 
men. He said: 

“There is much more standardization in the appliance 
business than formerly. There is a greater degree of 
public acceptance, and it does not take a technically 
trained salesman to sell them. * * * Only a_ small 
portion of the homes have labor saving devices. Mil- 
lions of homes still await these necessities. Here is a 
business already great, but much greater in its future 
promise.” 

Of course Mr. Hughes does not mean that a salesman 
should not know the difference between direct and 
alternating current or a 110 or a 220 volt line but he 
does mean that a salesperson who will show an interest 
in these appliances can sell them in large quantities. 





The June bride windows, the graduation windows 
with the local school colors and the class colors, all 
attract attention of the shoppers. 





Red Seal Plan 


EW of the ideas for promotion of the electrical 
P viscose have spread so rapidly and generally as 

the Red Seal Plan, which is nothing more or less 
than building homes that are adequately wired. 

This plan is being spread through special organiza- 
tions and Electrical Leagues under the direction of 
the Society for Electrical Development. Such a house 
means that the residents have adequate facilities. for 
using electric appliances and should be good buyers. 
You as a dealer should aid such a plan in your town, 








5 Lamps to Stock Instead of 4 5 


There are so many merchandising advantages with the inside frost incandescent 
lamps that the story seems to be almost too good to be true. 


a year ago, when it existed 
only in theory in the minds of 
engineers, you would have passed it 
off as one of those fairy tales that 
are so often promoted to sell some 
questionable article or to keep mer- 
chants hopeful. But in writing the 
story now we can back up every 
word of it, and a mere order for 
some of this salable merchandise 
will bring the proof into your store. 
In fact, it is a fairy story made 
real. 

It is about the inside frost incan- 
descent lamps. A part of the line 
has been on the market since last 
July. All five or six types of lamps 
have been available since Feb. 1. 
Before they were on the market the 
practical experiments were under- 
way thirty months.. 

After all of this preliminary the 
lamp makers are ready to say to 
the merchant: 

Here is a line of goods for which 
we claim the following advantages: 

Better merchandise. 

Lower price. 

Stock reduced 90 per cent. 

More light. 

Items reduced 20 per cent in size. 

Saving in freight. 

Safer and more convenient pack- 
age. 

Perhaps we might go on with this 
list of advantages more or less in- 
definitely, if we cared to split hairs. 
But if we have your attention, we 
would like to tell the story of these 
lamps as we have learned it from 
makers and dealers. 

The former practice in the lamp 
manufacture was to make a lamp to 
suit each taste or fancy. This follow- 
ing of public request developed 45 
styles of lamps in the 25, 40, 50, 60 
and 100 watt sizes. 

These styles were partially shapes 
of bulb only and partially frost and 
frost bowl lamps. The situation be- 
came one that confused the customer 
when she attempted to select the 
type of lamp bulbs for ordinary pur- 
poses. It was admitted that the 


| this story had been written 


frosted lamp had many advantages 
when used in an open socket or 
under a partial shade, but it had 
the great disadvantage of getting 
soiled to an extent that it cut off 
much of the light. 

The inside frost bulb has been 
alive in the minds of the engineers 
for years and finally a method of 
making it was devised, and then 
came the new series of lamps. 

The old lamps were usually de- 
signed from the inside out. The en- 
gineers designed a filament to ac- 
complish a certain purpose, and then 
the glass was designed around it. 
In these new lamps the artists, ar- 
chitects and lighting experts were 
called in to decide which design of 
glass would be the best. They made 
their selections and then the coiled 
filament was designed to go into 
the bulb. 

After this was accomplished, the 
engineers said, “In all cases but one 
the lamps can replace the older ones 
without special consideration of 
light center length or technical fea- 
tures.” The exception is the 100 


moves the glare as effectively as the 
frosted lamps we have been using, 
and, as the outside is_ perfectly 
smooth, they can be cleaned as 
easily as the clear glass. Also, this 
inside frost does not absorb as much 
of the light as the outside frost, as 
the following tabulation shows: 


Approxi- 
mate Trans- 
Initial mission 
Trans- After 


mission Burning 
in Per Cent in Per 


of Clear Cent of 
Bulb Clear Bulb 

Style of Frost Trans- Trans- 

or Coating mission mission 
De PRs cocvonsece 98-99 95-99 
Sand Frost (Outside)... 90-95 80-90 
Spray Frost (Outside). 90-95 80-90 
White Mazda (Sprayed) 85-90 70-85 


Once the engineers had completed 
this fairy tale incandescent lamp, 
they put it into actual use and they 
found many added qualities. 

For instance: The inside frost 
gives to this lamp a pearl gray ap- 
pearance that is restful and which 
obviates the glare of the filaments. 
Also, this clear glass outside the 
frost makes sort of a mirror effect, 
and, when not in use, this lamp as- 
sumes to a considerable extent the 


When You Introduce These Five Lamps, 





watt lamp in which the light center 
is % of an inch shorter than the 
old lamp. This can be remedied by 
a socket extension. The extension 
is also needed when the bulb is used 
with some 100 watt lamp reflectors. 
To offset this disadvantage—if such 
it be—the engineers add, “The dif- 
fusing quality of the new 100 watt 
lamp is such that it is believed will 
quite obviate the need of a white 
bowl for a lamp of this size.” 

The special advantages of these 
lamps are that the inside frost re- 
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color of its surroundings. 

When used under cloth shades, the 
heated filaments of this lamp are not 
emphasized, as was the case with 


clear glass lamps under certain 
cloth. 

Coiled filaments are used; and it 
is well established that the coiled 
filaments will withstand shocks and 
bumps much better than other 
styles. 

It is believed that these lamps will 
eventually take the place of all of 


the styles of lamps now on the mar- 








Engineering Data on the New Standard Line of Lamps 


These inside frost lamps are made for 110-, 115-, and 120-volt service, and coiled filament 


Five Units of 
The New Standard Line 
(% Size) 


construction 1s used throughout. 











The New Lamps are intended to replace 25 
white bowl, all- 25 


these lamps in clear, 
frosted, or white bulbs as now listed. 
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*When used with a %” socket extens‘on. 


ket for the 25, 40, 50, 60 and 100 
watt sizes. There is no intent at 
present of forcibly removing the 
older style of lamps from the mar- 
ket, but it is believed that if the 
merchants will study the new lamps, 
display them in a manner to show 
their many good qualities, that in the 
course of time the demand for the 
older, varied styles of lamp will en- 
tirely disappear. 

Having perfected this new lamp, 
the engineers turned their attention 


to the merchandising phase. The 
method of packing incandescent 
lamps has never been entirely satis- 
factory. The package seemed to be 
unduly bulky. One could not see 
the markings of the lamps nor test 
them without entirely removing 
them from the package. 

So the engineers went to work. 
After many experiments they de- 
vised a corrugated paper open-end 
box in which the lamp fits snugly 
and firmly, and the open end enables 
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the salesperson to see the lamp and 
also to test it without removing it 
from the wrappings. Also these 
single lamp packages are packed in 
a new form of six-lamp carton. 

It is found that in actual practice 
these lamps can be stored in 20 per 
cent less space and that there is 
a saving of freight and other trans- 
portation and warehouse charges. 

Now that these lamps have been 
placed on the market by the General 
Elec. Co. and most of its licensees, it 
is up to the dealer to realize on these 


You Will Not Have to Stock These 45 >enefits. 
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The lamps are being extensively 
advertised in national magazines 


and many users should realize that 


something is being done for them in 
the way of better light in home, 
office and factory. 

It is suggested that the dealer do 
his part by using only the new lamps 
in his window and other decorative 
displays. That he use them in his 
place of business and that he post 
himself on the special qualities of 
these lamps so that he can tell the 
people about them. 

There is probably not much need 
to worry about the stock on hand. 
There are always people and cus- 
tomers who do not want the best or 
the latest articles of any kind. There 
are many worthy people who dislike 
very much to change any of their 
equipment and these people will 

(Continued on page 53) 








Shake Off Spring Fever 


and Sell Summer Radio 


This year, as in the past, there has been much false teaching 


about the radio season that some merchants just 
close up and shut out the business. 


By Arthur Sinsheimer, Radio Editor. 


URING the past two months 
1) I’ve read such a pile of 
radio dope telling merchants 
how terrible the radio business will 
be during the summer months—and 
also warning the buying public how 
poor reception of broadcasting is in 
hot weather—that I don’t blame you 
for letting it get under your skin 
to such a depth that you readily give 
in to the malady and quit. 

Now that’s not the way at all. 
Anyone can lay down and quit when 
things don’t go quite right, but it 
takes nerve, and willpower, and 
brain, and brawn to stand up and 
battle the thing out to a successful 
conclusion. That’s just what it takes 
to profitably master this summer 
radio business—and you can do it, 
too, by planning your campaign along 
a sane formula. 

It is true that because of climatic 
and seasonal living conditions, over 
which we have no control, that there 
is a perceptible sluggishness in radio 
sales as the warm weather advances, 
but, on the other hand, there is 
some good business to be had if 
you'll go after it. 

Educate your community in the 
use of receiving sets in hot weather 
and prove to them how they can get 
as much average pleasure from radio 
in summer as they can during the 
colder seasons. You couldn’t honestly 
do this last year or the year before, 
but now, with super-power broad- 
casting stations which greatly elimi- 
nate interference and with better 
programs being planned for spring 
and summer presentation, you can 
easily prove how false is some of 
the above mentioned propaganda 
concerning radio in summer. 

When the public first learned of 
broadcasting some five years ago, 
radio manufacturers were content 
with a few months each year in 
which to prepare to meet a demand 





for their products which they 
thought could come only at the be- 
ginning of cold weather. The pub- 
lic sensed this thought of the manu- 
turers and believed that radio was 
good only during the winter months. 
That is why the short season prob- 
lem exists today. 

Manufacturers have changed this 
order of things considerably for 
themselves, and certainly can do a 
good job now by helping dealers to 
definitely and unmistakably prove 
to the public that there is just as 
much enjoyment to be obtained from 
radio in warm weather as there is 
in cold. Broadcasting stations of 
the high power type are so thickly 
sprinkled across the country that 
reception in almost every city, town 
and hamlet will be very good all 
summer. 

And talking about these hamlets 
and small towns brings up another 
thought that manufacturers can well 
afford to pay quite a lot of atten- 
tion to, especially during the hot 
weather, for their own increased 
sales and yours, at the same time. 

At the first sign of summer the 
city gets all set for its vacationing 
and outdoors migrating, and radio, 
in a great many homes, loses its 
tremendous attraction. But how dif- 
ferent in the small farming and in- 
dustrial centers where the vacation 
simply means hanging around the 
place with more free time for pleas- 
ure and entertainment of one’s own 
choosing—and you must admit that 
radio comes in for a major share of 
this rural evening pastime. 

Now, I’m not delusioned by any 
wild idea that radio sales in sum- 
mer can ever be brought up to the 
winter months’ volume—and those 
who say it can have a pretty hard 
fight on their hands trying to battle 
the natural seasonal call of God’s 
children from the indoors to the 
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The Man Who Knows 


out. But I do say that there is 
plenty of warm-weather sales to be 
plucked if you’ll wake up and go 
after it. I can’t help but agree with 
the president of the Radio Manu- 
facturing Association when he says 
“the greatest handicap we now have 
to combat is the idea among mem- 
bers of our trade that radio is 
strictly a seasonal business.” 

That’s exactly where the trouble 
has__—ibeen. Manufacturers have 
known of the lightening-up of sales 
at the approach of spring and in- 
stead of doing something construc- 
tive to help you dealers get summer 
business, they have _ practically 
“shut shop,” quit advertising and 
said “hell, there ain’t no business 
‘cause radio is a seasonal game and 
we might as well stop till next fall 
when it starts again.” 

And everybody down the line, in- 
cluding dealer and customer, have 
caught this attitude. 

But now it’s high time to get this 
disease out of everyone’s system and 
to start the ball rolling. Tell the 
manufacturers whose products you 
handle that they must give you the 
necessary help to put over the idea 
of summer radio, a certain portion 
of which you can get if they’ll plug 
along with you as whole-heartedly 
as they do in the other periods of 
the year. 

Look at women’s furs. Everyone 
considered them strictly winter mer- 
chandise—to be sold from about 
September to December—until the 
manufacturers by concerted effort 
sold the idea to the public of “‘sum- 
mer furs,” and now they have two 
good selling seasons where only one 
grew before. 

There are hundreds of such ex- 
amples of “plus sales” in every line 
of merchandise, and radio manufac- 
turers can put increased summer 
sales over if they’ll only work. 




















Surely You Can Sell Ironing Comfort 
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for the Summer 








Time Now to Think of June Bride Season 


ELEC TRAM 
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(Courtesy S. FE. D. Photo Service) 


The window above is built around the life size cutout supplied by the Society for Electrical De- 
velopment. This cutout is one of ten items of merchandising aids prepared by the Society for those 
merchants who want to do the unusual for this gift buying season. Below is a corner of an elec- 


trical department which, with the addition of June Bride cutout, would have become a very at- 
tractive and appropriate display. The Society will be glad to send information concerning mer- 
chandising aids. The address is 522 Fifth Avenue, New York City. 
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EUREKA LEADS AGAIN / 


National Radio Broad 


OVER AMERICAN TELEPHONE & TELEGRAPH CO.—WEAF AND CONNECTING STATIONS 
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“The Grand Prize Eurekas’’—Tuesday Evenings at 8 P. M., 
Eastern Standard Time; 7 P. M. Central Standard Time 





This is the first national radio broadcasting ever done by any 
vacuum cleaner manufacturer! 

The leader and pioneer is—as always—Eureka. The great pro- 
grams of “The Grand Prize Eurekas” every Tuesday evening are 
another example of the progressiveness that has won world 
leadership for Eureka and success and profit for authorized 
Eureka dealers. 

Over 10,000,000 People will “Listen In”? Every Tuesday 
Conservatively estimated, every Tuesday evening’s Eureka concert 
will be heard and enjoyed by more than 10,000,000 people. 
Through 14 great stations, these programs will reach practically 
from coast to coast. The artists who make up “The Grand Prize 
Eurekas” are outstanding stars—no expense has been spared to 
secure the best. 
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This gigantic radio broadcasting program will make countless 
thousands of new friends for the Eureka Vacuum Cleaner. 


Put Your Effort Behind Eureka—Where it will Count Most 
In the minds of users and prospective users, the Grand Prize 
Eureka is a known quantity—standing for excellent cleaning 
service. It is asked for by name and sells on its reputation as 
well as its sensational demonstration performance. On an equal 
investment in stock and sales effort, authorized Eureka 
dealers obviously reap a more satisfactory volume of 
sales. Write or wire the factory for an interview 
with our nearest sales manager. 


NL 
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Eureka VaAcuuM CLEANER Company, Detroit, U.S.A: 
Largest producers of 
Electrical Vacuum Cleaner Units in the World 
Canadian Factory, Kitchener, Ontario 
Foreign Branches: 8 Fisher Street, London, W. C. 1. England; 
58-60 Margeret Street, Sydney, Australia 


“Tune In” on one of these 
14 Stations 


WEAF - - - New York 
WEEI : - - Boston 
WIAR - . Providence 
WTAG . - Worcester 
WFI - . - Philade!phia 
WGR - - Buffalo 
wWwy) . - . Detroit 
WOc : - - Davenport 
WEAR - - . Cleveland 
WCCO Minneapol's and St. Paul 
KSD - - St. Louis 
WCAE - Pittsburgh 
WSAI “ - Cincinnati 
WCSH . - Portland, Muine 


The 
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VACUUM CLEANER 
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We believe that in the 
future many lamps 
for the home will be 
purchased because they 
have traceable lineage 
and may be used con- 
sistently with what 
ever stvle of deco- 
ration may be em- 
ployed in the room for 
which they are in- 
tended We will ac- 
cordingly show a 
series of “well bred” 
modern lamps, trace 
their ancestry and 
suggest selling displays 


Two Minute Lamp Study 














Roman Lamp 


LANCING quickly at the lamp shown on this page, you might 
(; say that it was an adaptation from the Early American be- 
cause of the snuffers and scissors. Many people are using it 

as such, and it is not incongruous. 

Or, you might remember that many lamps of this type have been 
found in Spain, or that you saw it at Fontainebleau, and you there- 
fore label it Spanish or French. 

But, if you were to dig down into the records in your public library 
or art museum, you would find that it is an authentic copy of an old 
Roman lamp. Pompeii, known as the Atlantic City of Rome, was 
wiped out in 90 A. D., and in the ruins have been found many very 
fine examples of this type of lamp that were in use when this city 
was buried under volcanic refuse. 

Combined with a 20th Century parchment shade of gold with cut- 
out stars suggesting blue skies and wired for electricity with three 
bulbs, you have a lamp which gives practical illumination, a lamp rich 
in selling points, and a lamp which may consistently be used with the 
popular Early American furniture, with our most modern decoration, 
or with fine old Itailan or Spanish pieces. 

An attractive selling group is shown here with the credenza, pro- 
tected by a bright hued, basket weave scarf, the Venetian glass vase 
with artificial tulips, the Roman lamp with drum shade and above the 
framed Early American flower print, every piece tempting the passer- 
by to buy. 
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First Electrical Refrigeration Show 
Is Largely Attended 


New York Edison exhibit, participated in by eleven 
manufacturers, proves that public ts interested 


HE New York Edison Co. held 

the first exclusive electrical 

refrigeration show the last 

week in March. It was one of a 

series of eight special educational 

exhibitions this company holds dur- 

ing the year to encourage interest in 
electrical equipment. 

The exhibition was a complete suc- 
cess. It was more largely attended 
than any show held this year, except 
radio, and had the largest attendance 
of any show held for the first time. 
The demonstration of public interest 
in the new refrigeration devices was 
so great and widespread that the 
company decided to install a perma- 
nent exhibit room for electrical re- 
frigeration in the Forty-second 
Street Building, where the public is 
invited to come and inspect competi- 
tive makes and hear an impartial 
presentation. 

The New York Edison Company 
does not merchandise appliances. All 
sales made at the exposition and in 
the salesroom are delivered through 
dealers. Before a machine is ac- 
cepted for any exhibition under the 
auspices of this company it must 
undergo a test of at least a month, 
the standing of the manufacturing 
company and the New York sales 
representation must be acceptable 


One aisle of the first electrical refrigeration show held recently 
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and adequate provision for parts and 
service must be established. 

The visitors displayed an intense 
interest in the performance and cost 
of operation of the equipment in the 
display room. The dry salt test in- 
terested most people. This was keep- 
ing table salt in the refrigerator and 
showing visitors that the low tem- 
perature was obtained without mois- 
ture, as the salt was always in con- 
dition to be used. This is a practical 
demonstration of the difference be- 
tween the moist temperature of the 
iced box and the dry cold of the elec- 
trical box. 

The New York Edison officials 
have made a careful study of the 
cost of operation of the household 
refrigerators on their lines. The evi- 
dence indicates that these boxes cost 
about $4.50 on the Edison 8-cent 
rate, 

A good deal of pioneering in the 
use of household refrigerators has 
been: done in New York, and this ex- 
perience covers a considerable period. 
The sales have been increasing re- 
cently, and the number on the lines 
is about 4000. These have been sold 
by department, hardware and house- 
furnishing stores and retail depart- 
ments of manufacturers. 


Twenty-five sales were reported 
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by the New 


from the exhibition, and many more 
prospects were obtained. Most of 
those inquiring first wanted to ascer- 
tain the cost of installing the re- 
frigeration unit in their own ice 
boxes. Such sales could not, of 
course, be completed on the floor, as 
an investigation of local conditions 
was necessary. 

The following machines were on 
exhibition in a variety of makes of 
boxes: 

General Electric. 

Ice Master. 

Kelvinator. 

Frigidaire. 

Nizer. 

Copeland. 

American Electrice. 

Valley. 

Superior. 

Servel. 

Coldak. 

In addition, there was the “Iceless 
Cooler,” for office and factory use. 
This device is built in the form of 
an ice-cooled drinking fountain, with 
a capacity for an immense amount 
of cooled water. It attracted more 
than casual attention. 

Much attention was given to the 
show by apartment house builders, 
as many of the new apartment build- 


(Continued on page 50) 
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A Model RADIO HOUSE 





the contractor. 


This restdence has been wired so that a loud 
speaker 1s avatlable in every room 
from master receiving set. 


or other rooms, whatever program is on at that hour in the 
morning will awaken the sleeper. 

The wiring plan for lights and also for radio service were 
drafted in the usual way and the blue prints turned over to 
It was merely explained that the additional 
wiring was for radio purposes. Purposely no specific instruc- 
tions were given to the craftsman as it was the intent to 
prove that there were no complications about the work. 


The craftsman completed the job and it was found work- 


Above is the mas- 
ter receiver in the 
living room and 
above it at the left 
is the switch panel 
which turns it on 
and controls the 
speakers. The liv- 
ing room speaker is 
shown in picture at 
the right 


ADIO available in every room in the 
RR iome to begin and cease at the will 
of the occupant of the room, from 
one or more receiving sets, is the idea that 
is worked out in the Model Radio House 
thrown open to the public by the Radio 
Corporation of America on Starlight Road, 
Grymes Hill, Staten Island, New York City. 
The house, unusual in many ways aside 
from the radio equipment, is strictly mod- 
ern and was designed by an eminent archi- 
tect to whom the radio feature was thor- 
oughly explained before he put any of his 
work on paper. 

A loud speaker is located in each of the 
rooms and is connected by concealed wires 
with the receiving set. The reception is started and stopped 
by electric switches located at a most convenient place in 
the walls. In the bedrooms these switches are within reach 
of the person in bed. In the kitchen they are at the sink. In 
the living room they may be by the most advantageous chair 
position and in the dining room nearest the hostess’ place at 
the table. 

In this particular house there are three receiving sets, but 
this is done to show the complete remote control of a set 
that is operated from the light current, a set that combines 
light current and battery and a battery set. 

An additional feature is a time clock, so arranged that 
when the: house is closed for the night it can be set at the 
time for arising and if the switches are set in the bedrooms 
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able in every particular. All cables, 
switches and other materials used are of 
standard manufacture and bought on the 
open market. No special devices were used. 
So perfectly does this system operate that 
two or more of the loud speakers can be 
turned on at the same time and aside from 
the puzzling sensation as to the location of 
the music, there is nothing to betray that 
more than one speaker is in operation. 

As a demonstration of possibilities, an 
outdoor aerial with concealed wiring leads 
to the receiving set in the kitchen. The 
other sets have loop aerials. 

On the first floor of the house, speakers 


At left is speaker 
indining room 
which is operated 
by living room re- 
ceiver. It can be 
controlled from 
either room. Be- 
low is receiver in 
master bedroom 
and above bed is 
switch panel to 
control receiver 
and second ‘floor 
speakers 
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This isometric drawing of the Model Radio House shows the possibilities of wiring the building for radio. The wires 


connecting receivers to speakers and control switches are shown. 


It may appear somewhat complicated because 


three receivers are used. The antenna connection is buried in walls of house, like other wiring 


from the master set are located in the living room, din- 
ing room and porch. An eight tube super-heterodyne 
receiver is placed in the living room, near the entrance 


door, where a _ three- gang 
switch is placed in the wall. 
This receiver and the speak- 
ers operate on A. C. current. 
The living room speaker is 
diagonally across the room 
the receiver and the sound is 
entirely controlled from the 
switch, which also can start a 
speaker on the porch or in the 
dining room. The dining room 
speaker can be started from a 
switch in that room or it can 
be silenced from there if 
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Both pictures on this page 
are of the guest bedroom. 
The speaker is in the win- 
dow and is controlled from 
switch panel shown at head 
of bed. The receiver is in 
master bedroom 


started in the living room. Also from the dining room, 
the switch controls the living room speaker. This pro- 
vision will enable the diners to hear music from the 


more remote living room 


Gat speaker if softer tones are 


wanted. 

The kitchen set is smaller, 
as the room is smaller. If it 
was connected with the mas- 
ter set, a smaller volume 
speaker could be used. An- 
tenna and ground connections 
are made by a duplex cable, 
the terminal plug of which 
engages with a double recep- 
tical mounted in the _ base- 
board. 

On the second floor are 
three bedrooms, known as the mas- 
ter, guest and kiddies. In the mas- 
ter room there is a six-tube super- 
heterodyne receiver. The receiver 
is operated on current and the 
speaker and B battery eliminator 
are across the room from the re- 
ceiver and the A batteries are in a 
closet where they are out of the 
way but easily accessible. An ex- 
tension cord permits the use of 
this speaker in the kiddies room 
(Continued on page 49) 











A Recipe For Lamp Sale 


1 Part Desirable Merchandise l : , 
1 Part Seasonable Merchandise (TH ell Served = Satisfaction 


1 Part Price Appeal 


lamp sale you must give the peo- 

ple what they want, at the time 
they want it and at the price they 
want to pay. Certainly this is easily 
remembered — if understood — yet 
buyers are constantly advertising 
lavishly some item in which, at the 
moment, the public is not interested. 

Then they wonder why their sales 
are not successful. 

Often a buyer has an opportunity 
to pick up merchandise at an exceed- 
ingly low price, permitting him to 
to sell at less than the regular whole- 
sale price, yet the price appeal is 
useless if the public does not want 
the item. Can you imagine selling at 
—any price—green caps and favor 
shovels on the day after March 17? 

Unfortunately, perhaps, price will 
always be a serious factor. We are 
all limited in incomes, if we com- 
pare them with others, but all things 
are relative, and the smart exclusive 
shop does not have to sell at the price 
the popular-priced store must make 
in order to attract attention. On the 
days that the exclusive shop is ad- 


| you would run a_ successful 


vertising merchandise at a reduced 


price, all the people who would like 
to buy there regularly go to that 
shop. 

Many buyers make the mistake of 
simply taking an item which does 
not move, making a lower price on 
it and offering it to the public. This 
is always questionable, as the people 
who have bought at the higher price 
are all justly indignant because they 
paid more than their neighbor, and 
tney feel that the merchandise is not 
very good or it would not be reduced 
for clearance. 

It is much better to anticipate 
your wants, buy certain merchandise 
at a special price and advertise it 
as such. The buyers who yearly visit 
the Leipzig Fair in March are buy- 
ing special lots of merchandise for 
fall and Christmas sales. Every year 
they plan their big events months 
ahead. 

Many of the big stores in this 


country are making a practice of 
running only one big sale each year 
—an anniversary sale—and  pur- 
chases are made for this event 
months in advance. The public is 
trained to look forward to this sale, 
and rightly expects and receives 
special values. 

At this season of the year the 
lamp sale is rather tepid in interest, 
few people have the necessary orig- 
inality to bring out a new idea, and 
if they have the originality they lack 
the courage to do the unusual. 

Lamps are used every day in the 
year, the sun does not continue on 
duty any twenty-four hours in the 
vear, and if lamps are used every 
day in the year they may be sold 
every day in the year. 

May has been a lukewarm month, 
while June has had active sales be- 
cause of the June bride. The lamp 
wedding gift has been considered 
seriously for a number of years, and 
there is no reason why the May Mov- 
ing Day lamp requirements should 
be neglected. 

It is always easier and safer, from 
the merchandiser’s point of view, to 
give the public what they want, so 
it behooves us to consider what kind 
of lamps people want at this season 
of the year. Certainly they must be 
cool-looking summer ldmps, lamps 
which will stand up in the summer 
air and sunshine in the outdoor liv- 
ing room, where so much time is 
spent during the summer. 

The sales which have attracted re- 
spectful attention during the last 
few years at this season have been 
on the wrought-iron bridge lamp, 
which is not affected by atmospheric 
conditions—the lamp which does not 
pose as being anything except a 
“plain Jane” simple, wrought-iron 
lamp. 

This lamp has been ridiculed many 
times, often merchants have told me 
with a superior air that they do not 
carry the cheap, little, wrought-iron 
lamp, as there is no money in it. 
This is wrong reasoning. There is 
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money in these lamps, and they fill a 
very decided need in the lives of the 
average person. This type of lamp 
may be purchased at wholesale as low 
as 93 cents. This is not the lamp we 
refer to. We mean a lamp which, to 
the layman, may look the same as 
this, but one which is sturdily built 
for service. 

It is rather interesting to remem- 
ber that the first sale on the iron 
lamps we picture was rather acci- 
dental. It seems that in a big store 
a very successful trunk sale brought 
more business in one day in May 
than had been done in the entire pre- 
vious month. Analyzing the success 
of the sale, it was decided that the 
public wanted trunks for summer 
travel at that particular time and 
the price was attractive. 

Striving to apply the same prin- 
ciples to a lamp sale, an iron lamp 
was offered for use at the shore, or 
in the mountains, in outdoor living 
rooms and sun parlors because it 
was not affected by atmospheric con- 
ditions. It was reasoned that $5 was 
an attractive price for volume busi- 
ness, so the lamp was offered at that 
price against the previous lowest 
price of $7.50. 

The advertisement was simple, 
truthful and easy to read. The re- 
sponse was immediate, and before 
noon 1000 lamps had been sold. At 
that time the manufacturer bought 
his iron from a jobber and had to 
wait for deliveries. Today the lamp 
manufacturer buys his iron from 
the mill by the carload, and the pop- 
ularity of this lamp is still so strong 
that in January one Fifth Avenue 
store placed an order for 1000 lamps 
each month of the year to be retailed 
for $7.50. 

An opportunity is offered the man 
who sells radio receiving sets to sell 
a lamp with every set. A lamp near 
the dials is necessary for radio com- 
fort, especially as the radio is often 
used by older people with eyes which 
feel the wear and tear of time, and 
unless they have a good light on the 
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By Mrs. Bernice Bowser 
Lamp Editor 


dials they lose a few minutes or sec- 
onds in trying blindly, and thus miss 
the announcement they were so 
anxious to hear. 

When you show radio sets, show 
lighted lamps near them in actual 
use. One item will sell the other. 
Study the photograph with this ar- 
ticle and see how the light brightens 
this corner! Do the same thing in 
your store. Brighten the dark cor- 
ners in your store and in your win- 
dows with lighted lamps, which fur- 
nish that intangible quality called 
“atmosphere” which makes your 
store more attractive than your com- 
petitors. 





Concentrate in Buying Lamps 


F you sell lamps and you are not 
satisfied with 1925 as a profit 

year, consult your ledger and see 
how many manufacturers you 
bought from during .the year. 

It may be that you will find you 
made small purchases from a large 
number of firms. If so, here is one 
of your greatest weaknesses: one 
of the most prevalent among retail 
stores. 

Instead of analyzing your par- 
ticular conditions and _ deciding 
what you should sell in your com- 
munity in order to best serve your 
public and at the same time make 
the most money, you have scattered 
your forces, weakened your buying 
power and made meaningless pur- 
chases. 

If you know what you want, there 
will be no doubt in your mind as to 
the best manufacturers for your 
needs. If you work with a few 
manufacturers, you will give each 
one more business and they will be 
in position to give you better ser- 
vice. 

You can demand the exclusive 
sale of the particular lamps you 
select for your store. Your manu- 
facturer will be in position to give 
you the benefit of a real “buy” when 
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This lamp is shown because it is one that has been shown in quantities 


to women in summer. 


for summer, and they will buy what they want. 
If early American furniture is popular in your neighborhood, 


tastes. 


show colonial lamps, or Spanish lamps for Spanish houses. 


It is the kind of lamp that many women want 


Study the women’s 
If the sum- 


mer campers want oil lamps, sell them good looking oil lamps 


it comes along. If you have the 
confidence of the manufacturer you 
can carry a sample line, sell from 
samples and order from your manu- 
facturer as you sell your samples, 
confident that he will provide quick 
deliveries. : 

By dealing with a smaller num- 
ber of manufacturers you reduce 
your stock, give yourself money to 
operate with and you have a small- 
er, cleaner assortment for your pur- 
chaser, who is so often a woman 
who finds it hard to decide what 
she wants when you give her a 
large stock from which to make a 
selection. 

Last month in a store up in New 
York State, I found some lamps 
covered with dust which were made 
thirteen years ago. I asked the 


S15 


buyer how he came to have those 
lamps in stock and he told me that 
he repeated his order on every lamp 
that sold, as he figured that if one 
woman bought it another would. 
Indiscreetly I suggested that pos- 
sibly it would be better not to re- 
peat but to buy other lamps and I 
was testily told that said buyer had 
been a success for over twenty 
years. 

This is not an exaggerated case, 
but unfortunately, a rather preva- 
lent one. Men have been buying 
lamps for women customers with- 
out understanding why the women 
bought the lamps, so they have had 
many lines, all mixed up in one de- 
partment, literally driving the cus- 
tomer away from the heterogeneous 
mass. 











New Goods to Sell 


Eldec Two-duty Electric Iron 


There thas recently been placed on 
the market by the Eldec Company, 501 
Fifth: Avenue, New York City, a two 
duty ¢lectric hand iron called “The 





Eldec” which accomplishes both the 
sprinkling and ironing at the same 
time. The iron operates like any other 
hand iron except that inside the in- 
sulated handle is a water reservoir 
from which a simple conduit leads to 
the bottom plate. In this plate are a 
series of tiny holes through which the 
water is ejected as steam after it comes 
in contact with the heated bottom 
plate. This steam forms a mist-like 
film which is distributed between the 
bottom of the iron and the garment 
adequately dampening and freshening 
the clothing. The iron is_ heavily 
nickel plated, weighs 6 pounds and its 
several parts can readily be replaced. 
Packed in an attractive carton with 6% 
foot cord and nickel plated stand. 





Victrola-Radiola Models 


The latest developments in talking 
machine reproduction combined with 
Radiola receiving sets ranging from 
five to eight tubes have recently been 
placed on the market by the Victor 
Talking Machine Company, Trenton, 
N. J., in the new Victrola-Radiola in- 
struments. The largest of these instru- 
ments is the Borgia 11. It has a seven- 








ty-inch Orthophonic tone chamber, and 
mechanical talking machine reproduc- 
tion. In addition, it has electrical talk- 
ing machine reproduction, through an 
electrical pickup. The radio equipment 
consists of an eight-tube Radiola Su- 
per-Heterodyne receiver (Radiola No. 
28), operating on an alternating cur- 
rent supply of 100 to 120 volts, 60 
cycles. The radio loud speaker unit and 
the Orthophonic chamber is utilized by 
the radio receiver. By plugging into a 
light circuit of the proper voltage, the 
current supply is obtained for the radio 
receiver, the Electrola talking machine 
and the motor operating the talking 
machine turntable. Radio reception or 
electrical reproduction from a record 
may aiso be had through a separate 
loud speaker by plugging into a jack 
on the instrument panel. Several mod- 
els have been brought out, some of 
which will be described in a future issue 
of ELECTRICAL GOODs. 





Stewart-Warner Model 340 





The Corporation, 
Chicago, Ill., has recently brought out 
a five tube tuned radio frequency re- 
ceiving set operated from dry cells. 
The set is of durable construction, com- 
pact and light in weight. The ‘metal 
panel, finished in crystalline brown 
harmonizes with the walnut cabinet. 
It is designed to operate with dry cell 
tubes only, and delivers sufficient 
power to satisfactorily operate any 
standard reproducer. A plate voltage 
of 45 for the detector tube and 67% 
for the amplifiers is recommended by 
the maker. The set requires an aerial 
and ground for best results. 


Stewart-Warner 





Six-Inch G-E Fan 


The General Electric Company, 
Bridgeport, Conn., has brought out a 
six-inch, universal, non-oscillating fan 
operating on 110 volts either direct or 
alternating current in frequencies up 
to 60 cycles. 
It is equipped 
with rubber 
feet for desk 
use and a slot 
in the base 
for bracket 
mounting. 
Finished in 
dark green 
or white 
enamel. 
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““Nucode” Transformer 


The Jefferson Electric Mfg. Co., 501- 
511 S. Green Street, Chicago, I[Il., an- 
nounces a new bell ringing and signal 
transformer, which is attached to an 





outlet box cover and will be known as 
the “Nucode.” 

It is designed primarily for the 
average residence or small apartment. 
The secondary is 10 volts, which is 
sufficient to operate bells, buzzers, an- 
nunciators, and door bells. Its ca- 
pacity is 25 watts. 

The “Nucode” is built to Under- 
writers’ Laboratories specifications, 
and carries the Jefferson guarantee. 
It is made with cover for either 3% 
in. or 4 in. outlet box, and for 110 or 
220- volt, 60 or 25 cycle current. 

Terminals project but 2% in. from 
the box. Case measurements, 2% in. 
x 2% in. x 2% in. Weight, 1% Ib. 





Case Six Tube Receiver 


The Indiana Manufacturing & Elec- 
trie Co., Marion, Ind., manufacturers 
of the Case radio apparatus which was 
marketed last year under the name of 
Indiana Hyperdyne, has announced a 
new table type and console model, 
known as “Case Six Tube Multi- 
Power,” Nos. 503 and 701. The re- 
ceiver itself is so designed that two 
switches control four different degrees 
of power. It has positive friction, 
vernier controlled silver pointers, which 
give a velvety touch and eliminate 
possible back-lash. The console has a 
full-throated built-in speaker of wood 
construction with a popular unit. 














efficient in 










EFFICIENCY POINTS 
Double action—the principle of strong 
suction and a motor-driven brush 
working together. 
No oiling. 
Lifetime efficiency. 






The Premier Duplex was not placed on the 
market until a cleaning action that got all 
the dirt had been perfected. Today it is the 
most efficient cleaner made. No action as 
complete or as quick as double action has yet 
been devised. No protection as sure as ball 
bearing equipment in both motor and brush 
has been found. Premier Duplex has always 
been first in all competitive tests. 


Sell the continuously efficient 


PEERS 


ELECTRIC VACUUM CLEANER CO., Inc. 
CLEVELAND OHIO 


Manufactured and distributed in Canada by 
the Premier Vacuum Cleaner Co. Ltd., Toronto 
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Stevens Loud Speaker 





The Stevens Speaker (conodidal) was 
recently introduced by Stevens & Co., 
New York. The diaphragm is of the 
new material “Burtex,” a moisture 
proof compound having a textile base 
and is formed under pressure. The 
diaphragm is actuated by a four-pole 
balanced armature reproducing unit 
designed to handle the most powerful 
sets without impairment of tone qual- 
ity. The circular mahogany back which 
supports the unit also acts as a sound- 
ing board. The speaker is designed 
for wall or table use, is furnished com- 
plete with silk hanging cord and sep- 
arate easel base. It is made in two 
sizes, 16% and 12% in. in diameter. 


Meadows Washing Machine 


Two distinctly new features have 
been incorporated in the new washing 
machine recently introduced by the 
Meadows Manufacturing Company, 
Bloomington, Ill., an Udylite process 
steel tub and Bakelite cover. The 
machine is of the underslung dolly 
type, the dolly resembling the impeller 
of a centrifugal pump. There are six 








vanes on the agitator, which is made 
of bakelite and it is claimed because 
of their width and thickness that the 
clothes cannot force themselves be- 
tween the vanes readily and for that 
reason are less likely to tear. The 
construction of the vanes facilitates 
the moving of clothes away from the 
agitator and the alternate contacts 
with the dolly and the water, provides 
a rapid cleansing action. The stain- 
less steel tub is square with well 








rounded corners and has a capacity of 
23 gallons of water. Features of 
the wringer are: permanent drain 
board; 12 in. x 2 in. paralastic rolls 
and lever flopper board; adjustable 
tension. The finish is grey enamel 
with mahogany colored bakelite lid. 
Machine weighs 194 pounds. 





Trico “Cleartop” Fuse 


Trico Fuse Manufacturing Co., Mil- 
waukee, Wis., recently announced the 
new Trico “Cleartop” fuse—a non- 
renewable plug fuse consisting of a 
separate porcelain base and body. The 





base has a long baffle chamber that ex- 
tends to the inside top of body and 
holds the mica window in place. The 
body and base are held together with 
a heavy brass screw shell. The body 
is finished in dull black, giving it a 
moulded insulation appearance. Dis- 
tinctive features are: large rugged 
knurl around top edge, clear India mica 
window, visible link with amperage 
stamped thereon, and large center con- 
tact. Packed in brown cartons of 50 
fuses. 


New Freshman Console Model 


The Charles Freshman Co., Inc., of 
New York, manufacturers of “Fresh- 
man Masterpiece Receivers,” recently 
announced a new console model with 
built-in loud speaker and space for all 
batteries, eliminators, etc. This model, 
known as 6F3, is furnished in mMa- 
hogany or burled American walnut. 
The Bakelite panel is grained like ma- 
hogany and the knobs are furnished 
to match the wood used. The circuit 
uses five tubes in the usual manner, 
incorporating two stages of tuned radio 
frequency, detector, and two stages of 
audio. Vernier dials are provided on 
all three condensers. Two rheostats of 
ten ohms resistance are employed, 


smooth in operation, with a spring con- 
Insure positive contact. 


struction to 





The set employs two audio trans- 
formers. The filament switch is of 
sturdy construction. Two jacks are 
used, one for the phones and the other 
for the loud speaker. 
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New Everhot EC Jr.-10 Cooker 

















A  two-heat combination electric 
cooker, thermal jug, ice cream freezer 
and fireless cooker has recently been 
brought out by the Swartzbaugh Manu- 
facturing Co., Toledo, Ohio, under the 
name of the Everhot Cooker EC Jr.- 
10. Roasting, baking and stewing may 
be done in this cooker, using lamp 
socket current. The cooker may also 
be used as a thermal jug by automo- 
bilists. The meal may be started at 
home and continued in transit, without 
the use of current, by the fireless 
cooker process. To use as a freezer, 
pack the cream mixture with ice in 
the cooker, and the retarded refrigera- 
tion is said to make delicious cream. 
The new two-heat model follows a 
single-heat model put out last year. 


Dexter Double Tub Model 


The Dexter Co., Fairfield, Iowa, has 
announced as optional equipment, an 
entirely new feature in the construc- 
tion of their all-metal double tub 
model A-35-E—the use of heavily 
nickeled copper tubs. 

The nickeled tubs, closely matching the 
color of the aluminum lids and wringer, 
and the nickeled trim, add to the at- 
tractive appearance of the washer. 

Another new feature of this machine, 
now furnished as standard equipment, 
is a roomy metal tub rack which at- 
taches to the washer frame by means 
of two malleable lugs, and may be re- 
moved when not in use by lifting 
it off. The two legs of the tub rack 
are equipped with casters like those of 
the washer, so the whole equipment 





may be easily moved about, even when 
heavily loaded. 

The tub rack provides room for a 
rinse tub and a clothes basket, making 
a unit of the whole washing equipment. 
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845 Combination 
Coal and Electric 
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It Pays to Push 








TRADE MARK 
Every L&H Electrics appliance you sell means increased earnings and, what a 
is more, satisfied customers in all instances. ‘A Lead Beeches anon tar every 
home either in full white and 


Build up this department of your business by carrying the L&H Electrics gray porcelain enamel or semi 
line. Display them, give your customer’s a chance to examine their superior porcelain Diack Snish. 


features and see how quickly sales are made. Money is not tied up long in 


a stock of L&H Electrics. ‘ 
Note the outstanding features of the L& H Electrics Ranges. Full Automatic 
Time and Temperature Controls—easy t6 Qperate and absolutely depend- 
able. Rust-proof porcelain enamel finish. _Qnépiece ovens<with rounded 
corners. A complete choice of sizes from whic] sélection’ can be made to 
suit any requirements. ae oe ey ) 
y » ee ee s : 
These ranges also offer another point of advamie ye ~~ es 
tage. They require very little “servicing.” * Yor bial 
don’t have to put in a lot of time keeping an L-& H Electrics 
L&H Electrics in order after it is installed. Table Stoves 
They are built to operate with satisfaction to 


the buyer. 

. L & H Electrics 
Ask your jobber or “Turnsit” Toasters 
write to us for in- 
formation on this 
profit-making line. 


L & H Electrics 
. Irons 
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In addition to the 
articles shown above, 
our line of Electric Ap- 
pliances also includes: 


L & H Electrics 
Heater 


Curling Irons Testing Ovens 
Hot Plates Urn Heaters 
Waffle Irons Heating Pads 


Etc. 


A.J. LINDEMANN & HOVERSON Co. 
435 Cleveland Ave. Milwaukee, Wis. 


Branches at 
405 Lexington Ave., New York, N. Y. 
1636 14th Street, Denver, Colo. 
2626 W. Washington Blvd., Chicago, III. 
715 Bryant Street, San Francisco, Cal. 
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Victor-Lumiere Loud Speaker 


A double balanced diaphragm, insur- 
ing maximum sensitivity, is one of the 
distinguishing features of the clock 
type radio loud speaker introduced by 
the Victor Talking Machine Company. 
The diaphragm, made of especially 





treated pleated parchment, is assem- 
bled around a central core to form a 
nine inch disk. The motor diaphragm 
of the speaker is counterbalanced by a 
secondary balancing diaphragm at the 
rear, which acts in a loading capacity 
and overcomes any resonant effects due 
to the diaphragm’s natural period of 
vibration. A sensitive electromagnet 
unit is mounted between the two dia- 
phragms. The distance between the 
pole pieces and the actuating armature 
is adjustable over a range to meet the 
output of all standard makes of radio 
sets regardless of the number of tubes. 


Prefocused Incandescent Lamp 


The General Electric Company has 
developed a prefocused incandescent 
lamp and special signal socket for use 
in railway signals, locomotive head- 
lights, motion picture and similar pro- 
jectors. The new lamp has a special 
base which, when used with the socket, 
assures the filament of the lamp com- 
ing in exactly the same position as 
that of every other one of the same 
size and type. The lamp is manufac- 
tured by the Edison Lamp Works of 
Harrison, N. J., and the socket by the 
Bridgeport plant. 





Radiola AC Packages 


The Radio Corporation of America, 
233 Broadway, New York City, recently 
announced AC package UP-971 for 
Radiola 25 and AC package UP-972 
for Radiola 28. Where the RCA loud 
speaker model 104 is operated with 
either the Radiola 25 or 28, all bat- 
teries may be eliminated and complete 





AC operation realized by the addition 
of certain accessories constituting the 
AC package. The dimensions of both 
packages are 13% x 4% x 8% in. The 
971 weighs 7%, and the 972, 9 pounds. 


Philips Convertible Table 


The Space-Saving Furniture Com- 
pany, 148 East Thirty-fourth Street, 
New York City, has brought out a 
convertible table which it calls a 
Kitchenette. The model shown is in 
the Queen Anne period, finished in 
combination mahogany. It is supplied 
with a double electric outlet, 6 ft. cord 
and separate plug, permitting the use 
oi two appliances at the same time. 
Arm braces on side hold top upright. 








‘ 


All tops turn upon gateleg to form a 
second table. Linen, silver and food 
compartments. Base of cooking sec- 
tion of white porcelain enamel with up- 
turned flanges to catch any drip. All 
fittings are nickel plated. 


The Powerformer 


The Powerformer, operating on 110- 
volt alternating current may be em- 
ployed in one of three ways: a power 
amplifier for any receiver, in which 
event it supplies a stage of super- 
amplification, using the receiver’s first 
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stage as well, the receiver continues to 
operate with its own “A” and “B” bat- 
teries. Secondly, it can operate as a 
battery eliminator, in which case it 
replaces the usual “B” batteries. 
Thirdly, it can be used in its combined 
function of battery eliminator and 
power amplifier, merely requiring the 
“A” battery, with the first audio stage 
output going to the powerformer which 
builds it up and in turn operates the 
speaker. The receiver is operated in the 
usual way. Dimensions: 8 x 8 x 10 
in.; weight, 32 pounds. Manufactured 
by the Pacent Radio Corporation, 91 
Seventh Avenue, New York City. 


Edenette Electric Clothes 
Washer 


A small electric washer weighing 
about twenty-two pounds and occupy- 
ing a storage space approximately 14 
in. x 14 in. has been brought out by 
the Eden Washer Corporation, 225 
West 34th Street, New York City, and 
is especially adapted for use in small 
homes, apartments, apartment hotels 
and studios. The method of cleaning is 
the dip-dip process of the vacuum cup 
plunger. There are few working parts 
all of which are incased and self- 
lubricating. The motor is of the uni- 
versal type, three speed switch. The 
tub is of gray enamel; canopy, gray 
lacquer, and castings, gray iron. Bear- 
ings are of bronze. Automatic oil sys- 
tem on the motor supplies lubrication; 
oil in drive unit; oil-less bearings on 
plunger. The capacity of the tub, 
which is 19 in. overall, 10% x 13% in. 
in diameter is 1 sheet or 6 men’s shirts 
or the equivalent. 
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—Eveready’s 


‘THAT’S the word we get from the field. And 
no wonder! The new special deal is a win- 
ner any way you look at it. Ten standard 
Eveready 2-cell Long-range Focusing 
Spotlights, No. 2671, packed in the special 
display-carton shown herewith. ‘Twenty 
standard Eveready Unit Cells, No. 950, in 
a separate package. 


For a limited time, these flashlights will 
retail at $2.25 apiece, complete with battery 
(regular price $3.00). You pay $14.70 for 
the lot and make a clean profit of $7.80 





“Going great!” 








special deal 


every time you empty a carton! No. 2671 
isa wonderful flashlight. It’s got everything! 


If you haven’t yet taken advantage of this 
special deal, place an order with your job- 
ber today. If you have ordered, you are 
doubtless ready to repeat. Keep this one 
moving. It’s the best bet in years! 


Manufactured and guaranteed by 
NATIONAL CARBON COMPANY, Inc. 


New York San Francisco 


Atlanta Chicago Dallas Kansas City Pittsburgh 
Canadian National Carbon Co., Limited, Toronto, Ontario 








FLASHLIGHTS 
&-BATTERIES 


-they last longer 
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A Quality Iron 
You Can Sell at 


A Popular Price! 


E HAVE been making high class radio 
accessories for years that have in- 
variably sold for less (quality considered ) 
than any others on the market—and at the 
same time—allowed a good margin of 


profit to the dealer. 


This fair dealing with 


the Dealer and the Public has so expanded 
our business that it has become necessary 
for us to centralize our manufacturing and 
selling in our enlarged plant. This move— 
making for economy and efficiency in pro- 
duction and selling—enables us to quote 
still lower prices on our entire line of high 
class radio essentials. The ‘Pal’ Electric 
Soldering Iron shown herewith is typical of 
the low prices obtaining on all the high 


quality Pal products. 








“ PAL” ELECTRIC 


Soldering Iron 


The “Pal” Electric Sol- 
dering Iron is not a 
competitive article built 
to a price but is a 
highly serviceable solder- 
ing iron in a new and im- 
proved design — electri- 
cally and mechanically 


’ right in every particular. 


Suitable for all household 
and light industrial use. 
Hard floating element. 
Lavite core. Nichrome 
resistance wire. Sepa- 
rable attachment lug. 
Six foot asbestos insu- 
lated heater cord. Venti- 
lated shank. Full nickel 
plated. Unconditionally 
guaranteed on 110 to 
voltage A.C. or D.C. 

fhe city 85 watts. 
ae d in individual car- 
tons, counter display 


boxes of one-half dozen. . 


Standard packages of 12, 
24 and 48. e “Pa 1” 
Electric Soldering Iron is 
positively the best buy 
on the market today! 


List $1.50—Net 
to Jobbers 75c 


WITH *%” OR 9/16” TIP 


We actually make every product we sell and 
and we can—therefore—make shipments 
the very day your order is received. You 
can quickly cash in on this high quality, 
low price soldering iron. Get in touch with 
us TODAY. Orders, letters or telegrams 
addressed to our factory office get imme- 


diate attention. 


THE PAL RADIO CO., Inc. 


1204 Summit Avenue, Jersey City, N. J. 
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Electrical Business Briefs 


W. FREEMAN, president of the Society for 
Electrical Development since 1919, was re- 


® elected for another year by the society’s 
directors at the regular meeting in New York City. 
W. I. Bickford was added to the list of five vice-presi- 
dents, who are, in the order of their seniority, J. Robert 
Crouse, J. G. Barry, J. R. Strong, * E. Montague and 
W. I. Bickford. 

The executive committee for the forthcoming year 
is made up of Charles L. Edgar, chairman; E. W. 
Rockafellow, vice-chairman; J. G. Barry, 8S. L. Nichol- 
son, G. E. Cullinan and J. R. Strong. The addition of 
Mr. Cullinan was in compliance with the by-laws, which 
have been changed to require six members on the execu- 
tive committee instead of five. 

Four directors added to the board to fill unexpired 
terms and vacancies are: George L. Patterson, presi- 
dent of Stanley & Patterson of New York, and Frank 
S. Price, president of the Pettingell-Andrews Company 
of Boston, both representing electrical jobbers; C. M. 
Beltzhoover, president of the Beltzhoover Electric Com- 
pany of Cincinnati, representing contractor-dealers, 
and E. B. Gillinder, president of Gillinder Brothers of 
Port Jervis, N. Y., chosen at large. The following di- 
rectors were re-appointed for one year: Messrs. Herbert 
A. Wagner, H. B. Crouse, L. P. Sawyer, N. G. Harvey, 
W. H. Morton, J. Robert Crouse, Henry L Doherty, 
James H. McGraw, E. W. Rockafellow and C. A. Ward. 


Four other directors were elected at the annual meet- 
ing of the society. They are J. E. Montague, repre- 
senting central stations; Herman Plaut, manufacturers; 
W. I. Bickford, jobbers, and C. da Chamblin, contractor- 


‘dealers. 


The following officers of the Society were reappointed 
by the directors: W. L. Goodwin and F. M. Feiker, oper- 
ating vice-presidents; J. Smieton, Jr., secretary-treas- 
urer; G. E. Jaquet, assistant secretary; E. A. Beer, 
assistant treasurer. 

The annual meeting of the Advisory Publicity Com- 
mittee was largely attended, and a representative group 
of trade publishers and advertising men heard reports 
on the development of seasonal activities, such as Christ- 


- mas, Easter and Mothers’ Day, and of the publicity 


and information campaigns on behalf of the Red Seal 
Plan, electric trucks, news services, advertising and 
merchandising services, and the recently started elec- 
trical refrigeration advertising. 

A recent activity of the Society is a plan for supply- 
ing at low cost a bridge score card. Each blank will 
contain a suggestive message, such as “Electrical 
Things Make Ideal Bridge Prices.” The price leaflet 
will be ready within a few days. As there is a new 
system of bridge scoring, it is believed these will find 
a ready acceptance and that electric appliance dealers 
can well afford to supply them to bridge players. 





“The electrical industry of the country is joining 
the transmission lines of the separately owned and 
separately operated electrical systems and exchanging 

(Continued on page 52) 
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advantages over in your mind: 


For Pressing and Ironing—The Eldec oper- 
ates just like any other electric hand-iron. 
Has the double capacity of moistening and 
ironing. Safe for any type of fabric, from 
sheerest to coarsest. 

No More Sprinkling—Steam, which emerges 
through the Eldec’s bottom plate, does the 
dampening. It is not necessary to sprinkle 
‘laundry in the old way. 

Moisture Spread Evenly—The patented steam- 
ing feature of the Eldec Iron spreads mois- 


Your Customers 
Long Wanted this IRON 
Here It Is! 


At last, a really progressive step in the electric hand-iron field! 

It is the Eldec Iron which steams while it irons; which presses any 
kind of clothing; which prevents scorching; which entirely does away - 
with sprinkling or dampening. The Eldec market is as extensive as the 
total wired-home field. It represents 100% opportunity. Just run these 









ml 


ture evenly over laundry, thus preventing 
any “spotting” of the fabric. 


Prevents Scorching—Materials ironed the 
Eldec way are always dampened all over to 
just the right degree. Hence, there is no 
danger of scorching even finest fabrics. 


Saves Time, Effort and Fabrics—By_  eliminat- 
ing old-fashioned methods of sprinkling and 
dampening, time is saved. By preventing 
scorching and spotting, fabrics are saved. 


























The Eldec Electric Hand- 
Iron has water reservoir 
as part of the handle. 
Conduit leads to bottom- 
plate. The water flow is 
regulated by small turn- 
screw valve. It flows 
down to heated plate con- 
taining series of tiny 
holes. Here, moisture 
issues as steam. The 
Eldec is heavily nickel- 
plated. Weighs 6 pounds. 
Packed in attractive car- 
ton complete with 6. 
foot cord and_ special 
nickel-plated stand. 
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—and very Different! > 





THE ELECTRIC STEAMING IRON 
Manufactured by the Eldec Company, Inc., 501 Fifth Ave., New York 





Factory—Long Island City 
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Put new life into your 
iron department via the 
Eldec route. Eldec is 
now available to dealers 
in any quantity desired. 
Adequate discounts, quick 
supply service, store helps 
and advertising, are part 
of this Eldec service for 
you. 


Dealers everywhere are 
forseeing the unusual op- 
portunities in the Eldec 
Iron proposition. There- 
fore we advise you to place 
your order without delay. 


THE ELDEC COMPANY, INC., 
501 Fifth Avenue, New York. 


Gentlemen: 


I am interested in the Eldec iron. 
Please send me your dealer proposi- 


tion. 


(Signed) .... 


Street ....... 
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Many Day-lan Fans* go to sea aboard ships, 
where their successful performance of severe 
duty proves them to more than meet the service 
your customer will need in his home. They are 
heavily and thoroughly insulated so they will run 
under all the heat, dirt, and moisture conditions 
of the ocean and tropical countries—and rigidly 
built throughout to stand the pitch of a ship. 


Your fan buyer will never put his Day-Fan Fan to 
such use, but the fact that all this workmanship 
is there, assures him years of trouble-free long 
life. Couple this feature with the Day-lI*an char- 
acteristic of “large air delivery” and you have a 
fan that takes care of its own talking points. 


This same careful 37 year old workmanship is 
put into the other Day-lan products with such 
success that Day-Fan Motors (formerly Dayton 
Motors) are standard equipment with many of 
the largest makers of motor driven 
appliances, while Day- 
kan Radios have won 
a national reputation 
in thousands of mu- 
sic loving homes. 


household 





*Formerly 


(Formerly “Dayton ee A Dav-Fan Radics 
THE DAYTON FAN & MOTOR COMPANY 
Dayton Ohio 


For More Than 37 Years Manufacturers of High Crade Electrical Apparatus 


MOTORS - FANS 


RADIO - 
a 
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Radio Success in a Department Store 
(Continued from page 18) 


loud speakers and two makes of manufactured sets. 

The choice of these two sets came only after a careful 
trial, boiling the stock down to one inexpensive line, 
selling at from $39 to $97 for the various models anda 
higher priced line at from $100 to $265, thus giving a 
price range. 

Incidentally, approximately 65 per cent of the total 
sales volume is on the lower priced set. 

Sales are made on three methods; cash, charge and 
contract—80 per cent of sales coming in the last classi- 
fication. A cash sale is exactly what the name implies— 
the total amount being paid at the time of purchase. A 
charge sale is one entered on an open ledger account 
and is payable before the tenth of the month following 
the date of purchase and is naturally limited to those 
customers who already have established credit. 

On the contract sales, a down payment varying from 
20 tu 3314, per cent, according to the price of the set, 
is required. The balance is divided into six equal 
monthly payments—in other words, no radio sales con- 
tract runs for longer than six months—and collections 
are made by mailing statements and handling each in- 
stallment exactly the same as an ordinary charge ac- 
count. No interest or other charges are made against 
the deferred payments. 

As in the case of most retailers of radio, the problem 
of service is a large and serious one. After trying other 
plans, Dayton selected as the most workable the plan 
of entering into a contract with a reliable electrical firm 
to take care of all service and installation. This con- 
tracting company employs experts who are available on 
immediate call of the Dayton Company, the number 
naturally varying with the season. One man has been 
sufficient during the summer, while five men are kept 
busy during the height of the radio selling season. 

There is no limit placed on the amount of service 
given to the purchaser of a radio set and as many calls 
are made as are required to completely satisfy the 
customer. However, the salespeople are required, in 
making the original sale, to explain the working of the 
set thoroughly, and this instruction is carried still 
farther by the service men on any calls they make, the 
idea being to eliminate as far as possible calls for 
service that necessitates only minor adjustments that 
can easily be made by the customers themselves. 

For all installation work requiring the erection of an 
outside aerial a flat charge of $8 is made regardless of 
the selling price of the set. 

In the matter of accessories, the better known and 
nationally advertised are carried and are sold without 
exception at the full list price. While the sale of sets is 
spread over the entire year, the real selling season runs 
from October to April inclusive, with the high peak in 
December and January. 

During the seven months selling season the store 
gives almost continual use of one prominent window to 
a radio display, no display remaining unchanged for 
more than a week. The department itself, consisting of 
an attractive sales room, flanked by a series of small 
booths or “try out” rooms, is located on the fourth floor, 
a fact that does not apparently in any way affect the 
sales volume. 








Buy Jhe New Lamps 
Where You See This Sign 





This is the second of the series of six window 
displays which are increasing sales for Edison 
MAZDA Lamp Agents everywhere. 


And this is only a single item in the most com- 
plete program of sales assistance ever offered to the 
electrical industry. 


You are losing money daily if you 
are not using this service. Write 
the nearest district office of the 


Edison Lamp Works of G. E. Co. 
to-day for full particulars. 


EDISON MAZDA LAMPS 


NERAL ELECTRIC PRODUCT 
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Buttons and Bungalows 


(Continued from page 17) 


would bring the pennies into his pocket, too, that was 
different! He had to admire his sprightly sister-in-law. 

“Say, Bangup’s ’Il be popular with us now. Person- 
ally, I used to sort o’ hate them for infringing on our 
Pa 

“Your rights! How do you get that way? When 
can anyone get an appliance from one of you contractors 
the day they want it? When a woman decides she 
wants a grill—and has the money, she wants it now— 
not when you can deliver the duplicate of the one she 
saw in your shop, or something you claim is just as 
good.” 

“Oh, all right, future competitor,” Joe said laugh- 
ingly, “but watch your step or you’ll blow a fuse.” 

At this point Alice had an idea. “I’ve just been 
thinking, Sally. That’s a fine idea of yours. But how 
are you going to persuade practical housewives to spend 
fifteen dollars for a high-class percolator, a little less 
for a grill; more for a waffle iron—quite a lot for a 
water kettle, toaster and the like, for every day use? 

“You know we’re pretty well used to the idea that 
for the family most any old thing’s good enough. I 
guess most families enjoy waffles, but when it comes to 
ruining a good waffle iron in the damp, salt atmosphere 
of the sea shore and so on—they don’t. Of course, I 
may be wrong, but that’s the way it strikes me.”’ 

“You’re right, Alice, that’s the way I look at it. 
Plenty of time to have waffles when they get home,” 


declared Mrs. Hope with considerable finality. 

Sally, remembering how her mother had protested 
when she had brought out the electrical percolator and 
grill before dinner, glumly nodded agreement. At that 
moment success seemed very doubtful. 

Seeing her crestfallen expression, her father decided 
it was time for him to come to her rescue. He was a 
business man himself and recognized the value of Sally’s 
idea. It was workable. 

“Well, Sally, don’t call quits yet. -Few plans go 
through without modification. But that does not say 
the plan’s all wrong—far from it. As I understand it— 
you want to sell easy cooking to vacationing households, 
and you’ve just been informed by two prospects, that 
while the idea is good—it’s expensive—and they’ll have 
nothing of it. So that all you need to do now is meet 
their terms. 

“Obviously they want cheaper appliances not only for 
vacationing but for every day use in town, and a set of 
the better kind for use when there’s company. So, as I 
see it, your idea is even better than you thought it 
was. You’re about to sell two where you thought only 
one could be sold. Not bad!” he chuckled. 

“Not bad!” exclaimed Sally, jumping up in her en- 
thusiasm, “It’s perfect! Ye gods, what a brain this 1i’l 
old bean’s got,” she rapturously kissed the bald spot on 
the back of her father’s head. 


“You’ve certainly got the dope,” Joe admitted. “It’s 








Successful dealers see real reasons for 
handling Northwind Fans in these facts: 
Only two styles of Northwind are re- 
quired to take care of broad demand, with 
limited stock. These are the 8-inch, 2- 
speed non-oscillator at $7.50; and the 
10-inch, 3-speed oscillator at $15.00. Both 
are “universal,” operating AC or DC at 
110 volts. 


While directly in the popular- price field, 
Northwind Fans are not cheap in any 
respect. Emerson-made, they have been 
successfully marketed for 10 years by a 
firm with 30 years record as makers of 
fine fans. Dealer helps are as far above 
the average level as the fans are. Carried 
in stock by a hundred jobbers at conve- 
nient points. 








Sound Reasoning About Good Fans! 





The Emerson Electric Mfg. Co., 2018 Washington Ave., St. Louis, Mo. 
Branches: 50 Church Street, New York City - - - 608 So. Dearborn Street, Chicago, III. 


Here are solid rea- 
sons why you will 
profit by handling 

orthwind Fans. 




















every customer needs it 
Lfor the PERCOLATOR, 
$150 for the T OAST. ER 
ist for the GRILL | 
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JIN CORD-SET 
With the All-Steel 
UNBREAKABLE PLUG 


Speaking of necessities. here’s one that you can sell to 
every appliance user—an Electric Cord-Set with a plug that 
simply can’t break—the on/y plug with the guaranteed contacts. 

The Simplex Electric Cord-Set with the all-steel, unbreak- 
able plug is standard equipment on all Simplex Irons. It is 
also sold separately—in ever-increasing numbers—as a re- 
placement for ordinary cord-sets on all household appliances. 

The Simplex Electric Cord-Set comes to you in attractive, 
saleable form. Each Cord-Set has a handsome 3-color con- 
tainer of its own—twelve individual packages in a display 
carton. This display carton should be placed on your counter. 

Have you seen the national advertising showing the Sim- 
plex Cord-Set in colors? It is selling Cord-Sets as fast as we 
can make them. A carton on your counter and several on 
your shelves will bring you YOUR share of this business. 


SIMPLEX ELECTRIC HEATING Co. 
85 Sidney St., Cambridge, Mass. 
15 So. Desplaines Street, Chicago, IIl. 
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SIMPLEX ELECTRIC IRON | 


The fastest selling iron on the vlkatel ga and 
quality considered. The unbreakable, all-steel $ 

plug alone is the greatest selling point 
an iron ever had. Price complete with +e 
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safe, cheaper. 





Cook on a Simplex Electric Hange — quick, clean, 
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like everyone’s got two sets of dishes, different kind of 
tablecloths for the family and company—why not two 
sets of appliances. That’s some idea—I’m going to put 
in a cheaper line myself.”’ 

Having pounced on the idea like a starved cat on a 
piece of fish, Sally was now walking the floor in her 
excitement. She was already gloating over her pros- 
pective success. 

“It would seem to me, Sally,” Mrs. Hope broke in, 
“‘vyou’d sell something besides low price cooking appli- 
ances to vacationists. Washing must be done, too, you 
know. Now if you featured a cheap iron and a small 
washing machine that can be tucked into a corner some- 
where, I guess sensible housewives ’d be interested. 
Particularly the ones with babies.” 

“And while on the subject of babies,” Alice spoke up, 
“let me tell you, Sally, you can sell the electric milk- 
bottle warmer. There’s simply nothing like it. Think 
how many young mothers stay home in stuffy apart- 
ments just because they don’t know how easy it is to 
warm the baby’s bottle on trains, hotels—anywhere. 

- “I can’t tell you how handy mine proved when I trav- 
A Safe Temperature Rise eled to Chicago with Buster to visit Grandmother 
Werner. The porter on the train was wild about it. 


I never had to leave the compartment. 


‘““They Keep a-Running”’ 





\4 Horse Power Century Split- 
phase Induction Motor 


The temperature rise of Century Split-phase In- “While I was with Joe’s folks it was the same thing. 
duction Motors when operating under continuous Instead of prowling about the house late at night, I’d 
full load in a room of normal temperature and simply bring up the bottle of milk with me when I went 
ventilation, will not exceed 40° Centigrade, a safe to bed. And before going to sleep I’d connect the 
limit for the insulation used in general purpose warmer to the outlet and place everything on the bed- 
| motors. side table. 
i i f:— ‘6 ’ . ” ° ° 
The desirable feature is the result of: Guess I’ve been overlooking a bet,” Joe told his wife. 
(1) A liberal allowance of steel, copper and other “Wish I’d talked to you more about such things.” 
materials in the design of the motor. “Wish you had, too, we'd probably be further along 
(2) End brackets equipped with grilled or louvered than we are,” Alice retorted unamiably. 
side and bottom openings to insure free cir- “Pm glad he didn’t.” exclaimed Sally “It’s simply 


culation of air. 
4 + 
3) a ee a wonderful what a clever family I’ve got. If between 


fans, with blades so designed and spaced as to the five of us—and that’s not counting Ben, we can’t 
be most Payers in cooling the field lamina- hold down one buyer’s job—then—then I deserve to lose 
a it. And just to keep Joe sweet, maybe I can land some 
All Century Split-phase Motors are equipped orders for him to put buttons in some of the old 


with the Century Wool-yarn System of Lu- bungalows.” 
brication, which assures at least one year’s 
continuous 24-hour-per-day operation with- 





wed pers Sooves Soo ont St fem sos _ Lighten Problem with Lamp 
suis Geetaas lien, che nator te cae tor (Continued from page 19) 
driving blowers, sewing machines and other It sounds like a jam, doesn’t it? 
apparatus in dusty surroundings. These two women represent the women of America— 
a | the few who have seen the light, have invested in flexi- 
1% and % horse power sizes. Folder 572 ble, comfortable lamp lighting for their servants, and 
gives convincing reasons for the “Keep the big, unfortunate majority who need to be sold the 
a-Running” ability of these motors—send idea. 
ee. If the merchants who sell kitchen equipment would 
show these articles with lamps attached as illustrated, 
CENTURY ELECTRIC COMPANY they would do much to increase the charm of their dis- 
1806 Pine St. St. Louis, Mo. plays, and they would render service to many women’ 
: by selling them lamps—not for the living room, but for 
Por Move Shen 25 Lewes qt St. Leaks the practical every day kitchen work, laundry work, 


sewing. 

Many women prefer a local light so they may raise 
their eyes from their work to shadows, which rests the 
h,1/6&Y%H.P. eyes and entire nervous system. See the reason back of 
this, and you will see a way to increase your lamp sales 
and your net profit. 























\%, 1/6 & 4 H.P 
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Room 
Living room 


Dining room 

Porch 

Bedroom No. 1. Master's 
bedroom 

Bedroom No. 2. Guests 


Bedroom No. 3. Chil- 


drens 


Kitchen 


A Model Radio House 


(Continued from page 33) 


Specifications of the Installation in the Model Radio House 


Set 

Kight tube super power 
speaker 

Power speaker 


Power speaker 


Six tube super power 
speaker. “B” eliminator 
Power speaker. “B” elim- 


inator 


Served by speaker from 
bedroom No. 


Five tube RF. External 
speaker. 3attery oper- 
ated with power tube 


Power Cost of 
(“onsumed, Outlets Klectrical Operation, 
Supply Watts Required Installation Cents per Hr. 
Full house current opera- 200 7 $35.06 1 
tion 
Full house current opera- 200 j 20.00 ] 
tion 
Full house current opera- 200 1 20.00 1 
tion 
A” and “CC” batteries. 100 S 10.00 li, 
“B” power from house Less Battery 
current Cost 
“A” and “C” batteries. 160 i 20.00 Vy 
“B” power from house Less Battery 
current Cost 
“A” and “CC” batteries. Loo 0 er Vy 
“B” power from house 
current 


Full battery operation wit 2 3.00 


house wiring. The receivers and speakers were installed 


for the bed time hour and other occasions. 

The operation of the receiver and speakers is di- 
rected by buttons in a control panel near the head of 
the bed in the master’s bedroom. They can be operated 
single or both at the same time. Buttons in the guest 
room permit turning off the speaker in that room. 

The radio wiving in the house is entirely standard 
and is as easily installed in an old or new building as 
house lighting wires. Usual BX or flexible armored 
cable was employed, with standard outlet boxes, fitting 
and face plates. The latter are suitably engraved to 


by a radio service man and the entire plant operated 
without a hitch. 

The Radio Corporation will use the house as a means 
cf education for the public as to the ultimate conveni- 
ence of radio where and when you want it. It will be 
open to public inspection at stated times. 

A more definite use will be for the education of radio 
service men and dealers. It is believed that after a visit 


to this house and an opportunity to study the layout and 


guide the operations. 


The wiring was put in by a man who had never be- 
fore wired a house for radio but was experienced in 


construction there, that many dealers will be able to sell 
a complete radio outfit where they have sold only sets. 
(Continued on page 50) 
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A Battery Charging 







| Bs complete 
15= 
switch 
Operates from 105-125 volts 50-60 cycles, 
charges both 4 and 6 volt batteries 








4. Unilateral conductivity which makes perfect trickle 
charging, theoretically and in practice. 

2. No water—no acid—no alkali—no moving parts— 
nothing to watch or replenish. 


Just a device of immovable and unchangeable solids that has made the 


ELKON TRICKLE CHARGER 


THE SENSATION OF RADIO 


SET IT—INSTALL IT—FORGET IT 


The Elkon Trickle Charger tapers off, or in- 
creases just as needed to keep the “A” batteries 
charged to maximum efficiency and to insure 


Constant Power Constantly 
An unqualified 2000 hour guarantee. 












ANY 





le 7 
& Co. Inc. 
- 








7 
cubeidion of P. R. Matlor. 


Weehawken, N. J. 


Exclusive licencees under patents pending to Samuel Ruben 
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Duri 
“otf "season 
concentrate 


on Balkite- 


the year-round 





business 


The Balkite season is one of the longest in 
radio. It has still several months to run. And the 
downward fluctuation during the summer is 
never as marked as it is in most lines. Balkite is 
a year-round business. 

During the summer, concentrate on a line that 
pays. Last summer jobbers and dealers who con- 
centrated their efforts on live lines like Balkite 
found that it paid not only in laying the ground 
work for the fall, but in actual volume of imme- 
diate sales. By concentrating on Balkite this 
summer you will be putting your efforts where 
they will pay the maximum return. A radio set 
owner is always a Balkite prospect, regardless 
of season. 

Balkite Radio Power Units are being backed 
by one of the heaviest advertising campaigns 
in radio. A full-page Balkite advertisement is 
appearing each week in one of the four most in- 
fluential of all national magazines —The Satur- 
day Evening Post, Collier’s, The Literary Digest, 
and Liberty. This advertising is producing 
business. Sustained effort will secure it for you. 


FANSTEE 


Balkite 
Radio Power Units 


Manufactured by 
FANSTEEL PRODUCTS CO., Inc., North Chicago, Ill. 


BALKITE BATTERY CHARGER - BALKITE TRICKLE CHARGER + BALKITE“B™ - 


ng the 


BALKITE “B° ? 





- 
a , 
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The cost of the installation and operation at prevailing 
New York prices is shown in the specifications table 
for this work. The house is attractive and the equip- 
ment is interesting from an electrical standpoint. An 
unusual number of electric outlets are available and the 
lighting is controlled by side wall switches in each room 
and all lamp sockets have the chain pull switches. 

The kitchen is especially well equipped, as it includes 
electrical refrigeration, range, washing machine, ironer, 
dishwasher, besides the numerous small kitchen aids. 
The heating plant is coal but the water is heated by an 
automatic water heater. 

In promoting this idea of the wired radio house, the 
Radio Corporation calls attention to the obvious fact 
that they have no object in so doing except to make 
radio more satisfactory to the consumer and, of course, 
more satisfactory to the dealer. All of the work is done 
with standard materials that can be bought on the open 
market and a similar installation can be made where- 
ever there are electrical contractors of average ability. 

The suggestion is not made that radio dealers under- 
take to add facilities for doing this wiring, but that they 
obtain the proper prices from a worthy contractor. 

The Staten Island Edison Corporation was in charge 
of the electric installation and equipment of the Model 
Radio House. On the night that the house was open to 
the public, the house was dark and silent. A Radio 
Corporation official in London pressed a button in the 
Radio Corporation headquarters in that city and this 
touch turned on the lights and radio reproduction in the 
Staten Island house. 





Electric Refrigeration Show 
(Continued from page 31) 


ings in the Greater New York community are installing 
this equipment for the tenants. Many of the visitors 
were engineers, who inquired carefully into the type 
of refrigerant used. The operation of the compressor 
motor by thermostatic control appears to be fairly well 
standardized. 

The demonstrators reported that the sales arguments 
that impressed the visitors were: 

Lower temperature than the iced boxes. 

Permanent temperature, not fluctuating with amount 
of ice used. 

Dry box, instead of humidity prevailing in iced box. 

Longer preservation of foods because of lower tem- 
perature and dryness. 

Better sanitary conditions. 

Less attention required. 

The sales resistance, apparently, is the original in- 
vestment. The ice boxes sell from $50 to $200. Elec- 
trical outfits complete for domestic use sell from $250 
to $600. Installations for converting ice boxes to elec- 
trical units sell from $200 up. There is a strong ten- 
dency on the part of the unit makers to control their 
own output of boxes, and there has been some consoli- 
dations of box and unit manufacturers, and others are 
contemplated. 

The servicing of these machines is one of the prob- 
lems that will be solved satisfactorily only after more 
of them are in use. One company is operating under a 
system of unit replacement. When a complaint is re- 


ceived for a unit in use, the service wagon is sent with 
a complete new unit. 

The manufacturers do not yet represent their ma- 
chines as being such that they can guarantee no trouble. 
Some predict that eventually an electrical service com- 
pany or other organization will undertake to service all 
units in a certain community for a fixed sum—say $10 
or $15 a year. At present the accepted plan seems to be 
for a dealer to send a man to the factory or factory 
branch for education in installation and service, and to 
service a unit practically without cost until it is satis- 
factory to the consumer. 





Merchandise on Counters Increases 


Sales 
(Continued from page 15) 
business I did formerly,” suggested Walmer, confident- 
ly. “And, best of all, it is selling itself. Hundreds of 
articles are going out of here weekly because people 
see them and pick them up and carry them back to the 
wrapping desk. 

“It is a case of selling without salesmen, except the 
silent kind, the article that sells itself and the neat at- 
tractively printed price tags fastened by clips that 
stick, in full view.” 

The trays hold only small merchandise. On the 
other side, in the household department are to be found 
lamps, irons, baking dishes, toasters, percolators, grills, 
and samples of every piece of electrical merchandise 
of value on the market. Again, he has applied every 
argument of selling psychology display can use. 

Some women come in and wander around for an hour, 
if they prefer, and no clerk disturbs their study, except 
that one is there at the instant if needed. 

The 200 per cent increase in electrical volume is due 
to display of lamps,. toasters, percolators, grills, and 
other things, as much as to the endless small things in 
the trays on the other side of the room. Near-by are 
facilities for demonstrating every thing demonstrable. 
No one ever asks: 

“How do you work it, or this or that?” that a con- 
nection has not been made on the wink of an eye, if 
current is required, and the proof is at hand. 

If it’s “How is it inside?” a nimble-fingered clerk 
has it open and the question is answered. 

Suggestiveness is a central idea in Walmer’s arrange- 
ment of displays. Surprise is another favorite method 
of selling goods, not alone in the electrical departments. 
It gives him no end of private satisfaction to hear a 
man customer, one of the ordinarily well-informed, ob- 
servant type, say, “I did not know such things were 
made. It is exactly what I have wanted.” 

“When I can get a customer to express surprise in 
that way, I am never disappointed,” says Walmer. “He 
will tell it and some one will come in and ask for the 
article, remarking that so and so got one here.” The 
possibilities of studied display are almost limitless, in 
his opinion. He is driving ahead making extensive 
plans for electrical goods sales that will take high rank 
in his three-quarter million business. 

There is one point Walmer watches closely—quality. 
He knows which manufacturers make reliable goods 
ind he knows what the Underwriters mark means to an 
utticle. 
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‘‘They Keep a-Running”’ 














“=|  AlLifetime of = -~ 
Ceiling Fan Satisfaction 


When you sell a Century 58-inch, 3-speed Ceiling 
Fan you are selling an attractive fan that will 
move a large volume of air—season after season 
—without attention or “service,” and can be 
slowed down to provide just a gentle circulation 
of air. Thousands of Century Ceiling Fans in- 
stalled twenty years ago, and more, are still giving 
satisfactory service. 


] Armatures are supported by ball bearings 
which run on polished steel races completely 
submerged in oil. 


2 Special oil-groove lubrication system keeps 
the vertical bearing surfaces abundantly 
supplied with oil. 


3 Oil cup cannot leak—it holds sufficient oil 
to insure positive lubrication for at least 
one year’s continuous operation. 


4 Equipped with 3-speed switch and speed 
regulating coil providing maximum speed 
reduction of 50 to 65%. 


5 58-inch polished mahogany finish blades 
made from kiln dried stock. 


G Induction type motor for A.C. fans and 
series wound niotor for D.C. fans. 


The Century fan line includes: 


Stationary 9-inch Portable, 1-speed switch 
in base, for A.C. Oscillating 9, 12 and 16 
inch, 3-speed Portable, for A.C. and D.C. 
Ceiling 58-inch sweep, 3-speed, for A.C. 
and D.C. Ventilating 16-inch, 3-speed, for 
A.C. and D.C. 


Send for complete sales information. 


CENTURY ELECTRIC COMPANY 
1806 Pine St. St. Louis, Mo. 


29 Stock Points in the United States and More Than 50 
Outside Thereof 

















Portable Coiling 











Hlectrical Business Briefs 


(Continued from page 42) 


| 

| 

| surplus power for the same reason that the railroads 
| of the country years ago connected their tracks and 
exchanged surplus railway equipment,” Sidney Z. Mit- 
chell, president of the Electric Bond & Share Co., told 
members of the New York Bond Club recently. 











Why make 
a fetish 
of price? 








The Edison Lamp Works announce the fourth home 
lighting course to be held at the Edison Lighting 
Institute from June 7 to 11. The course is designed 
primarily to train women employees of electric ser- 
| vice companies in the best methods of selling residence 
lighting. Subjects covered include: Fundamental 
facts about electricity and their application to appli- 
ances and illumination in the home; modern methods 
employed in house wiring; an historical review of the 
incandescent lamp; discussion of the advantages of the 
new standard line of Mazda lamps; demonstration of 
illumination systems, including utility and decorative 
lighting; study of different types of lighting equip- 
ment and their use in the home, and discussions on 
salesmanship and advertising. 

Demonstrations will be given in the model five-room 
apartment of the Institute. A trip will be made to 
New York City to inspect various classes of lighting 
equipment in the several cost ranges, giving the stu- 
dents an opportunity of seeing the modern tendencies 
in fixture design. 

Students should register for the course at the earliest 
possible time. Hotel reservations will be made on re- 
quest. Communications should be addressed to Edison 
Lighting Institute, Edison Lamp Works of General 
Electric Company, Harrison, N. J. 





Anylite 
Regulator 











Dealers who make a fetish of price tind 
their profits eaten up by having to find new 
old. Inferior merchandise 
drives away customers. But those.who buy 
and sell Anylite Products for their built-in 
quality enjoy repeat business and find a real 
at the end of the year. 





customers for 








proht accumulated 


You will find it profitable to 
send your order to vour jobber 
[f he cannot serve vou 














today. 
send it to us with his name. 
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ITE WALL STREET ELECTRIC COMPANY 


FORT WAYNE,INDIANA 













SILVRAY 


will help your sales 


really decorative 





Beautiful fixtures and lamps, Glenn A. Wilson has been made sales manager of 





furniture—Silvray means that. 

Besides, Silvray is a new quality of light, soft, 
diffused, easy on the eyes “where good light is 
needed.” Sell Silvray all the year round. Talk 
decoration? Talk price? Yes, to both. But talk 
Silvray’s special plus—service, use, value. 
Silvray, the ideal light, will help your display of 
lamps or any other furnishings—a double aid to 
sales. 


New York Show Rooms 
225 Fifth Avenue 


Baltimore Show Rooms 
1511 Guildford Avenue 



































the Barnett Fdry. & Mach. Co., Irvington, N. J. The 
company plans an active selling campaign of a small size 
popular priced model electric washer recently placed 


_on the market under the name of the Capitol Junior. 


Mr. Wilson was formerly connected with the Coffield 
Washer Co. as Eastern district manager. 





The Indiana Manufacturing & Electric Co., Marion, 
Ind., manufacturers of Case radio receiving sets, are 






























Nationally Advertised Lador’s Musical Christmas Tree Holder 

Approved by Leading Testing Laboratories Revolves a Fully Hluminated Tree 

Guaranteed Quality—Popularly Priced 
ATT Will Sell Itself 

=e l), One of these revolving tree 
nO. 22— Ns - holders in operation in your 
7a a window will bring in the pass- 
SOC EA. AJA SOCKE PLUGS 75C EA. “RY Fle Set erby. When he hears the 
TWO OR THREE CONNECTIONS FRQM ONE SOCKET Heater Plug and Parts catchy Christmas music and 
Semel ee ag amy ony ey nad sees that the LADOR Holder 
Without Intgstering With Door—INSIST ON AJAX revolves a fully illuminated 
! tree of any size a sale is easy. 
— 2-4-1 48C EA. \ | _ EAot 6M « Send for our catalog. Prices 

vam tl saan aah Geese to you $12.50 and $14.00. 











Dealers supplied by hardware jobbers from coast to coast. 

AJAX ELECTRIC SPECIALTY CO.—St. Louis | 

Electrical and Radio Price Sheets on Request 
UOERUEETOONESUACTFOOGTN00G24E0EH0 TAPETPREDNSEREDUETOEEONTOVENYVNONOT OTTUT ENED Tver PT Tae 


LADOR, INCORPORATED 
58 West 45th St. New York, N. Y. 
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constructing an addition to their plant, which will be 
ready for occupancy about June 1. This will make the 
second addition to the plant. The company makes 14 
models. 





David Grimes has announced his resignation as presi- 
dent of the radio company bearing his name, and his 
complete withdrawal from the affairs of the company. 





Joseph D. R. Freed, president of the Freed-Eisemann 
Radio Corporation, has been named president of the 


Radio Exhibition Corporation, an organization to con- | 
He succeeds E. B. Mallory of the | 


duct radio shows. 
Westinghouse Electric & Manufacturing Corporation. 





The Radio Manufacturers’ Association will hold the 
annual meeting at the Ambassador Hotel, Atlantic City, 
May 10 to 15. Frank E. Watts, manager of ELECTRICAL 
Goons, will be one of the speakers. 





The Federated Radio Trade Association was organized 
at a meeting in Minneapolis recently. The membership 
is composed of managers of the national, state 
local trade associations. 





The Radio Exhibition Corporation has announced | 


through their treasurer, R. M. Klein, also general man- 
ager of F. A. D. Andrea, Inc., that the Fifth National 
Radio Exposition will be held in Grand Central Palace, 
Sept. 10 to 17. Harold Bolster will be managing direc- 
tor of the exposition. 





) Lamps Instead of 45 
(Continued from page 25) 


probably stay with the old style of lamps until the stocks 
are exhausted. 

A summary of the selling qualities of these lamps 
are: 

Glare eliminated with nominal loss of light. 

The coiled filament is the sturdiest yet devised. 

The lamp is really beautiful. 

All advantages of frosted lamp with none of disadvan- 
tages. 

Lamp is smaller and cheaper than former lamps for 
equal amount of light. 

This really opens a way for the merchant who has 
been indifferently handing out lamps to customers to 
get into the sport of really selling. 

A 15 watt lamp of this series has been designed and 
is in production. It is not featured in the regular 
household sizes but is available for industrial and 
special use. 

In at least one field that is a heavy consumer of 
incandescent lamps these inside frost bulbs have made 
an instant hit. In automobile repair shops where the 


and | 














mechanics carry the light with them under the car by | 
means of an extension cord, this lamp overcomes many | 


former obstacles. The glare from the clear bulb lamp 
was very troublesome. The outside frost bulbs were 
impossible because of the oil and grease they accumu- 
lated. The repair shops are heavy consumers of in- 
candescent lamps. 
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Help Swell Spring Sales 





ae 


[—— 


7 SRS 


Our new designs and “Quality 


at a Price” policy is the right 
combination for Big Spring 
Business. 










Write today for 
our. catalog and 

let us tell you 

how you can make 
your Lamp Sales for 
this month bigger 
than ever before. 
Aladdin Lamps pos- 
the magic of 
their name when it 
comes to producing 
profits. 


alli 


Sess 


a 
A a 


i 2. ae 


Delux-A- 
Approved by Under- 
Green Cased Glass 
Packed in indi- 


No. 574. 
Flex Desk Lamp. 
writers Laboratories. 
shade. Weighted base. 
vidual cartons. 


A sample at $3.00 net; 
$2.50 each. 


Aladdin Mfg. Co. 
601 East 18th St. 


Muncie, Indiana 


s ALADDIN’ 


ELECTRIC PORTABLE 


®.. LAMPS = 


Pompeian Bronze, 


f 


in lots of 6 at 


“lighting Over a Million Homes 
Tonight” 








What interests you more— 
PRICE or PROFIT? 
If it’s Profit, then the 


JEWEL, 


ELECTRIC VACUUM CLEANER 
will be your choice. 











You are not in business for your health; therefore a cleaner with 
an unusually attractive selling feature, offered at a price far below 
machines of its class but which allows you greater profit than any 
other, must have the strongest appeal. 


FREE ATTACHMENTS 


offer you a big advantage. Local advertising, displaying free attachments, 
will bring buyers into your store as nothing else will. 










The JEWEL is strict- 
ly a dealer’s machine. 
It is not sold under 
its own name or 
by any other name 
through mail order 
houses. 








a The JEWEL is a Quality 
‘ 8 Ce Machine throughout as 
~ N the specifications show 
—— and as proven by the 


These are the FREE two-year guarantee bon d 
which we give with 


ATTACHMENTS now Write f 
siven with every every machine. Write for 
JEWEL Cleaner sample JEWEL for in- 

spection and approval. 
If your jobber cannot 
supply you, write’ us 
direct. 








CLEMENTS MFG. CO. “nen 
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Mussolint Behind Diplomatic 5 
Mussolini ig, believed to hav 
he instigator in a series of dip 
weats which are beginning to 

eal of attention. -W 





The Graybar Washer 
combines good looks 
with quality and effi- 
ciency. The all-metal 
cylinder and handycon- 
trols are twoof many in- 
teresting features. See 
this better washer at a 
nearby dealer's. 
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Vugostiay Rulers to Visit Va 
ROME, March 12 #).~The ap 


Travba 
az visit of King Alexander and 


: darie of Yuroslavia to Roma 


ELECTRICAL SUPPLIES~WHOLESALE ONLY atted to pave the way for ck 
Successor to Wesfern Eleciric Supply Dept. _ ee 


Jopa Pius and Cardinal Gaespa 
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cities pet the Graybar 'story in 
advertisements like this. — Have you 


gotten the Graybar story from a nearby distributing house? 
Offices in 55 Principal Cities Executive Offices, 100 East 42nd Street, New York Citv J 
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ba buy-now 
campaign 
OY summer 


cA DVERTISE now. Sell now. People will buy now. 
Straight through the months of May, June, July 
and August, RCA advertising of Radiolas and Ra- 
diotrons will continue. The portable super-hetero- 
dyne. Radiola 26, will be advertised. The de luxe 
models will have a three months’ campaign of their 
own in the “class” group of magazines. Radiotrons 
especially the new power Radiotrons—will get 
heavy advertising. 





RADIOLA 26 





RCA LOUDSPEAKER 
And backing it all, there will be a nationwide news- 
paper and magazine campaign to help you sell by 
informing the public that Radiolas are permanent 
values——that they will not be superseded—can be 
bought ow with fullest confidence, without waiting 


until fall. 





And plans are on foot for special summer broad- 
casting by RCA, to keep up year-round interest in 


radio. 





RADIOLA 28 


Follow on the heels of the RCA campaign and get 
your share of summer profits! 


T 





) 
a OUR prospects will buy the same Radiolas 
: whether they buy in summer—fall—or at 
Christmas time. Why not sell them NOW 


< & | 
de. MADE: BY * MAKERS °: oe miniotnaur aT 











RADIOLA 30 














































